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That doesn’t mean stow- 
ing it away in the family 
sock, but banking your 
premiums locally— 


Representing a com- 
pany that makes its in- 
vestments in the terri- 
tory it serves. Thereby 
building, not draining, 
your community and 
making it much easier 
for future sales. 


Write for our coopera- 
tive plan. 








H. K. Lindsley 


PRESIDENT 


J.H. Stewart Frank B. Jacobshagen 








VICE PRESIDENT SECRETARY 


WICHITA, KANSAS 
















eFarmers€ Bankers 


Life Insurance Company 




















‘ Me 


Bi . . 
x ite 
. > SS 
. = air 
. ie BAe 
- ~ . 


nee RA ~ Magen’ i: = 
=a ts \ hy a ashe ; b> 3 
ye). ooedd 6 OS 3 wd 
ee ee ; 
COMPANY; 

QR AVIERIGA, 




















GENERAL AGENTS 


Capable men desiring to build their own General Agencies may 
obtain exclusive territory of their own choice with this progressive 


young company. We accept all classes of life risks, age one day to 65 

years. Our best uncontracted territory includes: 

INDIANA— OHIO— MICHIGAN— 
South Bend Lima Calumet 
Elkhart Toledo St. Joseph 
Terre Haute Dayton Kalamazoo 
La Porte Marietta Marquette 
Michigan City Springfield Battle Creek 

ILLINOIS— IOWA— MISSOURI— 
Peoria Waterloo Joplin 
Mt. Vernon Mason City Springfield 
Springfield Sioux City Cape Girardeau 
Murphysboro Council Bluffs Jefferson City 
Rockford Dubuque Moberly 


For further information communicate with 


A. O. Hughes, Vice-President in Charge of Agencies 


Farmers National Life Insurance Company 
OF AMERICA 


3401 South Michigan Ave., Chicago, Illinois 
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Making Managers for 
the Big Cities 


WE are using the City of Philadelphia as a training ground for the devel- 
opment of Managers for the important population centers throughout the 
country—for such placesas Pittsburgh, Cleveland, Detroit, Chicago, St. Louis, 


and the like. 


Men with a sufficient background of life insurance expe- 


rience will be given a thorough training in modern agency management, and 
placed in a position, under expert supervision and instruction, to recruit, 
train and develop a staff of men in the city of Philadelphia; then as rapidly 
as they develop the capacity to handle the work effectively, they ‘will be 
advanced to an important managerial post with large potential possibilities. 


Reduced Rate for Best Risks 


The Continental American is the only company in the 


country which specializes on the best risks, the “preferred” 


risks, the class of people who are not merely good average 
risks but better risks than the average, and who insure in 
amounts of not less than $5,000. 


To this class of preferred risks, made up largely of busi- 
ness and professional men, the company offers a marked 
reduction from the usual rate. 


Even this greatly reduced rate is larger than is neces- 
sary, with the result that a dividend is returned to the 
policyholder every year after the first. 


This yearly dividend, deducted from the low rate, re- 
duces the net outlay for the insurance to a very low figure. 


At the same time, the company not only maintains the 
reserves required by the insurance laws of all the different 
states in which it operates, but its capital and surplus, over 
and above those reserves, is about three times as large, in 
proportion to liabilities, as is usually thought to be neces- 
sary—a margin of safety for policyholders about three times 
as great as the average. 


As the result of specializing on the preferred class of 
risks and giving them the benefit of their superiority, ap- 


proximately two-thirds of the company’s new business now 
comes from that source. 


The Company 


The Continental American, with nearly twenty suc- 
cessful years behind it, is only now beginning its real ex- 
pansion. 


Old enough and large enough to be solidly established, 
yet it is still young enough and small enough to offer to 
ambitious men the opportunity to come in on what is vir- 
tually the ground floor, after the foundation has been 
solidly laid, carve out a rich slice of territory, build a busi- 
ness limited only by the energy and capacity put into it, 
and automatically reap the big reward which always goes 
to the successful pioneer. 


Send for Details 


If you have a background of successful life insurance 
experience, are interested in managerial work in a large 
way, and can come to Philadelphia for a thorough course 
of training and instruction, send for our last annual state- 
ment, details of our preferred class plan, and full informa- 
tion regarding our course of training and the large 
possibilities which are open to men who have the capacity 
to make the most of a big opportunity. 


Address, Philip Burnet, President 


ConTINENTAL AMERICAN Lire INSURANCE Co. 


Wilmington, Delaware 


BOSTON PHILADELPHIA 


BALTIMORE 


WASHINGTON CINCINNATI 
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ANNOUNCING 


A New Life Insurance Picture Magazine for the Public 


ESTATE-O-GRAPH 


A Monthly Graphic Devoted to Ways and Means of Accumulating, Conserving and Distributing Your Estate 


HE Estate-O-Graph is ready. The adver- 

tising problem for life insurance men is 

solved. For months The National Under- 
writer-Rough Notes Company has been working 
on this newest and best business builder for life 
insurance men and now we have it ready to pre- 
sent to you. 


WHAT IT IS 


The Estate-O-Graph is an eight-page rotograv- 
ure monthly picture section which presents the 
story of life insurance through pictures, news 
photos, news articles and charts to your pros- 
pects and clients. It goes out each month as 
your own house organ. The Estate-O-Graph 
carries your name only—which matches exactly 
the rest of the paper. Do not confuse this with 
a fill-in. The Estate-O-Graph cannot be identi- 
fied with any but your agency. 


The old Chinese proverb—A picture is worth a 
thousand words—IS true. It has been proven 
time and again. We have proved it with the In- 
surance Pictorial—a rotogravure picture section 
which fire and casualty agents have been suc- 
cessfully sending to their prospects and clients 
for a number of years. 

Now you, too, can make use of this most force- 
ful of advertising mediums—a rotogravure pic- 
ture section that demonstrates through pictures 
the value of life insurance. 


WHAT IT WILL DO 


The Estate-O-Graph will do what you have prob- 
ably wished to do ever since you entered the life 
insurance business. It will call on every cus- 
tomer and prospect of yours once a month— 
year in and year out! And without boring them! 
Yet the Estate-O-Graph does not content itself 
with merely calling—it suggests ways of apply- 








EXCLUSIVE 
FRANCHISES 


Now Being Granted 
For As Low As 
$8.00 A Month 


If you live in a city of 
15,000 or less you can 
secure the _ exclusive 
franchise on the Estate- 
O-Graph for $8.00 a 
month. There is noth- 
ing on the market at 
any price that com- 
pares with the Estate- 
O-Graph as a builder of 
business. 

Think of it—-your own 
house organ in roto- 
gravure—the most ex- 
pensive way of printing 
a small house organ 
for the ridiculously low 
price of $8.00 a month. 

The rate for exclusive 
franchise in your com- 
munity depends upon 
its population. Use the 
coupon today and get 
your quotation before 
the exclusive franchise 
in your city is granted 
to someone else. 








ing life insurance that perhaps never before oc- 
curred to the prospect. It marshals up, without 
the reader realizing it, additional arguments for 
that life insurance policy you have been trying 
to sell—or have in mind selling. 


Above all, the Estate-O-Graph is designed to be 
interesting to the average reader. It does not 
preach insurance—that would be boring—instead 
it sparkles with human interest and painlessly 
leads the reader to the inevitable conclusion that 
life insurance is the thing he needs most. 


NOTHING LIKE IT 
The Estate-O-Graph is a product of The Na- 
tional Underwriter-Rough Notes Company. An 
authority on life insurance, Abner Thorpe, editor 
of the Diamond Life Bulletins, contributes the 
life insurance selling material—an advertising 
man of high standing, Albert Lange, editor of 
the Insurance Pictorial, sees that the material is 
presented in an attractive, pleasing finished way. 
There is nothing like the Estate-O-Graph for life 
insurance men. It is the first and only pictorial 
cn life insurance. It is made available to agents 
at a price possible only because we are to produce 
the Estate-O-Graph in large quantities. No 
agency and few companies could justify the ex- 
pense of publishing this house organ for their 
customers and prospects. Yet you now have the 
opportunity of getting the Estate-O-Graph as 
your own for less than the cost of one of the 
pictures used in the Estate-O-Graph. 
WHY IT IS IMPORTANT TO ACT NOW 

If you want the Estate-O-Graph you must act 
now. Exclusive franchises are being granted in 
cities of less than 50,000. For cities over this 
population another attractive proposition is be- 
ing offered agents. Do not delay. Use the 
coupon today. 


YOU MUST SEE THE ESTATE-O-GR APH 


1362 INSURANCE EXCHANGE, 
CHICAGO, ILLINOIS 


THE NATIONAL UNDERWRITER CO. 














I live in a town of not more than 50,000 popu- 
lation. I am interested in an exclusive fran- 
chise for the Estate-O-Graph in my commu- 
nity. With the understanding that this places 
me under no obligation to purchase, rush me 
the cost and further particulars. 


NAME 


STREET 


I am located in a city of more than 50,000 
population. What is your proposition on the 
Estate-O-Graph in my community? Rush me 
prices and full information on the Estate-O- 
Graph. It is understood that this places me 
under no obligation to purchase. 


CITY 


STATE 


SO a 
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ALCOHOLISM DEATH 


MOVEMENT IS STARTED 
RATE REMAINS STEADY 


FOR UNIFORM PRACTICE 


N. Y. LIFE EXPERIENCE GIVEN 


Insurance Commissioners Hope to pe 
Get Action as to Agency Figures Show Mortality Held Between 
Licenses 1.6 and 1.7 Per 100,000 for 


Last Three Years 


WILL CUT DOWN EXPENSE 


NEW YORK, May D g ‘ 
a ast three years 1€ ¢ rate 
alex 1OlISMm al w C Iders c 
Cincinnati Was Able to Procure Next | New York Life has remained s ’ 
between 1.6 1.7 per 100.000, a r 


Annual Meeting Without Much 
Opposition 


. ¥ ’ r ry lh ' h r , 1 ] 
ing tO a report puDdDlished here this week 


l 
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a special committee to work out a plat eas 
of uniformity so far as application for | Increase over the high figures 
agency licenses is concerned At the Slight Imecrease Seen 
—— In studies of its 17,000,000 u sti 
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JOSEPH BUTTON \gainst \ 
Virginia Commissioner the Constitut 1 i ~ 
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system is expensive and aggravating be mUC in rtance > ser 
cause each state has its own blanks a! Gea tis > > 
rractices. Inasmuch as there is a get cw A AY se 
eral demand for efhiciency and economy) , ring t os 
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iave felt that the insurance commussio! 1,500,000 ’ ° 
ers could do ai constructive piece Deaths i" 
work in trving to bring about unitormit ecto! . 
through legislation = of departmental | Cts Peat S 
ruling tat 
Will Seek Sentiment 
Chairman Dunham called the members | gry to get away ; 
that were present at the recent R a s nina le 
nond meeting together tor a preln TY’ | will send a questi aire to all s 
conterence He stated that at the at ial irtments ett ne , 
meeting a special session would be held | with relation to license . 
that the views of all the commssio! \ spec 
ers could be secured a i! wossible a pointe heack wy ae 
omposite scheme of practice ” arrived Dunham if ( ecticut - 
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WILL COOPERATE IN 
REHABILITATION WORK 


SPECIAL COMMITTEE NAMED 


American Life Convention Takes Steps | 


to Deal With Persons Who Are 
Badly Disabled 
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(CONTINE RD ON PAGE 87) 


SET HIGH STANDARDS 
FOR “‘C. L. U.”’ DEGREE 


| American College of Life Under- 


writers to Maintain Strict 





Requirements 
MUST PASS EXAMINATION 
Will Seek to Establish Approved 
Courses in Various Universities 
of Country for Present 
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J. M. LAIRD COMMENTS 
ON GAINS IN BUSINESS 


INCREASES ARE SATISFACTORY 


Connecticut General Life Vice-President 
Tells Which of His Company’s 


Lines Are Popular 


Vice-President J. M. Laird of the Con- 
necticut General Life recently made the 
following comment on increases of busi- 
ness made by his company so far during 
the year: 

“During the first four months of 192 
the Connecticut General Life showed 
gain over the corresponding period a 
1926 in regular life insurance issued. 
The company always writes a large pro- 
portion of its new business on old policy- 





J. M. LAIRD 
Vice-President Connecticut General 
but this year the percentage of 
business secured from this source has 
increased from 33 percent to 37 per- 
cent. 

Disability Covers Increase 


‘As more applicants are seeking mod- 
ern disability protection with life insur- 
ance, there hes been an increase of about 
14 percent in new premiums collected 
for these special benefits. 

“At the same time, many people of 
means are investing part of their funds 
in life annuities, under which the holder 
is relieved of all responsibility for the 
care of the funds and receives a high 
rate of income throughout life. The first 
premium income for annuities of this 
kind has increase from $204,000 in the 
first four months of 1926 to $367,000 in 
the corresponding period of 1927. 

Term Conversions Grow 


“In recent years a number of busi- 
ness men have purchased term insurance 
as temporary protection, but with the 
intention of later converting to a more 
permanent plan. One encouraging fea 
ture of the new year is that the propor 
tion of term insurance converted to life 
and endowment has shown a substantial 
increase 

“Group insurance has been placed on 
many representative concerns through 

1t the company’s territory. 

“During May the company is con- 
ducting a campaign for accident insur 
ance In June, special attention will 
be devoted to increasing the insurance 


already in force on old policyholders.’ 


M. D. Shirey 


rhe Sentinel Life has completed a 
contract with M. D. Shirey of Indian- 
general agent for life, 
accident for the entire state 
of Indian Mr. Shirey visited the Sen- 
offices last week to com- 


apolis whe 1s 





WHITSITT IS ATTORNEY 
FOR LIFE PRESIDENTS 


HAS HAD A FINE TRAINING 


Assistant Secretary of the Organiza- 
tion Succeeds F. G. Dunham—Was 


Formerly in School Work 


Vincent P. Whitsitt, a member of the 
staff of the Association of Life Insur- 
ance Presidents since August, 1920, and 
since 1922 an assistant secretary, was 
unanimously elected attorney of the as- 
sociation by the executive committee 


to fill the vacancy caused by the resig- 
nation of Frederic G. Dunham, who 
goes with the Metropolitan Life. 

Mr. Whitsitt is a native of Salem, 


{nd., where he was born Aug. 2, 1891. 
He attended the public schools, and after 
being graduated from the high school 
at New Albany, Ind., entered De Pauw 
University at Greencastle, Ind. He 
graduated from De Pauw in 1914 with 
the degree of bachelor of arts. He was 
for a year head of the history and civics 
department of the high school at Mar- 
tinsville, Ind., and for about a year and 
a half was connected with the Grain 
Dealers’ National Mutual Fire of In- 
dianapolis, both at the home office and 
as special agent in the field. 
Entered Columbia Law School 


In 1916, he entered Columbia Uni- 
versity Law School. In 1917, he left 
the law school to volunteer for military 
service and was assigned to an officers’ 
training camp. Upon completing the 
course, he was commissioned as first 
lieutenant in infantry. He was trans- 
ferred to the air service, doing work in 
aerial gunnery. He was shortly pro- 
moted to captain and for seven month’s 
had charge of the aerial gunnery school 
near Houston, Tex. At the close of the 
war, he returned to Columbia Law 
School and was graduated in June, 1920, 
and was admitted to the New York bar 
in November, 1920. In August of that 
year he became connected with the as 
sociation. He was elected assistant sec- 
retary in November, 1922. In this ca- 
pacity his activities have been devoted 
to field and legal work. 





Guardian Life Sets Record 


All records for business submitted in 
any one month in the history of the 
Guardian Life Insurance were eclipsed 
in April. The month was designated 
Hansen Month in honor of Vice-presi- 
dent T. Louis Hansen, and a novel con- 
test in the form of an open golf tourna- 
ment was staged by the company’s field 
force. Keen rivalry developed among 
the company’s agents throughout the 
country for the honor of being one of 
the three leading golfers who are to 
make up a foursome with Vice-president 
Hansen in the coming golf tournament 
to be held in connection with the con- 
vention of Guardian Life field men at 
the Edgewater Beach, Chicago, next 
August. 


Pelton Agency Superintendent 


Melvin D. Pelton has been appointed 
wency superintendent of the Dominion 
Life of Canada. Mr. Pelton, who at one 
time was a representative in the Ottawa 
valley for the Mutual Life of New York, 
for some time has been supervisor of 
Ontario and Quebec agencies of the 
Dominion Life 


Studies Research in — 


Ihe Metropolitan Lite, in coopera 
tion with the research committee of the 
New England council, has undertaken 
a study of the uses, results and value of 
research in New England commerce and 
industry. The purpose is to find out to 
what extent the manufacturing and mer 
chandising of New England goods is 
being promoted by modern research 
methods, 





CONNECTICUT GENERAL 
OUTLINES AGENCY PLANS 


NEW DEVELOPMENT PROJECT 


Will Use the Branch Office System 
Where That Seems Best Fitted 
for Territory 


Vice-President George E. Bulkley oi 
the Connecticut General Life on being 
asked whether the company intends to 
change to the branch office system states 
that it is not the policy of the company 
to discard the general agency system 
entirely. He gives the position of the 
company as follows: 

“this company’s success has been 
founded and built up through the gen- 
eral agency system. It has served us 
well and is today even in many of the 
largest centers handling the problems 
of today and is capable, we believe, oi 
functioning successfully in the future. 


Many Lines Developed 


“The extremely rapid growth of our 
business and the development of a very 
wide field of personal insurance con- 
tracts, including participating and non- 
participating lite, non-cancellable acci- 
dent and health, salary savings, com- 
mercial accident and health, group lite 
and disability, and employes’ imsurance, 
has, however, brought many new prob- 
lems particularly looking to the tuture 
as to the best and most efficient means 
in general of handling the field sales, 
the accounting and service to policy 
holders in so complex a variety ot con- 
tracts. 

Careful Study Made 

“For some time we have been making 
a very careful study of this problem and 
have concluded that at least for new 
development in the larger places these 
questions can best be answered by the 
branch office system. This by no means 
includes the discarding of the general 
agency as we will still retain the sys- 
tem where it best seems to serve the 
conditions involved and the adoption of 
the branch office plan will in no way 
whatever affect our present general 
agencies. 

Future Growth Is Seen 


“We are merely trying to organize 
in what we believe at present to be the 
best form for the handling of the con- 
tinued wonderful growth of the life in- 
surance business in all its phases. We 
are confident that the growth of the 
past few years is merely an indication 
of what is before us and have felt that 
now is the proper time to organize so 
as best to meet the needs of the public 
and the agent in the future.” 


Change Industrial Group Meeting 


The meeting of the industrial life 
group of the Insurance Advertising Con- 
ference at its annual meeting in Hart- 
ford has been changed from Tuesday 
afternoon, May 24, to Tuesday morn 
ing. The meeting will convene at 9 
o'clock. 

In announcing the change, J. J. Doyle, 
manager of the publicity department of 
the Western & Southern Life, says the 
industrial men were deeply 
in the regular meeting of the life group 
and would rather give up the oppor- 
tunity of getting acquainted with Hart- 
ford than be compelled to miss the 
meeting of the older life group. 


interested 


Indianapolis Life’s Record 


The Indianapolis Life reports $67,- 
168,059 of insurance in force March 31, 
1927, a gain of $3,102,961 for the first 
quarter of 1927. New insurance paid for 
in the first quarter of 1927 showed a 
gain of 39.5 percent over the first quar 
ter of 1926 March was the biggest 
month in the country’s history, exceed 
ing the large st previous month by $167,- 
867 for insurance issued, The mortality 
experience for the first quarter of this 
year was 28.5 percent of expected 


_ KNOWLEDGE OF BUSINESS 
| INSURANCE IS ESSENTIAL 





LINE BECOMES IMPORTANT 


ee 
| Uses of Coverage as Commercial Pro- 
tection Are Explained in Address 
by Insurance Educator 


UTICA, N. Y., May 12.—In an il- 
luminating talk on business insurance 
given here last week at the sales con- 
gress of the New York State Life Un- 
derwriters Association, Leon Gilbert 
Simon of the Equitable Life of New 
York, lecturer at the life insurance train 
ing course of New York University, de 
clared every modern life underwriter 
must have a thorough knowledge oi 
business insurance. The speaker said 
the prosperity of the country depends on 
the prosperity of its business enterprises, 
and agents are rendering a great serv- 
ice to the community at large by pro- 
tecting these businesses through life in- 
surance. 


Main Uses of Business Insurance 


Business insurance, according to Mr. 
Simon, is largely used for three pur- 
To allow the survivor in a part 
nership to acquire entire control of the 
company, thus removing the friction and 
disastrous results that frequently occur 
if the widow or family of the deceased 
maintains an interest in the concern 
To help the concern’s credit at a time 
when it needs most to be strengthened 
To create a fund for liquidating a stock 
issue or to dissolve a partnership ar 
rangement. Long before their mz aturity 
the policies create liquid assets in the 
form of cash equities, which some com- 
panies carry on their books as an ad- 
ditional evidence of their financial 
strength. 

In the case of a partnership, said Mr. 
Simon, the amount of business insurance 
written should be at least equal to the 
total value placed on the combine. In 
most cases the policy should be even 
larger than the total value at the time it 
is written in order to make provision 
for future expansion. In the case of a 
stockholder, measure his stock holdings 
against the value of all stock outstand- 
ing. When the value of his holdings has 
been thus obtained, add a certain amount 
as a margin to cover the probable fu- 
ture increase in value of his holdings. 


poses: 


Disposition of Proceeds 


Mr. Simon concluded by emphasizing 
the point that if unnecessary inheritance 
taxes are to be avoided, underwriters 
should see to it that the intended dis- 
position of business insurance proceeds 
is not made a part of the will of any 
of the insured. The best manner of 
handling them is to interlock them with 
a trust agreement, which precludes the 
payment of taxes the government never 
intended to collect. 


Writing Methods Investigated 

Superintendent Beha of New York 
has started an investigation into the ex- 
tent to which life insurance is being 
written without authorization of the in 
sured. Interest in the matter has been 
stimulated by evidence produced in the 
Snyder murder trial showing that high 
pressure salesmanship resulted in the 
dead man’s signing papers he did not 
understand. It is pointed out by life 
men, however, that proper salesmanship 
results only in benefit to the policy 
holder, whose interest always is given 
first consideration. 


Provident Life & iestinea Rate 


The Provident Life & Accident of 
Chattanooga calls attention to the fact 
| that a typographical error occurred in a 
| recent issue, showing the interest earned 

by the company It was given at 2.54 
rf reent, which obviously was an error 





company’s calculatio: 
earned was 5.68 percent 


According to the 
| the net interest 
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OFFICE, FIELD STAFFS 
SUBJECTS OF PAPERS 


Medical American Life 


Convention, Discusses 


Section, 


Future 


AGREEMENT IS GENERAL 


Care of Old Office Workers, Cooperation 
Between Medical Directors and 


Field Men Covered 


Two papers that were followed by in- 


terested general discussion aiter being 
meeting of the Medical Sec- 
American Life ( 
last were 


Organization 


read at the 


tion of the onvention 


n Chicago week “Benefits 
Employes’ | 
Dr. 


Lite, 


lhrough of 


Welfare and Retirement Plans,” 


Albert Central 
and “Development of Cooperation and 


by 


Seaton, American 


Understanding Between Agents and the 
Medical Dr. L. G 
Sykes, Connecticut General Liie Dr 
Seaton’s paper was in part as follows: 

“Eventually most of us will be called 
on to advise in regard to the compen- 
sation and care of the disabled and 
super-annuated employes of our com- 
This particular responsibility 
will increase as our companies grow in 
and size until, in common with the 
employer of industrial labor, the demand 


Department,” by 


panies. 


aye 





quire 


LIFE 


EQUITABLE, NEW YORK, 
GROUP CLAIMS HEAVY 


$2,250,000 PAID TO FAMILIES 


Disability, Accident and Health Claims 
on Company So Far This Year 
Also Considerable 


Over $2,250,000 has been pai 
this year to about 1,600 f; 
American workers insured under 
life contracts with the Equitable Life of 
New York, according to a statement by 
Second Vice-President William J. Gra 
ham in charge of group in 

In addition, 166 totaling ap 
proximately $253,000 have been approved 
for payment to the insured workers 
themselves, under the and 
nent disability feature of the group life 





surance. 


claims 


total perma 


policy. Another $10,000 has been re- 
turned in group accident and healt 
claims. 


Dividend Payments Large 


Together with this steady outgo it 
claim payments are the dividend refunds 
apportioned to Equitable groups accord 
ing to their mortality experience rhe 
first four months of 1927 show a re 
of more than $740,000 under this merit 
rating system. 

The refund to Equitable insured con 
panies last vear amounted to 
cent of the total group insurance pret 
ium income, an increase of a 
than 3 percent over the return of the 
previous year. 


18.83 


an annual physical examinatior 
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jor the solution of the problem will | Twenty-one percent provide r disabil 
force large financial obligations upon | jty or retirement of emploves without 
. or hardship on our incapacitated em- | definite plans. Thirteen percent provide 
ployes. rhe present welfare of em- | for disability or retirement with iif 
loyes, as well as old age provisions, is surance Four percent have definit 
eing given particular consideration by plans to provide for retirement of e1 
most employers of large groups in ploves by means of pension funds and 
America. . life insurance 
New Problem Arises “These percentages e —_— nf 
ese percentag a ti li¢ \ 
“The older members of this genera- | as an indication of the interest life insur 
tion are realizing the importance of | ance companies are taking in this sul 
(America’s new problem of the old and | ject \ large number of the smaller 
ncapacitated employe. Old age pen- | Companies are interested, but they seem 
sions through government grants are | to think that because of their small size 
‘rovided by practically all civilized | and youth the problem is not yet theirs 
countries except the United States and | It has been stated by authority that not 
(Canada. Three states of the Union have | One percent of the corporations tine 
old age pensions provided by the state United States today vere mm existence 
rhe increasing interest in old age pro- | 30 years ago. I am sure that 30 years 
vision in America is due in part to the | ago the number of life insurance ¢ 
hanging conditions of employment so panies eligible for membership in this 
apparent during the last 30 years Che | convention would be less than six pet 
small business concern is being elimi- | Cent of our present members! 
nated by the organization of industry. “In contemplating pensior lans 
“Life insurance companies are rapidly | the employes of life insurar n es 
ncreasing the number of their em- | we have none of the sp I rds 
ployes. Considering the employment | life or health that are presented s 
of one home office employe for each | of the fields of employment (ur e% 
million of insurance in force, we find a | perience in the percentage 
vroup of 85,000 people devoting their ac- | vals eligible by vears of s ce for re 
tive years to the conduct of the life | trement will not varv gre 
nsurance business in the United States. | average experience of employment Pine 
Che experience of this group, as it per percentage of womet mpl | being 
tains to disability and old age depen higher thar nm mat tive es t 
dency, will not vary greatly from the ex ndicate a smaller percentage ¢ lit 
rience of the average group of Amer ne by years of s ¢ ens S. | 
can individuals with 54 percent de This. however MAN 
pendent at age 65 the desirahbilit . : : 
“A recent report of the industrial wel cause of its pleasant acts s t | 
fare department of the Civic Federation | hours, and the special tr n 
vith recommendations on old age pen n nv depart: ts 
* ” " + . ’ . 4 
. s indic ate s the general interest in Solution Suggested 
s subject From correspon lence with 
members of the American Life Conver | problet R x r 
t 1 | have the following information loves respective the S | 
Welfare Work Extensive ls se ey Aer : 
vw \ 1 1 
\ roximately 20 percent of the t s with disa s S . 
c } ive org , tix ‘ r ¢ contracts « Fa 
! Thess reanizations ry in | tributory pls . 
r endeavors from csimpnl . lac the salary « } ‘ ] 
tivities. thrift fond ind educational rivileg salary | 
rst to t) ownership and 1 nave tor t e! love's 1 s 
ent ! country and citv club welve lar s tund nt sour 
tof the members seanive 2 ohn iy dats tes the « ti 
| exnamim t nN or all | \< t} t 1 ¢T \¢e t! t 1 
’ e of emnplovment Seven ent ex lowe 
l annu physical xaminations a) | xdopting amy ret t 
il or required Phere erce! ré the ercent A nt t \ 
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| AUTOMOBILE BIG FACTOR 


IN CAUSING ACCIDENTS 


NEW YORK LIFE GIVES LIST 
Shows that of Its Double Indemnity 
Claims in April Motor Vehicles 
50 Percent 





\ ice- President Thomas A Buckner 
of the New York Lite in an agency 
bt states that never to his knowl 
edge has there been such damning evi 
dence against the automobile as in the 
report of the company listing the double 
ndemnity claims paid in April. Of the 
33 fatal accidents 16 were caused by 
automobiles As a sample ot other 
double indemnity claims, Mr. Buckner 
gives the following imiormation as to 
the April record 

“Of the non-automobile deaths, a 
broker, 4 vears old, in Maco (oa., 
while motoring with a friend was held 
up by bandits and shot. His $5,000 px 
icy was paid tor $10,000 During a 
hold-up in his father’s store in Chicago, 
a young man, 17 vears old, was shot 
in the head and died a tew hours later 
Another student 20 vears old in Anda 
lusia \la was tatally injured in a 
football game and his $5,000 policy be 
came payable for $10,000 \ librarian 
52 vears old, Rochester, Minn., was ta 
tally burned in a gasoline explosior t 
er home while engaged nm cleaning 
some garments \ fruit grower in Cal 
lornia Was kicked by a horse and re 
ceived tatal imyuries The chief mate 

the S. S. Haleakala was drowned 
when the wat toundered i the hurri 
cane that swept the Florida coast last 
September In an altercation with a dis 


charged employee in Franklin, N. ¢ 








a civil engineer was shot in the hip 
and died a few days later the assailant 
was tried, convicted and sentenced 1 
life imprisonment; the $5,000 policy ‘ 
came £10,000 
the employer to suc a 
modified to conform to t 
of the en love h ‘ 
\ the ize of retirement tre 
> ty or t i< t MT r t ‘ 
r companies, the medical director 
vely more fluential in promot 
ge welfare plans I believe the earls 
nsideratior | er plans retire 
ment of the er loves of his ¢ i 
iv well receive the on or tie 
med il director to t nt of s 
company and its organization 
Those who discussed the paper wer 
Dr. ¢ E. Schilling, Ohio State Life 
Frank P. Manly, president, Indianapolis 


Dr. Ross Huston, Bankers Lite 


lowa; Dr. T. W. Burrows, Central Lite 
Chicago; Dr. H. W. Gibbons, Wester 
States Life und =Dr \W | Blackford 
Commonwealth Life 
It w is agreed that tew « loves want 
inything that has the wor ens 
ttached t + smut that Try st al 
en l ves feel thev s] wld e cared ft 
after thev have tthved their usetulness 
ind wish t be cared for on the mont 
come basis. Dr. Huston said his ¢ 
any will re no person who on ex 
i nator s nd not to be 1 st l 
ird insurance risk. Objection to this 
rinciple was ratis« l most 
others rtic t rf t} lis s< 
But eac inv f resentative s 1 
s wat I is taker COR i 
f the ler sented ¢ . 
’ ate ‘ . i ] < w KK x ‘ 
« ly + 
\ par Dr. S 
‘ ¢ ‘ , 
. . ee Minch of 
, RN 1 rsta ? nod on iny ‘ 
“ t 


(CONTINUED ON PAGE SS) 


INTEREST CREATED BY 
OPEN FORUM AT MEET 


Life Agents Discuss Many Sub- 
jects Pertinent to Increas- 


ing Business 
|PARTICIPANTS NUMEROUS 


Prepayments, Monthly Income Insur- 
ance Are Outstanding Topics Up 


for Consideration 
May 


12 An open 


orum meeting for discussion of prob 
lems met in the field was the principal 
eature of the one-day sales congress 


veld ere last week by the New York 
State Association of Life Underwriters 
At the morning session questionnaires 
were handed out to the 350 or more 


underwriters present wl 


put down un 





| afternootr 





questions they 
At the 


devoted 


ious headings the 
onsidered 
which was 
torun these ques 
from the floor and 
including 
Gilbert 
director 
insur- 


entirely t 
issed 
the platitorm, 
Ralph G Engelsman, Leon 
and Vincent B. Cofthn, 
New York University 


aining course, who preside¢ 





lite 


Finding Prospects 
t was the perennial, 
“hy ae J Street, 

suggested 


and 


Lhe st subjec 
“How to Prospects 

Manhattar Life, Rochester, 
agent should first sit down 
make a lis 


every 
ot every 


t ot the 











ire prepare 

e sufficient to let the good house wlve 
intends to return and put 

tained. Tell 





Considered 


Approach 


Dhre three kinds of approa 
s \ s Mutual Life of New 
York Jamestowt! ind each must be 
tT det i and definite ‘First is the 
: . aca ° 
i st ild ke ¢t “ 
vou some life insurance.’ 4 man has 
t e pretty good t vet away wit 
t se nd = the rect or hidde 
i est exer ed by J. Fl tt 
Hall's . . d talk Third is the 
‘ 
! nterest r ou have a 
s Bobby. haven't vou, Mr. Jones? N 
| + ' nm ¢ < him to ¢ lew ° 
et An underwriter car se any or 
. roaches but in the last an: 
{a , 
} Viut s ‘ ‘ ; there 
’ + ~~ by, 
’ i 
| Ys reant av 
\ 
\ 
: stan Ss uf _ ates eile 
ves i entirely elim ited 
} . * ’ gt} ‘ slant ’ 
¢ hseeimece 1 , P el thes ' 
vy taking money away trom a 
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You Can’t Help 


Producing 


when aided by American Central sales- 
making methods such as 


1. A Prospect Survey that is brief, easy, and 
absolutely eliminates “suspects” — the 
lost motion of selling. 


2. An aggressive, highly successful Direct 
Mail Service that literally makes the sale. 


3. A Personal Proposal for each client — 
lending individuality and riveting atten- 
tion to the canvass. 


4. 24-Hour issuance of policies—the out- 
come of efficient handling of business in 


the Home Office. 


5. A first premium note-financing plan for 
those who demonstrate their eligibility to 
credit. 


6. Experienced Home Office cooperation in 
keeping business in force, making the 
policyholder a friend and a prospect for 
more insurance. 


RENEWALS 


are not terminated by disability, death or 
retirement from the life insurance business, 
and may easily be earned under American 
Central appointments—every one of which is 


direct with the Home Office. 


AMERICA 
CENTRAL 
LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 


Old Line Legal Reserve 
Established 1899 


HERBERT M. WOOLLEN, President 





























UNDERWRITERS’ SALES 
CONFERENCE SUCCESS 





New York State Association Holds 
Good Meeting at 
Utica 


INVESTIGATOR IS SPEAKER 


Former Senator Armstrong Recounts 
Examination of Insurance Com- 


panies Made in 1906 





UTICA, N. Y., May 12.—Great suc- 
cess attended the one-day sales congress 
held here last week by the New York 
State Association of Life Underwriters 
under the auspices of the Utica Life 
Underwriters Association. Including 
the members of the local association, 
more than 350 agents and general agents 
were present from Rochester, Buffalo, 
Albany, Schenectady, Syracuse, Water- 
town and other neighboring cities. 

President R. J. Brewer of the Utica 
association opened the morning session, 
which he then turned over to Julian S. 
Myrick of the Mutual Life of New York, 
president of the state association. Mr. 
Myrick began his remarks by saying 
that behind all salesmanship lies confi- 
dence. The life insurance man must not 
only have confidence in himself but in 
his company and the institution of life 
insurance. 

Speakers on Program 


Attributing part of the increase in 
life insurance in recent years to the 
World War and the influenza epidemic 
following it, Mr. Myrick said the great” 
strides forward were also due in no 
small measure to the splendid work of 
such life insurance educators as Dr. 
Griffin M. Lovelace, vice president of 
the New York Life, and Vincent B. 
Coffin, director of the New York Uni- 
versity life insurance training course. 
Both these men were present and spoke. 
Other speakers of the day were Leon 
Gilbert Simon, expert on inheritance tax 
and business insurance, and Ralph G 
Engelsman of the Equitable Life of 
New York, lecturer on life insurance 
salesmanship at New York University. 
Detailed accounts of their remarks and 
the questions discussed at the open 
forum session in the afternoon will be 
found elsewhere in this issue. 


Senator Armstrong Speaks 


Quite a sensation was created at the 
morning session when President My- 
rick introduced former State Senator 
Armstrong of Rochester, leader of the 
famous investigation of the life com- 
panies a little over 20 years ago. This 
was the first convention of life insur- 
ance men he had attended or had been 
asked to attend in over 40 years, said 
Mr. Armstrong, explaining that the last 
meeting at which he had been present 
was called at Rochester by the New 
York Life at a time when he was think 


ing of becoming a life insurance agent 
Instead, he said, he had gone into other 
things and ever since had been prac 
ticing law and economy) saying that if 


he had followed his original intention 
he might have been driven down from 
Rochester in a Rolls-Royce with a foot 
man instead of driving himself in his 


odest Cadillac 


History of Armstrong Committee 


‘i ne the meeting was being held 
j late to mark the 21st 
anniversary of the passaye ol thre Arm 
strong laws, the speaker remarked that 


* 1 
just one day too 


a seemingly small incident like a quar 
officers some 
times led to effects apparently out of all 
public 


rel between a company’ 


proportion to it tecalling the 


i 





excitement in 1905, he related how it had 
led to the appointment of a legislative 
committee of four state senators and five 
assemblymen to investigate the life in- 
surance business. Between July and 
December of that year the committee 
held 57 sittings. On February 22, 1906, 
it handed in its report, embodying 10 
proposed laws, the last of which was 
passed and signed within three months. 
The investigation cost the state $150,- 
000, including fees for counsel, statis- 
ticians, etc., according to Senator Arm- 
strong. 
Famous Members of Committee 


Many men who have since made their 
mark in the world sat on or worked with 
that committee, continued the speaker. 
The most famous, of course, is Charles 
Evans Hughes, counsel for the commit- 
tee, who first came to public notice dur- 
ing the insurance investigation and as a 
direct result was elected governor of 
the state in 1906. Senator William J. 
Tully joined the Life Presidents’ Asso- 
ciation in 1908 and the next year became 
general solicitor of the Metropolitan, a 
position from which he has just re- 
signed. Robert Lynn Cox also became 
connected with the Life Presidents’ As- 
sociation, later becoming a vice-president 
of the Metropolitan. The actuarial 
work for the committee was done by 
Miles Dawson, now a leading consult- 
ing actuary in New York. General 
counsel for the committee was Mr. Mc- 
Kean, who later became general coun- 
sel for the Mutual Life of New York. 

Credit Due Insurance Men 


“Too much emphasis has been placed 
on the Armstrong laws as leading to 
the salutary reforms that have taken 
place in the life insurance business,” 
Senator Armstrong said in conclusion. 
“Reform can’t be achieved by law alone, 
as we have seen very clearly in the past 
few years, particularly in the prohibi- 
tion situation. Much greater credit than 
has ever been given should be given 
the agents and the officers of the life 
insurance companies for their cheerful 
and willing compliance with the law. 
It was and is their cheerful compliance 
and willing cooperation that have built 
up public confidence to the heights it 
has reached today. Most credit is per- 
haps due to the men in the field, on 
whom the laws operated most harshly 
in the beginning.” 

After the luncheon and the open forum 
discussion of field problems, a general 
husiness meeting of the New York State 
Association was held at which the dele- 
gates from the local associations 
throughout the state elected the fol- 
lowing officers for the ensuing year: 

President, Julian S. Myrick, Ives & 
Myrick, general agents Mutual Life of 
New York, New York City; vice-presi- 
dent, Sidney Wertimer, assistant general 
agent of Prudential at Buffalo; secre- 
tary-treasurer, Vincent B. Coffin, direc- 
tor of the life insurance training course, 
New York University. 


SEILER NOT TO GO WITH 
LIFE UNDERWRITERS 


Otto E. Seiler, state manager of the 
Phoenix Mutual Life at Minneapolis, 
has definitely rejected the offer of the 
National Life Underwriters Association 
to become its general manager. Mr. 
Seiler has had the offer under consid- 
eration for several weeks. Although the 
opportunity offered was one that com- 
manded national interest he felt that he 
could not afford to give up his business 
interests in Minnesota. The executive 
committee is now considering two or 
three other men 


Huskinson’s Condition Improved 





George Huskinson, Illinois state su 
perintendent of insurance, who has been 
in the hospital at Springfield, IIL, on ac- 
count of erysipelas, has been sitting up 
in his room since Friday and expects to 
get out for a small part of the time the 
latter part of this week. Mr. Huskin- 
son has been through a severe siege. 
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Why You 
Should Represent 


The Missouri State Life 


| Oe — a — _ ee indienne — — 
HE MISSOURI STATE LIFE is one of the fastest growing life 
insurance companies in the United States—a great Company daily 
growing greater. 











| Its multiple line of Life, Accident and Health, and Group insurance mul- 
tiplies your opportunity for success. | 


Its central location, with Home Office in Saint Louis, “the city surrounded 
by the United States,” means minimum of time in handling applications, 
claim settlements, and all matters of correspondence. 


Its complete organization, thoroughly departmentized, offers unexcelled 
service to both Agents and policyholders. 


Its Branch Office service, available in twenty-six of the principal cities of 
the country, extends to field men the personal cooperation of trained rep- 
resentatives in each of its multiple lines. 





Its progressive pioneering spirit makes it a most desirable company for the 
live, forward looking agent to represent and its new, liberal policy forms 
offer attractive selling plans. 


Its substandard department greatly extends the Agent’s possibilities for 
| writing profitable business at most favorable rates. 


A connection with the Missouri State Life offers you an unusual opportu- 
nity to become the master of your own affairs and to increase your earn- 
ings from year to year. 


The Company is anxious to make connections with high-grade ambitious 
men and to assist them to become their own masters in building up a clien- 
tele of their own. 





If you are interested in establishing yourself in a pleasant, profitable busi- 
ness, we shall be glad to hear from you. 


Insurance in Force March 31, 1927 


$681,823,819.00 


A Great Company Daily Growing Greater 


Missouri State Life 
Insurance Company 


M. E. Singleton, President Home Office, St. Louis 
LIFE ACCIDENT HEALTH GROUP 
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7 Outstanding Features 
of Pan-American Service 


1. Educational Course -- teaching the 
fundamentals of the profession 


Individual Sales Planning—developing 
prospects and securing interviews 


Unexcelled Life Policies—fitting every 
need 


Child’s Educational Endowment—guar- 
anteeing the future education of the 


child 


ui 


Combination Life and Accident and 
Health Policy—makes protection sure 


All forms of Accident and Health In- 
surance—both Commercial and Non- 
cancellable 


Group Insurance—an undeveloped 
held 


~] 
. 


We have a few attractive general agency 
openings for men not at present attached, 
who measure up to Pan-American ideals. 


Address 


E. G. Simmons, Vice-President and General Manager 


PAN - AMERICAN 


LIFE INSURANCE COMPANY 


New Orleans, U. S. A. 


Crawford H. Ellis, President 


























. UNDERWRITER 


GLYCOSURIA AMONG 
SUBJECTS AT MEETING 


E. W. Beckwith Discusses 
Impairment in Its Relation 


Dr. 


to Underwriting 


SUGGESTS NEW PROCEDURE 


Medical Director of North American 
Reassurance Raises Points for 

Experts’ Consideration 

last week 

American 


At the annual convention 


of the Medical Section of the 


Life Convention, meeting in Chicago, 
Edgar W. Beckwith, M. D., medical 
director of the North American Re- 


assurance, spoke on “Modern Selection 
of Risks Showing Presence of Sugar in 


the Urine.” In its essentials Dr. Beck- 
with’s address was as follows: 

“The occurrence of sugar in the hu- 
man urine is a phenomenon that has 


been known since the latter part of the 
17th century. Many explanations have 
been offered as to the method of its 
production and its significance with re- 
spect to the health and longevity of the 
individual in whom it occurs. Until ap- 
proximately 20 years ago most clini- 
cians regarded persons showing sugar 
in the urine with any degree of con- 
stancy as suffering from diabetes, ac- 
tually or potentially. It is only within 
the last few years that an appreciable 
advance has been made in discovering 
more accurately the mechanism of the 
production of glycosuria, as well as a 
more efficient method of treating dia- 
betes than has ever before been known 
to science. In spite of this advance 
many questions remain unanswered, and 
many problems are still to be solved. 


Attitude on Ailment Varies 


“The practice in this country, after 
more than a score of years of substand- 
ard underwriting, dealing with many 
impairments, has been satisfactory, as 
evidenced by the fact that a continually 
number of companies is en- 
substandard field, which nat- 

the assumption that 
business for all concerned 


increasing 
tering the 
urally leads t 
is profitable 


“It will be generally conceded that 
practically all the impairments com 
monly met with have been placed on a 
relatively sound underwriting basis 


with the single exception of glycosuria 
I venture to there is no problem 
presented to us today about which there 
great a variation of 
and so wreat a need for intelligent stand 
underwriting action 


Say 


opinion 


exists so 


irdization of 
Underwriting Practice Changes 


roximately 30 vears ago 
practically all companies refused to con- 
sider risks had either a history of 
glycosuria, an M. I. B. record of ely 
findings of 


larger 


“Until apy 
who 
sugar in 


com 


busi 


cosuria, or repeated 
the urine \ few of the 
: vaved in the substandard 
accept carefully 
moderate ra 


increased to 


nies, e1 


hen started to 
first at 
] iter 


! ’ 

selected cases, at 
mos which were 
viding in some in 


250 


eavier ratings pro 
nortalitv of 


percent 


naratively small 


“Over ai neriod of vears with the 
reace 1" the number of cases of hy 
cosn underwritten, more comnani 
decided to undertake insuring this im 

rment lavt the results have ] 

del, varving mortality experience 


Companies in Three Classes 


e result has heen that today we 
the 


ee compames whose position in 


matter is represented rovuehly bw the fol 
lowing classification Those that will 
not accept at any rating a case with an 








M. I. B., a history, or a finding of sugar: 
those that will consider a case of gly- 
cosuria at various ratings, but that in 
addition to several urine examinations 
require some type of test of the meta- 
bolism; those that accept sugar 
at various ratings, but whose 
is based entirely on urinary findings. 


Study Needed 


Cases 


pinion 


More 


“After a review of these considera 


tions, it appears fairly obvious that some 


study should be made of such an im- 
portant question, looking toward con- 
certed action and cooperation for the 
general good. With this in mind, the 


following suggestions are offered, based 
largely on the work of the medical di 
rectors of the Equitable Life after in- 
tensive study of this problem for some 
years past. We may roughly classify 
the applicants for insurance in whon 
this problem enters into consideration 
as follows: 

“Individuals with a long and constant 
record of glycosuria, with a constant 
finding of urinary sugar in amounts over 
1 percent, who are possibly true dia- 
betics of milder or severer degree, and 
whom we do not consider at any rat- 
ings at present in use. Individuals in 
whom sugar may have been found once 
or twice in the past at rare intervals 
and in very small amounts, and who 
show negative urine on repeated ex- 
aminations. A class between these two, 
comprising possibly a majority of the 
cases presented; viz., individuals show- 
ing a fairly long M. I. B. of intermit- 
tent glycosuria, coupled with findings of 
sugar in one out of three, or two out 
of five specimens; a history of obesity 
and variation in weight, reduction of 
weight being accompanied by disap- 
pearance of glycosuria, and increase of! 
weight, reappearance of glycosuria; and 
history of a moderate restriction of diet, 
such as avoidance of excess of sugar 
and starch—but eat some.” 

Grading Should Obtain 


Following an exposition of prevailing 
and suggested methods of determining 
the extent of the impairment with ret- 
erence to underwriting the speaker con 
tinued as follows: 

“In taking up the question of apply 
ing actual ratings, there are at presen 
I believe no published figures, and on 
account of the widely varying mortality 


experience in different companies, an) 
tables evolved would be highly empiri 
cal. The following suggestions art 


made, however: 

‘Tables may be drawn up with graded 
ratings, varying from those cases falling 
in the accidental or occasional group 
even with fairly large amounts of sugar 
in the positive findings, requiring littl 
or no penalty, up through the cases ot 
the intermittent group showing larg: 
amounts of sugar, or of the constant 
group showing small amounts of sugar 


© 


with moderate penalties attached, up 
to cases of the intermittent group, wit 
quite large amounts of sugar, and cases 


of the constant group with amounts aj 
both of whicl 
severly, 


proaching 1 percent, 
classes should be penalized very 
proviso that cases shown 
constant sugar over 1 percent 
insurable within the limits at 
in common use, and should be declu 
Would Take Middle Ground 

“The credit given to a so-called fay 
able blood sugar curve is a problem for 
individual consideration, but in a ger 
eral way a fall to a 
should call for more lemient action. 
which I wish to especially t 


at this 


and with th 
are n 


presenti 


satistactory 


proorrnt 
phasize juncture ts that im 
past tew the advent o 
sugar determinations few insurance cor 
i them, even w 


ible, and ha 


years since 


panies have utilized 
they were definitely 
based their 
urinary 
tendency 


i\ il 
judgments almost entire! 
findings, 


on the 


upon whereas 


a growing part of ¢ 


cians to mse ther o7 entir 


blood Suva! findings and to disrewat 
findings 
Positions appear to me 


IMNTOnS 
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HITCH UP YOUR CHAIR 
WHEN ONE OF THESE MEN CALLS 

















R. W. Landstrom H. E. Wright O. M. Koenig A. S. Rifkin G. C. Roeding J. M. Dempsey W. A. Scanlon O. E. Schwartz 


HE one thing that every life insurance man has 
been wanting, many probably without knowing it, IS HERE! 


During May these National Underwriter salesmen 


are making a special drive to introduce the Estate-O-Graph—the newest, 
most practical and economical of life insurance business builders. 


Naturally you want to know how this Estate-O- 
Graph can build business for you. Probably you have read some of the 
Estate-O-Graph advertisements which have appeared in The National Underwriter and 
therefore know something about it. 


Yet there is more to tell than could be told in any 


advertisement or series of advertisements. That is why National Under- 
| writer salesmen are holding a contest this month to see who can most successfully 
present the Estate-O-Graph to the largest number of life insurance men. 


It is not our purpos2 here to even sketch the details 


of the Estate-O-Graph. You will find another advertisement in this issue 
doing that. Our purpose is to let you know of the drive our salesmen are making and to 
ask that you listen to what the salesman who calls has to say. 


You can well afford to listen to these National 
Underwriter m2n. They are familiar with the life insurance business and 
understand how policies are sold. They know what they are talking about. They know 
how the Insurance Pictorial, a similar service for fire insurance men has taken like wild 
fire —-how successfully the service has been used in this field. 


In our judgment, and we have been in the insurance 


publishing business for over 25 years, no life insurance man can afford not 
to give the most serious consideration to the advisability of using the Estate-O-Graph. 
It is by far the best single publicity proposition which has ever been offered to life 
insurance men. Give The National Underwriter man who comes to tell you about 
it a good reception. It will b2 worth money to you. 
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History Speaks for Itself 








THE UNION CENTRAL LIFE INSURANCE 
COMPANY has always been known as a 
LOW NET COST COMPANY. 


Here is the actual dividend history of a UNION 
CENTRAL Ordinary Life policy. 


It is an excellent illustration of the constant gains 
our policyholders have experienced in the past. 


THE UNION CENTRAL need make no promises 
for the future. You may look at her past his- 
tory and JUDGE THE FUTURE FOR YOUR- 
SELF. 


Year Dividend Net Cost 
ee $795 $71.61 
1891 ..... 9.20 70.36 
| aiaaaatate 10.48 69.08 
PRR ee 11.44 68.12 
SE ke 17.20 62.36 
eles 18.72 60.84 
aE 19.56 60.00 
ee 20.32 59.24 
TN i ccawaen 21.16 58.40 
INSURED: eee 22.08 $7.48 
 SRRpeeiire 22.96 . ; 
CHAS. G. SE ccspaacie 25.04 54.52 Policy 
eee: 23.32 56.24 No. 56391 
DAWES ee 23.36 56.20 oO. 
a: 23.44 56.12 
VICE 1905 ......... 23.68 55.88 Amount 
1906 ......... 23.92 55.64 4.000 
1907 .... 24.52 55.04 
PRESIDENT iss 25.28 54 $4, 
1909 ......... 26.12 53.44 . 
OF THE — ehesorees 27.04 52.52 Premium 
1911 ......... 2796 51.60 $79.56 
UNITED | SRR 29.00 50.56 . 
ae 30.08 49.48 ° 
STATES 1914... 31:16 4840 Issued in 1888 
1915 ......... 32.28 47.28 
1916 33.40 46.16 
1917 34.68 44.88 
1918 36.04 43.52 
OP sctabs 37.28 42.28 
ee 38.72 40,84 
1921 40.04 39.52 
1922 41.48 38.08 
1923 42.88 36.68 
1924 44.36 35.20 
1925 46.00 33.56 
1926 47.60 31.96 
1927 49.28 30.28 


It is not hard to sell this kind of merchandise. 
Come in and see us. 


Darby A. Day 


Manager 
Illinois Merchants Bank Bldg. 
Central 6460 CHICAGO 


The Union Central Life Insurance Co. 
Cincinnati, Ohio 


R. G. ENGELSMAN TELLS 


tative Speaks at New York 
Underwriters’ Convention 


Speaker Says Old Policyholders Should 
Provide 65 Percent of Each 
Year’s New Business 


UTICA, N. Y., May 12.—“Advertis- 
ing and the Follow-up” was the subject 
of the address delivered here before the 
recent sales congress of the New York 


by Ralph G. Engelsman of the Equitable 
Life of New York, lecturer on sales- 
manship at the New York University 
life insurance training course. Mr. 
Engelsman’s personal writing last year 
totaled $1,800,000 despite the fact that 
he devoted four months of the year ex- 
clusively to educational work. 
Old Policyholders and New Business 


“About 65 percent of an agent’s new 


holders,” according to Mr. Engelsman, 
who stated that in his own case the 
percentage is higher. Last year it was 
about 72 percent. “The great problem 
of advertising and the follow-up,” the 
speaker said, “is to make old policy- 
holders not merely policyholders but 
live clients. The only way that can be 
accomplished is to keep yourself, your 
company and the general subject ot life 
insurance constantly before them with- 
out annoying or angering them by your 
’ 


persistence.’ 
Follow-up Methods 


Mr. Engelsman declared himself sat- 
isfied with the results of sending out a 
yearly service letter to all his old policy- 
holders, asking them about changes of 
address, beneficiaries, physical condition, 
etc. He also asks if they understand 


of dividends and if they know the best 
way of using them. “If they say they 
do not know about dividends,” said Mr. 
Engelsman, “the answer to that always 
is—use them to buy more insurance.’” 
In addition he offers to advise and as- 
sist ex-service men in converting their 
war risk insurance, adding that in 100 
percent of the cases in which he had 
helped ex-service men to reinstate and 
convert their government insurance he 
has written additional insurance. In 
1924 Mr. Engelsman began sending out 
these yearly service letters as an ex- 
periment. In that year he directly 
traced $110,000 of new business to them. 
In 1925 they accounted for about $50,- 
000. Last year the figure was larger. 
Calendars are one of the oldest and 
one of the best means of advertising, 
the speaker said, but as everyone sends 
out a calendar, yours must be distinctive 
to attract attention and avoid the waste 
basket As for birthday greetings, ev- 
erybody appreciates being remembered 
on his birthday even if he knows it is 
business, “For myself,” said Mr. Eng- 
elsman, “I make no pretense that it 
isn’t business, using a telegram instead 
of a card because the telegram is cer- 
tain to be read 

Congratulatory Letters 


“If you write to congratulate a client 
when he has been promoted or has done 
something to bring him to notice you 
are bound to earn his good will, for 
he feels you are genuinely interested in 
him as something more than a premium 
payer or a potential buyer of more in- 
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surance 


Equitable of New York Represen- | terested. 


USES SERVICE LETTERS 


State Association of Life Nnderwriters | 


business should come from old policy- | 


fully the various uses that can be made | 


| ceive a letter or be seen personally just 
before his age change. In this regard, 


he doesn’t want to buy more insurance 
at this time. Talk to him in terms that 
he understands and in which he is in- 
For example: 

“*Mr. Jones, you deal in woolens, don’t 
you? Well, if I could prove to you 
that the price of wool is going up in a 
few days and will continue to go up 
steadily as time goes on, you would 
buy as much wool as you possibly could 
afford at the present price, wouldn’t 
|you? Well, the success of your busi- 
|ness doesn’t depend so much on the 
| price of wool as on yourself, on your 
| brains and your ability to carry on. 
| Your life is the really valuable asset, 
| the most important asset, which can and 
| should be protected. If you buy that 
necessary protection now you are go- 
ing to save money.’” 


FOLLOW-UP METHODS | it is worse than futile to ask him if 


Use of Telephone 


The telephone is an effective means 
| of following-up, but must be used cau- 
| tiously, according to Mr. Engelsman, 
who uses it chiefly to sell prospects and 
| policyholders the idea of a free medical 
|examination. If an appointment can 
| be arranged, an excellent opportunity is 
| then presented for talking additional in- 
| surance. As he believes the best and 
most successful life underwriters are 
those who have developed a certain color 
and prestige in the eyes of their pol- 
icyholders, the speaker said that about 
six years ago he began to publish a 
semi-annual paper in which he deals 
with various serious and amusing as- 
pects of life insurance. 

“The more money a man makes, the 
| more they throw at him,” concluded the 
| speaker. “The same is true of life in- 
surance—the more business you write, 
| the easier it is to write it, for people 
like to deal with successful men. Every 
man can sell more life insurance than 
he is now selling if he will make more 
calls and interviews, each of which has 
a dollars-and-cents value.” 


GLYCOSURIA AMONG 
SUBJECTS AT MEETING 


(CONTINUED FROM PAGE 8) 


urinary and blood sugar findings, which 
at present in at least one company 
known to the writer is being done 
“In consideration of cases that admit 
moderate restriction of diet, without be- 
ing on. strict diabetic diet (strictly 
dieted cases should be declined), addi- 
tional penalty should be added for this 
fact, the penalty being more severe in 
the case of underweights than in over- 
weights. 
Technical Question Resolved 


“One other point which is frequently 
brought up is the question of insuring 
cases who have been on an insulin re- 
ime. It is believed that these cases 
do not necessarily call for declination, 
provided sufficiently accurate data can 
be turnished in the form of a certifi- 
cate from a competent clinician, showing 


blood sugar and urinary findings at the 


time the insulin treatment was insti- 
tuted. If the case would have been in- 
surable under the rules on those find- 
ings, it mav be assumed to be insur- 


able now, provided the current data are 


° ” 
Satistactory. 


Non-Medical Writing Heavy 


The Federal Life, Chicago, reports 
that returns from a full-page advertise- 
ment in a Chicago Sunday paper April 
24 on its new President Hamilton non- 
| medical life policy offered. on the 
monthly premium basis were coupons 


for about $3,500,000 and applications for 


| approximately $2,000,000 of business in 


11 business days. The policies are for 
a maximum of $2,000 for males and 
$1,000 for females, and embody travel- 
accident coverage. The policies are 
available to persons between ages 10 and 

and mature as endowments at age 
80. The issue has been limited to 50,000 


Every client should also re- | policies. 
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INSPECTION REPORTS _ 
COVERED IN ADDRESS 








A. J. McAndless Makes Compre- 
hensive Talk on Growth, 
Uses of Forms 






LLINOIS LIFE INSURANCE CO 


crnicAce 


_—— 
JAMES W. STEVENS, Founder 

















REVIEWS EARLY HISTORY 


Explains -_Home Office and Agency 
Handling of Data on Risks in 
Conduct of Business 


The Ideal 
Agency Officer 


HE ideal agency officer is one whe knows his 
| company from the ground up—thoroughly knows 
and has confidence in his superior and fellow 


At the annual convention last week 
of the Medical Section of the American 
Life Convention, meeting in Chicago, 
A. J. McAndless, secretary of the Lin- 
coln National Life, spoke on “Some Ob- 


ee ee a coangrtegyh a officers, and having this information and this intimate 
cussion of the subject was by Charles acquaintance is willing to stand by that company and 
those officers just as loyally and steadfastly as though 


he himself was personally and solely responsible for 
every existing condition and every action taken. 


He must be a sincere man, a man who in his deal- 
ings with agents has the ring of sincerity and fair 
dealing, showing equal favor to all and unequal oppor- 
tunities to none. 


He must be deeply appreciative of the difficulties 
which confront the man behind the rate-book, and 
from the well of his own practical experience and 
knowledge be able to counsel wisely and advise in- 
telligently on all the multitude of big and_ petty 
problems and disputes which are forever coming up 
in an active agency organization. 


He must be a man of quick and positive decisions, 
and his oral promise once given must be as binding 


B. Piper, M. D., medical director of 
the Guardian Life, and H. A. Baker, 
M. D., medical director of the Kansas 
City Life. The main portion of Mr. 
McAndless’ address was as follows: 
“Subscribers to the early English as- 
sociations for insurance were required 
to furnish references. The references 
were usually present members, but if no 
member could sign an affidavit as to 
the applicant’s age and good health, ad- 
mission might be obtained on the basis 
of the statement of a clergyman or other as though reduced to writing. 
person known to the officers or trustees H t be intimately acquainted, but not grossly 
of the association. This practice we find tamiBar, with his egents. . ; 
was adopted as an underwriting require- He must be big enough to frankly acknowledge such 
t ment in the Amicable, Equitable and mistakes as be may make, to take upon his own 
Westminster societies for insurance; shoulders a great part of the — ar. 
. “fe ° , . c m . 
ome ee Cae et ie Wormers Lack of ceteeed ‘without irritation with the thousend 
Society, two references ‘who must be and one little complaints and troubles of the men 
‘ persons of known repute who could who compose the agency organization. 
vouch for the age and good health of the 


i In brief. the successful head of an agency depart- 
subscriber,’ were named. As time went 


ment is the “Little Father” of the organization, ont 
on, these statements from references be- upon his patience, forbearance and good counsel, an 
came more complete and contained a 


the degree of respect and confidence he enjoys of the 
\ ) ; men under him, depends the success and the strength 
series of questions concerning the risk. of the producing force. 
At the beginning of the eighteenth cen- 
tury we find according to the insurance 
records of that time that the inquiries 
were called ‘friend’s reports.’ 








“Friend’s Reports” Curiously Modern 
From address of R. W. Stevens, President 
IMinois Life Insurance Co., Before Life 
Agency Officers Association, Chicago 
November, 1925 


“These ‘friend’s reports’ read like 
modern life reports. The contact ques- 
tions were the initial questions, as in 
our current reports. Family history and 
hereditary disease were covered as they 
are today. The inquiry regarding per- 
sonal history was very definite, as the 
informant was required to reply directly 
whether the applicant had ever suffered 
Irom gout, vertigo, asthma, rupture or 
hemorrhages, or any symptoms of such 
diseases or illnesses. The informant was 
supposed to have some knowledge of in- 
surance because he was requested to 
disclose any other information concern- 
ing which the directors should be aware 
in passing upon the risk. 

“These historical comments indicate 

‘ that some sort of a report has long been 
im agency use tor obtaining information | jf 
in connection with life risks. These re- | 
ports were apparently first obtained 
from persons nominated by the appli- | 


rom persons nominated. the ap Illinois Life Insurance Co. 


to have established the routine of secu | 
h confidential infor- | f CHICAGO 


ing them through confident infor 
mants. Such informants were appointed | 
by the company. This practice still con | 
tinues on an organized basis with some 
companies. Most companies, however, 
at this time obtain their reports through 
institutions which make a business of 


eee whch se Greatest Illinois Company 
a de 1212 LAKE SHORE DRIVE 


TY 
Che private system maintained by | | 


James W. Stevens, Founder 








some companies may be more expensive 
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ing policy. This is perhaps the chief 
argument for the retention of this sys- 
tem. The commercial organization is 
called on to satisfy diverse requests and 
must keep its records in accord with 
general underwriting practices and 
methods. Our study of inspection re- 
ports may therefore be of interest. 
“For a number of years in our office 
we have studied the importance of the 
different agencies used in the selection 
of risks. We classify all modified and 
declined cases according to the agency 
which caused us to modify or decline 
the risk. Our methods of classification 
have been changed from time to time as 
a result of our experience. We believe 
our present classification gives each 
agency proper credit for the informa- 
tion submitted. We recognize the fol- 
lowing as sources of information from 
which underwriting data are secured in 
selection: The agent; the applicant; the 
examiner; the insurance record; the in- 
spection report; the family physician. 


Other Sources Available 


“There are miscellaneous sources, but 
we do not attempt to study these. This 
classification was used’ in connection 
with the data submitted by Franklin B. 
Mead in his paper on ‘Life Insurance 
Without Medical Examination’ contained 
in the proceedings of the 20th annual 
meeting of the American Life Conven- 
tion. The conclusion was drawn from 
that study that the results obtained in 
securing inspection reports on small 
cases when such investigation was indi- 
cated by the application were as satis- 
factory as when the inspection report 
was required universally. 

“As a result of that study we have 
been accepting both our medical and 
non-medical business for small amounts 
without inspection reports, unless an in- 
vestigation of this sort was directed by 
the application. We have continued to 
study our data, and our analysis of non- 
medical business for 11 months of 1926 
disclosed that we handled 9,956 cases 
and modified 32 cases because of the 
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report. At the close of our observation 
of these cases, 20 where the inspection 
report caused us to require an examina- 
tion were incomplete. If we assume that 
10 of these cases, which is a large esti- 
mate in view of past experience, will 
finally be affected by the report, the 
inspection is credited with modifications 
and rejections at the rate of 4% cases 
per thousand. This is a satisfactory ex- 
perience when it is remembered that the 
data in Mr. Mead’s paper disclosed that 
where the business was inspected uni- 
versally, cases were modified at the rate 
of approximately three per thousand. 
Further Investigation Made 


“A further investigation was made in 
order to assure ourselves that no change 
had occurred in the character of the 
business submitted. We wished to dem- 
onstrate that if we had inspected uni- 
versally a higher modification rate would 
not have been experienced; hence, we 
investigated our medical business for 
amounts under $3,000 which came from 
territories and agencies, including new 
agencies, where the conditions were not 
favorable for the non-medical plan and 
where the business was inspected uiver- 
sally. Although conditions were unfa- 
vorable, in this group of 13,519 cases 
there were only 33 modifications and 26 
rejections, which is at the rate of 4% 
cases per thousand, which is practically 


identical with the results when the busi- | 


ness was inspected only when indicated. 
“Grouped according to criticism and 
listed in the order of frequency, the in- 
spection affected applications submitted 
to us in 1926 as follows: Habits; per- 
sonal history; occupation; finances and 
speculation; family history.” 
“Narrative” Portion Considered 


Mr. McAndless then went into a de- | 
tailed analysis of the five factors and | 
concluded with the following remarks on | 


the “narrative” portion of the reports: 

“We think there is little that can 
be done in improving the inspection 
situation so far as rural cases are 
concerned, but salaried investigators 


UNDERWRITER 
RESTRAINING ORDER IS 
MODIFIED ON APPEAL 


Bankers Life Assessment Policyholders 
Are Given Until May 26 to Pay 
the Call Made 


DES MOINES, IOWA, May 11.—An 
appeal from the decision of Judge B. F. 
Cummings of Marshalltown, la., in 
which a temporary injunction and re- 
straining order was issued against the 
Bankers Liie of this city to prevent it 
from lapsing members who failed to pay 
the advanced assessment as of call 
176, reached the Iowa supreme court, 
and the decision of that tribunal modi- 
fied the order by extending the time of 
lapsation to May 26. 

The order of the supreme court states 
that because of the issuance of the or- 
der and the publicity given it, many as- 
sessment members may have, in good 
faith, failed to pay Call No. 176 before 
the last day of grace, which was May 2, 
and therefore that all such members 


reports will soon acquire knowledge as 
to all the factors to be considered in life 
underwriting. If this ideal condition 
comes to prevail, the direct interroga- 
tions may be dropped from inspection 
reports. Then we will use a blank out- 
lining the different topics such as age 
and appearance, health past and present, 
habits past and present, and so on. We 
will expect only a brief statement of 
facts under each topic. There will be 
prejudice against this plan, but we have 
| inherited many practices in the life in- 
surance business which are now the sub- 
ject of study, and we may 
changes in inspection reports 
spection routine.” 


and in- 


No. | 
~ | court shall be stayed until the final de- 


May 13, 1927 


| 
should have further opportunity to pay 


|\IOWA SUPREME COURT ACTS | 


| payment 


the full amount before being lapsed. 

It is ordered that as to all members 
of the Bankers Life who have not paid 
the call in the full amount, but are 
otherwise in good standing, the date of 
shall be extended until May 
26, inclusive. All such members shall be 
permitted if they desire to pay to the 


| Bankers Life the full amount of the as- 


sessment with the same force and effect 
as if it had been paid on or before May 
2, 1927. The payment is to be without 


| prejudice to any assessment member so 


paying to recover and have repaid any 
amount thereon in excess of the amount 
that should be determined to be payable 
upon a final decision of this cause. 

It is further ordered that on and after 
midnight of May 26, the operation of the 
restraining order issued by the lower 


cision of the appeal in the supreme court. 

It is further ordered that notice of the 
order shall be given by the company 
forthwith to assessment members by 
mailing a copy. If it shall be finally 
determined that assessment No. 176 or 
subsequent assessments are invalid, any 
policyholder shall have the right to be 
reinstated upon the payment within a 
time to be fixed by the final decree any 


|} sums that might have been lawfully as- 


devoting their full time to securing life | 


expect | 


sessed against him. 


Non-Medical Policies Offered 


Vice-President T. Louis Hansen of 
the Guardian Life has announced that 
during June, which has been designated 
“Policyholders’ Month,” the company 
will make a special non-medical offer to 
its old policyholders. The company will 
censider applications for additional in- 
surance in an amount not to exceed $10,- 
600 without medical examination on pol- 
icyholders between ages 15 and 50 to 
whom standard insurance has been is- 
sued on medical examination within the 
last two years. It is provided, however, 
that the company must not in the mean- 
time have expressed unwillingness to in- 


| crease its present risk. 
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which combines the advantages of SERVICE TO PO 
FI EN; one offering PARTI : 
and a FULLY PARTICIPATING CONTRACT to ite Agents. 
extended to INCLUDE THE PRODUCER. 


ice to policyholders—a clean record, a wi 


CENTRAL LIFE INSURANCE 


“THE APPROACH” 


“THE PRESENTATION” 


Dividend factors: 


W. ROLLA WILSON, 
Vice-President & Agency Director 


COMPANY OF ILLINOIS 
CHICAGO 











be int ted in a contract with a 
CYHOLDERS and PROFITS TO 


CIPATING and NON-PARTICIPATING POLICIES to the Public 
One in which the circle of mutuality is 


The Central Life offers a wide range of policies, including Child’s Educational, Mortgage Coverage, Low 
Cost Preferred Risk and Double Protection Policies. 
SERVICE TO POLICYHOLDERS 

Mortality 1924-1925, 30%. 
Interest earned, 5.8%. 
Ratio assets to liabilities, $1.12, 
While a stock company, its profits to stockholders are limited by its charter. (Present non-participating 
policies provide for dividends after they are paid up—retro-active as to old policies. 

SERVICE TO AGENCY ORGANIZATIO 
Practical cooperation from the Home Office, through proven methods; a free educational course to agents 
and comprehensive organization plans for General Agent. 
Year’s record, 27% increase in paid for business over that of 1925. 


In common with many other coneneetesy progressive companies, the Central Life offers a salable serv- 

ie range Of policies and excellent dividend factors. 
offers what is IRRESISTIBLE—a contract providing an OVERWRITING commission adequate to take 
f RHEAD—one which will enable the General Agent to attract and hold desirable men 
and still operate UPON A PARTICIPATING BASIS. 
General Agency opportunities in Pennsylvania, Nebraska, Kansas, Northern California, Oregon, Mona- 


hy 
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OPEN FORUM CAUSES 
LIVELY DISCUSSIONS 


Medical Directors at Meeting of 
Medical Section Talk on Im- 
portant Subjects 


VARIETY OF VIEWS AIRED 


Dr. H. W. Dingman Takes Chair 
and Directs Course of Presen- 
tation of Experiences 
Interest centered principally in the | 


open forum at the second day’s session 
the Medical 
Conven- 


annual 
Section of the 
tion, in Chicago last week. 
was conducted in masterful fashion by 


meeting ot 
American 


of the 
Life 
Phe forum 


Dr. H. W. Dingman, secretary, vice- 
president and medical director of the | 
Continental Assurance, Chicago. Six 


subjects were listed for discussion, but 
only four were covered, and one of these 
briefly. First and briefest 
Renal Colic Preclude 90-day 
Protection?” 

Dr. F. L. Grosvenor of the Travelers, 
had most to say on this question, and 
summarized his argument by saying 
those suffering from this disease should 
have insurance either standard or sub- 
standard, and that he does not see why 
renal colic should bar from the 90-day 
clause. 


was 


Varying Opinions Expressed 


“Disability Selection Procedure when 
Gall Bladder Has Removed,” was 
the second subject, discussion of which 
revealed a wide range of opinion. Dr. 
Huston, Bankers Lite of 


Seen 


Ross 


“Does | 
Disability | 


lowa, | 


said it is his belief that, assuming the | 


risk is all right otherwise, and provided 
it is known who operated and how, any 
individual should be a standard risk one 


year following recovery from operation. | 


oe. ©. &. 
servative note by saying that too fre- 
quently the medical director does not 
know enough about any given gall blad- 
der removal case. 
not cut mortality resulting from 
bladder infection,” he said. “Gall blad- 
ders sometimes are removed only becattse 
the diagnostician ‘guessed’ the patient 
was suffering from gall bladder infection 
and had been opened.” Dr. W. G. Harri- 
Life of Alabama, said: 


son, Protective 

“The balance of opinion says we can- 
not give disability one year after the 
risk has recovered from an operation 


for gall bladder removal.” 
Juvenile Writing Interests All 


Interest reached peak on the subject 
“Selection Requirements in Insuring 
Children Under Age 12." Dr. Albert 
Seaton, American Central Life, opened 
the discussion, saving hough the 


Schilling struck a more con- | 


“Modern surgery has | 
gall | 


average span of lite has been increased 
from 36 to 58 through care of chil 

dren, many precautions must be taken 
in writing children.” He stressed the | 


point that “besides having an inspection 


of the child, we must have an exami- 
nation of the child's environment, of its 
brothers and sisters, of its parents. We 
must know why sometimes only one 
child of four or five is chosen by its 


parents for insurance.” 

A. J. MecAndless, secretary Lincoln 
National Life, told how his company dis- 
criminates between children in indus- 
trial centers, in large cities and in small 
towns and how it proceeds with selec- 
tion in each case. In talking pointedly 
to the subject he said medical directors 
must appreciate that impaired risk par- 
ents sometimes buy “payor” policies on 
their children, 


Dr. C. W. Simpson, American Life 
Reinsurance, Dallas, was the last dis- 


LIFE INSURANCE EDITION 


cussant on this subject. He said it is 
| not known what is normality in a child 
under 12, and that therefore the selec 


tion is difficult The experience of his 
company with juvenile business has been 
fair, he said. 

The last subject was “Should Insur 
ance Companies Instruct Agents and 
Medical Examiners in Underwriting 
Methods?” Discussion was protracted, 
but the sense of the meeting was that 
agents and eXaminers cannot know too 
much about their company’s methods 
None of the speakers was so optimistic 


as to say there is any hope of making 
a competent underwriter of the “mill 
run” agent or examiner, but with one 
exception the discussants agreed that 
knowledge of any company’s methods 
| makes for harmony between the field 


and tor 


and the home office increase ot 
business and speed in handling it 

Dr. Charles D. Alton, Connecticut 
Mutual Life, who is 82 and by Dr 
Dingman was styled “dean of the medi 
cal directors,” dissented, stating, “All 
that a medical examiner can be expected 
to do is to give a picture of the appli 


cant. Underwriting is too large a sub- 
ject to teach examiners.” 
Dr. Ross Huston Elected 


Election of officers was the principal 
matter covered at the business meeting 
held Thursday evening. Dr. Ross Hus 


ton, 


Bankers Life of lowa, was elected 
chairman; Dr. J. T. Montgomery, 
Southland Liie, vice-chairman; Dr. F. L 
B. Jenney, Federal Life, Chicago, was 
reelected secretary 

Dr. C. B. Piper, Guardian Life, is the 
new member elected to the board of 
managers rhe others on the board are 
the officers and Dr. H. W. Gibbons. Dr 
Piper will have charge of the next year’s 
program. 

St. Louis was favored as the city for 
next year’s convention. However, defi- 
nite action on the selection of a place 
of convention was referred to the board 





John F. Kight Dead 


John F. Kight, tor many vears a life 
insurance agent at Indianapolis, but best 
known to life underwriters in many cities 
as an abstractor of life insurance policies 
some ago, died at his home in In 
dianapolis Sunday, 
quit the insurance 


vears 
aged 73 He had 


held some time ago 


Caldwell With Continental 


R. C. Caldwell, who has been con 
nected with the Central Life of Des 
Moines, has been appointed agency su 


pervisor of the Continental Assurance 
of Chicago and will travel in Illinois 
and lowa He will make his head- 
| quarters in Des Moines 


INSURANSHARES PLAN 
PROVIDES OPPORTUNITY 


Will Place Stocks in Trust and 
Issue Small Denomination 


Certificates 
SHOULDCREATEGOODWILL 


Organizers Hope to Secure Widespread 
Ownership of Underwriting Companies 
Through Popular European Scheme 


NEW YORK, May 12 


avenue through which an 


lo furnish an 
ever growing 
number of prospective investors in the 
stocks of 
safely indulge their inclination, and with 
that 


insurance companies might 


the conviction a broad distribution 


of such securities would create a much 


to be desired goodwill on the part of an 
influential element of the general public 
institutions and 


{toward underwriting 
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INSURANCE EXCHANGE BUILDING 


CHICAGO 
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First unit ready for occupancy on or before February 1, 1928. 

Entire building to be completed on or before November 1, 1928. 

Direct connection to present building on every floor when addition is completed. 
Spaces range from single offices containing 357 sq. ft. to entire floors of 28,200 sq. ft. 
Now leasing both units. Reservations for space should be made without delay. 


For further information apply to 


E. W. RINDER, Manager, Room 808—175 W. Jackson Blvd. 
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thereby serve as a check to inimical leg- 
islation whenever and wherever pro- 
posed, were the primary motives re- 
sponsible for the recent formation in 
this city of the Insuranshares Corpora- 
tion, with a capital of $1,000,000. 


Insurance Stocks Promising 


Until recent years stocks of insurance 
companies were closely held by their re- 
spective managements, the outside in- 
vesting public seemingly regarding such 
form of security as subject to unusual 
hazards and being unwilling to risk its 
funds in such investments. The rapid 
growth in the assets, reserves and net 
surplus accounts of all classes of insur- 
ance carriers in the past decade, how- 
ever, has directed public attention to 
corporations of this character and intel- 
ligent investors are now turning from 
bank and trust company stocks, the net 
interest return at going figures being 
only about 3% percent, to the more 
promising field of insurance securities. 
Despite the desirability of the latter 
form of investment, however, the prices 
at which the stock of desirable insur- 
ance institutions are selling, makes it 
almost impossible for parties of small 
means to become purchasers. The plan 
of the Insuranshares Corporation over- 
comes this handicap in that through the 
medium of certificates it is able to offer 
investors in denomination of five and 
ten share certificates and multiples, at 
a price of $20 per share. 


Plan of the Corporation 


The plan of the corporation as de- 
fined in its literature is briefly as fol- 
lows: “The Insuranshares Corporation 
purchases with its own funds stocks of 
insurance companies, whose business is 
widely diversified in the field of life, 
casualty, fire, surety, marine, etc. In 
accordance with the terms of the deed 
of trust, leading bank and trust company 
stocks may also be purchased when it 
is considered desirable. To further pro- 
tect the investor against unforeseen eco- 
nomic conditions, the right to make sub- 
stitution of government securities, cer- 
tificates of deposit, short term notes, se- 
cured call loans and securities legal for 
trust funds in New York, Massachusetts, 
Connecticut, or Pennsylvania is provided 
for in the deed of trust.” When such 
shares have been acquired they are de- 
posited with the Farmers Loan & Trust 
Co. as trustee for the certificate holders’ 
benefit. The selling price of these secur- 
ities is based on cost plus fees, commis- 
sions, trustees’ and distributors’ ex- 
penses as specifically limited in the de- 
posit agreement. 


Insure Diversification 


All insurance stocks in the trust are 
issued as fully paid and non-assessable 
and are registered in the name of the 
trustee. The term of the trust is 25 
years, which term may be extended if it 
seems desirable. To insure diversifica- 
tion of interest, the deed of trust pro- 
vides that not more than 10 percent of 
the funds of any one series can be used 
in the purchase of the stock of any par- 
ticular company. The trust income is 
derived “from the realized profits, and 
regular and extra cash dividends de- 
clared by the insurance companies whose 
stock is held in the trust at the time of 
deposit.” 

Will Balld Up Reserve 


To insure uniformity of treatment of 
certificate holders “there will be paid out 
of net income and profit, including net 
proceeds from sale of stock rights, stock 
dividends, etc., if and when received an- 
nually by the trustees, an amount up to 
6% percent per annum (inclusive of 
realized profits and regular and extra 

cash dividends). Amounts received in 
excess may be distributed in whole or in 
part, but it is anticipated a substantial 
portion will be retained to establish a 
reserve fund. Up to 90 percent of the 
reserve fund may be invested and re- 
invested for the certificate holders’ ben- 
efit. The balance of at least 10 percent 
will be paid the certificate holder in ad- 
dition to the 6% to allow extra funds 
for taxes. Thus the certificate holder 
may expect to receive a steady increase 
in income year after year and a steady 





appreciation in the value of his certifi- 


cate. 
Sterling Pile President 


Sterling Pile, president of the Insur- 
anshares Corporation and the man prin- 
cipally responsible for its creation, has 
been one of the leading business pro- 
ducers for Johnson & Higgins for a 
number of years, and has an intimate 
knowledge of the value of insurance 
stocks. In addition to Mr. Pile, the di- 
rectors of the corporation are: Kenneth 
F. Cooper, vice-president of the Amer- 
ican Cyanamid Company; Edward S. 
Goodwin, 
Hartford; Carl M. Hansen, vice-pres- 
ident go Reinsurance Corporation; 

Hutton, vice-president Schoel- 
kopf, , & Pomeroy, Buffalo; 
Henry W. Peacock, vice-president In- 
suranshares Corporation; Daniel _ T. 
Pierce, vice-chairman Anthracite Opera- 
tors Conference and Edward B. Twom- 


bly, of the legal firm of Putney, Twom- | 


bly & Putney. 


The first share issue put forth by the 


corporation was oversubscribed, and it 
is confidently anticipated that future 
issues will be promptly disposed of. It 
is the hope of the management that in- 
surance companies and their agents will 
become certificate holders as well as the 


of Goodwin-Beach & Co., | 


7 

| general prong so that a community 
| feeling may be broadened and strength- 
/ ened to the advantage of all concerned. 


Plan Popular in Europe 


The trust corporation idea has been 
popular in Great Britain and in many 


ber of years, and has been followed in 
the United States for a time with re- 
spect to public utility and kindred classes 
of institutions, but the creation of the 
| Insuranshares Corporation represents 
| the first tangible application of the prin- 
| ciple to insurance securities. The plan 
is inherently sound, and if honestly and 
| competently managed no good reason 
| exists why it should not prove directly 
profitable to investors, and at the same 
time be a pronounced factor in creating 
| public goodwill toward underwriting or- 
ganizations generally. 
| 
! 
| 





Pilot Agents Honor Watt 


The agents of the Pilot Life are cele- 
| brating the company’s announcement of 
|four new special policies and an in- 
creased dividend scale by writing a spe- 
| cial volume of business in May in honor 
of Arthur Watt, secretary and actuary 
| of the Pilot. 


of the continental countries for a num- | 


| 


| 





| 


| Industrial 


W hat a ‘Benher Thinks 
of Insurance Agents 


and Selling Methods 


EORGE WALLACE TIBBETS 
G of the Exchange Trust Company 

of Boston, in an address before De- 
troit life insurance agents under the 
auspices of the Union Trust Company, 
told what he would do if he were an 
insurance man, in the following lan- 
guage: 

“If I were an insurance man, I would 
study to know life value. I would put 
into civil, political, religious and busi- 
ness life more than I-expect in return. 
I would know the economics affecting 
the great middle class, because 80 per- 
cent of your business is with that class. 
disputes and losses, capital 
and labor affect your business more than 
any other causes. I would develop new 
ideas and visions. I would forget yes- 
terday. I would believe in the brother- 
hood of man and equality of all classes. 
I not only would believe in cooperation, 
but I would also accomplish it by un- 
selfish service to others. 

“If I were an insurance man, I would 
believe in the power and cooperation 











Final plans for the new home office 
of the Pilot Life of Greensboro, N. C., 
have been approved and construction 
will be started the latter part of June. 


The plans, as approved, call for a group | 


of three handsome fireproof buildings 
with exteriors of dark red brick trimmed 
in Indiana limestone and covered with 
variegated slate. The architects have 
striven for a semi-domestic appearance 
along English Renaissance lines, an ef- 
fect that promises to be most pleasing. 


The buildings are to be connected by | 


brick and stone arcades. 
The central building will have three 
stories, a basement and loft, providing 


floor space of approximately 35,000 
square feet. This building is to house 
the Pilot Life. Plans provide for a 


beautiful marble- finished lobby on the 


main floor, general offices on the first | 


and second floors with the executive 
offices, board of directors’ room and 
agency and loan departments on the 
third floor. The loft is to be occupied 
by the supply department and dumb 
waiter service will connect all of the 
departments with the supply room so 
that supplies may be distributed with 


|the least possible expenditure of time 
and effort. The basement of the cen- 
jiral building will be used ° for storage | 
and will contain a central heating and 
ventilating plant. 

The eastern building is to be occupied 
by the McAlister group of fire insur- 
ance companies and the industrial and 


| Life. The floor space in this building 
| is approximately 12,000 square feet. One 
|interesting feature about the eastern 
building is that the offices on the sec- 
ond floor will be connected with the 
offices on the corresponding floor of the 
central building by means of a walkway 
across the top of the arcade connect- 
ing the lower floors. The western build- 
ing is to be used as a community build- 
ing with a cafeteria, kitchen, lockers and 
showers and a large common room on 
the first floor. There will be an as- 
sembly room with a modern stage and 
seating capacity of 350 people on the 
second floor. This room will be avail- 
able for community meetings as well 
as for meetings of the Pilot staff. There 
| will also be two class rooms provided on 


| 


PILOT LIFE PLANS BEAUTIFUL NEW HOME OFFICE BUILDING 





the second floor of the community build- 
| ing. 
The new building will not be in the 


| business section of Greensboro, but in 


|ing to meet future needs, 
;such outdoor recreations as 


Sedgefield, a Greensboro suburb which 
the company practically owns, and 
which is recognized as one of Greens- 
boro’s most important expansions. The 


accident and health divisions of the Pilot | Site selected for the building is on the 


north side of the Greensboro-High 
Point boulevard directly in front of the 
Sedgefield entrance. At this point the 
land slopes gently from the highway 
about 150 yards up to an eminence 
which will be crowned by the building 
and which will have an unobstructed 
view from the national highway for a 
distance of half a mile. This command- 
ing site will contain 100 acres, extend- 
ing from the highway to the Southern 
railway and will give the company con- 
trol of its environment for all time to 
come. There will be opportunity not 
only for unlimited expansion of build- 
but also for 
may be 
found desirable. Auto-bus transporta- 
tion from Greensboro will be provided 
for employes. 























.w 
nN 


i 


>, oe 














XUM 


13, 1927 


May 


of the women of our nation. I would 
let nothing tindermine my enthusiasm. 
I should have so much faith in my busi- 
ness that I would carry insurance until 


the payments hurt. I would want to 
know that my wife and family were 
amply protected before I tried to sell 


to any other prospect. 

“If I were an insurance man, I should 
send out birthday cards, with no com- 
because all 


pany advertising on them, 

men are more or less childish, and want 
to be thought of and remembered. There 
are times when even our wives forget 


birthdays, and while we joke the insur- 
ance man about his card, we are glad 
to receive it. I should try to render 
service to my prospects and policyhold- 
unselfish service, anticipating their 
little needs and wants. I should know 
and 


ers, 


my company’s contract my com- 
pany’s contract alone, and know it well, 
so that I could answer any questions 


and I should leave the other fellow’s 


contract alone. 


Advise Life Insurance Trusts 


“If I were an insurance man, I should 


write my letters to my prospects in 
readable English, so that anyone could 


understand them, I should advise life in- 
surance trusts where I felt the use most 
client. 


advantageous to my I should 


| 








(levelanders Prefer 
the CLEVELAND 


"THEY, ,» who know t best, prefer 
Hotel Cleveland for its excep- 
tional food, its quiet but friendly 
service, its furnishings and at- 
mosphere of a luxurious home 

Clevelanders who are accus- 
tomed co the best the city affords, 
lunch and dine here every day and 
recommend this hotel to out-of- 
town friends. They consider it— 
as you will—more like a private 
club than a hotel. Yet rates for 
many rooms are as low as $3, and 
a moderate priced Lunch Room 
supplements the main dining 
rooms. 





Hotel Cleveland is on the Public 
——. convenient to all parts 

the city. Every room has pri- 
vate bath and servidor service 








WHAT’S AHEAD? 


That question is in the mind of every am- 
bitious man. It’s in your mind. 

If the answer does not satisfy, 
to learn the advantages of a 
contract with Fidelity. 

Fidelity originated the disability provision, the 
double benefit feature, and the “Income for Life’’ 
plan. It operates in forty states on a full level 
net premium basis with more than $70,000,000 in 
assets and over $343,000,000 insurance in force. 

More than %.coo direct leads a year 
from Head Office lead service 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


it will pay you 
life underwriting 





Walter LeMar Talbot, President 


LIFE INSU RANCE EDITION 








realize that the optional settlements of 
my company were excellent for definite 
and specific purposes and do not fit all 
hee 

“If I were an insurance man, I should 
not oversell my prospect. I should hon- 
estly sell him what my experience would 
show that he really needs to protect his 
family in accordance with his purse. I 
should not talk insurance every time 
{ met my friends or prospects. I should 
religiously send out change-of-age cards, 
reminding my prospects that they could 
buy insurance cheaper if they followed 
my good advice. 

“When I cease to be a banker, my 
ambition is to be a successful insurance 
man.” 


Examine Reserve Loan 


[he official examination of the Re- 
serve Loan Life, conducted by the in- 
surance departments of Indiana, Illinois 


and Texas, has been completed. The 


examiners commended the company on 
its management, saying: “The assets arc 
well secured and the investments have 
been made in accordance with statutory 
requirements All liabilities so far as 
could be ascertained by this examination 
have been correctly calculated d an 
extensive review of the accounting sys 
tem showed that the methods used are 
fundamentally sound.” 


| business. 


'tund was 








SOME LIGHT ON ASSESSMENT ON 


| BANKERS LIFE OLD POLICYHOLDERS 


I connection with the assessment lev- 








ied by the Bankers Life of Iowa on 

old certificate holders there has been 
some lack of information on part of 
insurance men as to the function of 
the different funds that are maintained 
by the company on the old assessment 
The Bankers Life ceased to 
write assessment business in 1911. At 
the time of making the change it main- 


| tained the following assessment funds: 


Benefit, guaranty and emergency re- 
serve. Into the “Benefit Fund” were 
placed all the ag received from as- 
sessments. Any balance in this fund 
was carried forward from year to year 
and applied to death losses of the fol- 
lowing year. 


Deposits in Guaranty Fund 


The “Guaranty Fund” consisted of 
deposits made by members at the time 
of taking out their certificates. The 
amount of the deposits was determined 
from the applicant’s age, he paying $1 
for each $2,000 of insurance for each 
year of his age. The object of this 
to make certain that the pol- 








icyholder would pay his assessments 
promptly. The certificate provided that 
on the death of the policyholder, in ad- 
dition to the face value of the certificate, 
deposits in the guaranty fund would be 
returned without interest. However, if 
a certificate holder lapsed, the guaranty 


deposit was transferred to the emer- 
gency reserve fund. 
Emergency Reserve Fund 
The “Emergency Reserve Fund” con- 


sisted of forfeited guaranty deposits and 
in addition the interest accretions from 
all assessment funds. This fund how- 
ever could not be used until the death 
losses in any year equalled 1 percent 
of the insurance in force. 


The assessments which a member 
paid into the benefit fund were limited 
to the death losses which were ex- 


pected during the year. When they ex- 
ceeded 1 percent of the amount of in- 
surance, the excess of 1 percent had to 
be taken out of the emergency reserve 
fund. Until the emergency reserve fund 
was exhausted it was impossible to col- 
lect from the members the actual death 




















Royal Union Life Building 
Cor. Seventh and Grand Ave., 
Des Moines, lowa 


Our new 


service. 


19, 20 and 


Written 





Special 


waives pr 
ficiary. 


A great 


voting their time exclusively to the 
money-making 


contracts. 


ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 


SELLING INSURANCE ON 
LIVES OF CHILDREN 


Juvenile Policies offer 
opportunity 


Endowment policies at ages 16, 17, 18, 
21. Also straight 


Endowment and 20 Pay Life contracts. 


from 
Without re-examination, automatically 
placed in full benefit for the face of the 
policy at age five. 

Waiver of 


emiums in event of death or 
total permanent disability of the bene- 


many 


ROYAL UNION LIFE 
INSURANCE COMPANY 


A. C. TUCKER, President 


a great 


and a distinctive field of 


20 Year 


age one day old and 


Premium Benefit 


of our agents are de- 


sale of these wonder 
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“The Best Investment” 


—for— 


Accident and Health Men 


JARe 


Gare 





“Buying this service is the best investment I have ever made.” 
D. E. Kitcore, Kingston, N. C., 
American National Insurance Co. 


“The A. & H. Salesrmanship Section—A most excellent series of 
sales bulletins is put out under the above title by The National Under- 
writer Company of Cincinnati, Ohio.” 

Tue Loyat ExcHAnce, 

Publication of The Loyal Protective Insurance Co., Boston, Mass. 


“I have received the A. & H. Bulletins and they paid for their cost 
the first week.” 
Pierre L. STEWART, 
Abraham Lincoln Life, Sullivan, Ind. 


“The reading of your Bulletins and the use of the Policy Analysis 
Section is of great assistance in my work and a great help to our 
agents. 

C. F. How, Dunning, How, Dunning Co.., 
Aetna Life, Duluth, Minn. 


A&HB-3 








THE National Underwriter Company 
420 E. Fourth Street 
Cincinnati, Ohio 
I want to increase my accident and health insurance sales. Please 
send me your 32 page booklet descriptive of the A. & H. Bulletins. 
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THE ROMANCE OF SERVICE 


13 heirs of a lost policyholder have just received 
checks in final payment, completing 16 years’ 
voluntary search by this Company among 26 per- 
sons in 11 states. The policy was issued 52 years 
ago. Such is the service of 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 
HARTFORD 


Nearly $300,000 Paid 
To Lost Policyholders 











1846 Over 80 years in Business 1927 
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losses through the benefit fund assess- 
ment. Since 1916 the members have 
been paying in assessments each year 
considerably less than the actual death 
losses incurred. It is only recently that 
inasmuch as the emergency reserve fund 
was exhausted the actual mortality is 
collected from the members. 
Fund Had to be Exhausted 


In other words the Bankers Life could 
not levy an extra assessment until the 
emergency fund was exhausted. Some 
criticism has been made that the com- 
pany did not start some years ago grad- 
ually increasing the assessment. 
could not do this as seen under the 
provisions of its by-laws. The emer- 
gency reserve fund gradually increased 
up to Dec. 31, 1917. During those years 
it became necessary to draw on this 
fund for death losses in excess of 1 per- 
cent. However, the interest accretions 
and forfeitures to the fund were suffi- 
cient to overcome the withdrawals. 


Starting however with 1918, the fund 
decreased and from Jan. 1, 1916 to Dec. 
31, 1926 the assessment members paid 


in assessments $24,637,388 less than the 
actual death losses paid out. Of this 
amount $22,852,325 was taken from the 
emergency reserve fund and $1,785,062 
was contributed by the level premium 
policyholders. 

Deposits in Special Fund 


The assessment members were given 
the right to change their 
contracts to level premium policies. 
Their deposits in the guaranty fund were 
set apart in a special fund called the 
exchange addition fund. When a mem- 
ber who had exchanged his policy died 
his deposit was returned to his bene- 
ficiaries out of this exchange addition 
fund. If he lapsed his level premium 
policy the amount of his deposit was 
forfeited to the emergency reserve fund 
in exactly the same way that the de- 
posit would have been treated had the 
member remained in the assessment 
class. 

In addition the interest accretions on 
the exchange addition fund were cred- 
ited to the emergency reserve fund 
that the assessment members’ equities 
in the emergency reserve fund have 
been strictly preserved. 


so 


ONE-DAY DRIVE MADE 
AGENT A BIG PRODUCER 


Criticism is sometimes offered of one- 
day stunts in writing life insurance, on 
the ground that the business is not of 
a good class, or because a town may 
be overworked, or for other reasons. 
A notable feat in one-day production 
may be highly beneficial as shown in the 


case of Spencer B. Apple of Baxter 
Springs, Kan. Two or three years ago 
Mr. Apple wrote 73 applications for 
$108,000 in a single day. This was a 
notable achievement at that time. So 
far from the business being of poor 
quality, Mr. Apple subsequently closed 


$65,000 in applications that he had lined 
up during the drive but was 
to close on the high pressure day. Fur- 
thermore, Mr. Apple became perma 
nently a substantial producer, and he 
has never fallen below $300,000 a year 
since that time. Thus in one case at 
least thesone-day drive has proved en 
tirely beneficial. 


To Rewrite Policies 


Announcement has been made by the 
Mutual Life that it has adopted the plan 
of rewriting insurance as of original date 
recently endorsed by Superintendent 
Beha. On satisfactory evidence of in- 
surability, the Mutual Life will rewrite 
an outstanding endowment or limited 
payment life policy on a less expensive 
form of permanent insurance. The re- 
written policy will bear the date and the 
age of the original policy and will be for 
the increased amount of insurance which 
the premium now paid would have pur- 
chased at the time the policy was issued. 


The Reserve Loan Life of Indianapolis 
and the Union Labor Life of Washing- 
been licensed in Maryland. 
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-MENTAL PICTURES ARE 


POWERFUL SALES AIDS 


IS ILLUSTRATED 
Griffin M. Lovelace of New York Life 
Addresses Sales Conference on 
Modern Business Helps 


TECHNIQUE 


UTICA, N. Y., May 12.—*Picturiz- 
ing the Sale” was the subject taken by 
Vice-President Griffin M. Lovelace of 
New York Life, formerly director 
of the New York University life insur- 
ance training course, as the subject of 


his address before the one-day sales 
congress held here last week by the 
New York State Association of Life 


Underwriters under the auspices of the 
local association. 

“This is an age of pictures,” began 
Lovelace. “Everywhere there 
studied appeal to the eye, as all of us 


is 


| know from advertisements of every kind, 
| illustrations 


in books and magazines, 
rotogravure sections of the newspapers, 
the movies, etc. Every modern life un- 
derwriter should study and know the 
general technique of picture presenta- 
tion in order to take advantage of the 
pulling power of eye appeal in any of 


its various forms. 
Word Pictures 
“But I want to speak particularly 


about the creation in the imagination oi 
pictures—word pictures,” he 
went on. “Psychologists now believe 
the imagination has greater power even 
than the will in inspiring and motivating 
action. The imagination is constantly 
at work, even when we are most idle. 
When we have learned the technique of 
harnessing its incessant activity and tire- 
less energy we can make it turn the 
wheels of the mill for our profit. 
Essentials of Technique 
“First it necessary to remember 
that we can only picture things we have 
seen or experienced with our senses. 
When the word ‘horse’ is spoken, we 


is 


can all see a horse before our eyes. 
But we can’t picture a waffle-bird be- 
cause none of us has ever seen such 
a bird. If, therefore, we are to get a 


prospect to see the picture we are pro- 
jecting in words it must be presented 
in terms of things familiar to him, 
things he has actually come in contact 
with through his five senses. 
“Secondly, if the picture is to inter- 
est him vitally, it must be presented in 
terms of his own interests, hopes and 
fears. The picture must be personal- 
ized so that he sees himself in the cen- 
ter it. In other words, the climax 
comes in a life insurance sale when the 
prospect begins to see himself or his 
beneficiaries actually enjoying the ad- 
vantages of the policy that is being of- 
fered him. He experiences the satis- 
faction he would have in receiving a 
regular check every month in his old 
age. Or he sees his home free from 
all mortgages and liens and in it his 
widow opening bills without signs of 
worry and signing checks for them on 
the money he is just about to provide 
through insurance. Or he actually sees 
about under the old 


or 


his son walking 
trees at Yale or Harvard. 
Picture Should Move 
“Thirdly, in addition to being ex- 


pressed in terms of familiar things and 
in terms of the prospect’s own individ- 
ual hopes and fears, the picture should 
also be a moving picture. It should not 
be static, for it action that catches 
the eve. 

“Above all,” Dr. Lovelace concluded, 
“don’t talk in generalities, for general- 
ities won't .picturize. Abstract words 
and ideas have no concrete form, and 
one should always be as concrete and 


is 


specific as possible. Again do not use 
technical terms, avoiding even such 
terms as ‘waiver of premiums,’ ‘disa- 
bility life income,’ etc. Instead of tell- 


(CONTINUED ON NEXT PAGE) 
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INSURANCE LEADERS 
GUESTS AT LUNCHEON 


CONFER ON FARM PROBLEMS 


Vice-President Frank Davis, Equitable 
of New York, Entertains Officers 
of Other Companies 


NEW YORK, May 11.—As chairma: 
ot the insurance committee of the Na 
tional Farm School Expansion Project, 
which is Campaigning to raise $1,200,000 
to provide additional scholarships ior 
the training of more city boys in scien- 
tific farming, Vice-President Frank H. 
Davis of the Equitable Life of New 
York gave a luncheon here yesterday to 
leaders in the insurance world. 

rhe principal speaker was Vice-l’resi 
dent Gage E. Tarbell of the American 
Guernsey Cattle Club, formerly a vice- 
president of the Equitable Life, who 
commended President Coolidge for his 
veto of the McNary-Haugen bill, which 
prevented a raid on the treasury that 
would have produced a rise in the price 
of food products without any sort oi 
compensating advantage except to a few 
farmers. 

Vice-President Davis, who is nation- 
ally known as a breeder of hogs and 
cattle, being the owner with his brother 
of the large Davis Brothers Ranch. 
Cheyenne, Wyo., announced that an in- 
surance committee has been formed to 
raise a quota of $100,000 in the farm 
schools drive for funds. Members ot 
that committee who have already ac 
cepted appointment are: 

J. Elhott Hall, Penn Mutual; Julian 
S. Myrick, Mutual Life of New York: 
John C. McNamara, Jr., Guardian Life; 
Joseph D. Bookstaver, the Travelers: 
C. B. Knight, Union Central: Vice 
President T. Louis Hansen, Guardian 
Life; L. A. Cerf, Mutual Benefit; Lestlic 
York, Equitable Life; Sheppard Ho 
mans, Equitable Life; Vincent Cullen, 
Fidelity & Casualty; Adolph Hollander 
Equitable Life, and Charles Selig. lo 
seph S. Blume and William Solomon 


MENTAL PICTURES ARE 

POWERFUL SALES AIDS 
(CONT’D FROM PRECEDING PAGE) 
ing the prospect that if certain things 
happen the policy provides for waiver 
of premiums and disability life income, 
say to him that in that case the com 
pany will not only go on paying all his 
premiums during his lifetime but will 
also send him a check of a certain 
amount every month as long as he 
lives.” 


MISSOURI STATE LIFE 
INCREASES CAPITAL STOCK 


ST. LOUIS, May 12.—The Missouri 
State Life is now a $3,000,000 corpora 
tion, due to an increase of $1,000,000 
in capital stock representing 100,000 
shares of stock which was allotted to 
old stockholders on the basis of one 
for each two shares held at par value 
$10 per share 

The board of directors of the company 
on Dec. 8, 1926, determined that it was 
advisable to increase the stock to 300, 
000 shares and this recommendatior 
was approved at a meeting of stock 
holders held on Feb. 14, 1927. It was 
decided that the subscription rights 
would go to stockholders of record o1 
Feb. 28, 1927 When accounts wer¢ 
cast up on April 15 it was discovered 
that 99.7 percent of the new issue had 
been subscribed by old stockholders un 


der their rights and the few remaining 
shares were then allotted to the sub 
scribing stockholders The company 


has invested the $1,000,000 received for 
the stock in securities authorized for 
ipital stock investment under the laws 
Missouri. The Missouri insurance: 
department has issued a certificate find 
ing that the condition and assets of the 
corporation justified the izcrease j 


stock 





The Era of the Monthly Budget is here. Most of us sell our personal services 
monthly. We likewise make most of our purchases monthly. Millions of 
American Homes are being acquired on a monthly purchase arrangement. ‘‘The 
Butcher, the Baker, the Candlestick Maker,"’ as well as ‘Big Business"’ in its ex- 
change of volume of merchandise, operate on a current basis. 


Supplementing this fundamental instalment practice is a new development 
brought about by the Luxury and Service inventions of ourday. The Phonograph 
the Radio, the Automobile, etc., popularized through modern educational and 
advertising processes, have created a desire and a demand on the part of the 
public that only the application of the monthly payment plan can satisfy. 


Life Insurance—always the greatest service in the World, and today the greatest 
business in the world—must keep step with the modern methods of business 
exchange and make its service as attractively and as easily obtained and main- 
tained as are the commodities into which Life Insurance money directly or 
indirectly finds its way. 

THE BEATEN PATH 

Eight years ago the Grizzard System envisioned the situation existing today. 
It began modestly but with determination. During that period it has written 
millions upon millions of dollars of Life Insurance on a monthly premium pay- 
ment basis. But, perhaps, it failed to write even more millions than the volume 
that stands to its credit, because of its inexperience in the application of the plan 
and the necessity of proving all things—-a condition incident to the pioneering 
of a new idea. 

It is the cumulative knowledge gained from this School of Experience, to- 
gether with its perfected plan that the Grizzard System proposes to offer to 
others in its desire to nationalize the plan that has demonstrated a capacity to 
write life insurance by the millions. 

With its use and our guidance—and our national Advertising Program—the 
right man can popularize his business and himself in his community, and make 
more money than would be possible by pursuing the more conventional agency 
methods. As an Agency Builder, we do not believe it has an equal. Trade- 
marked with its stamp of identity (as per cut below) it commands instant recog- 
nition and secures entree where others fail. 

We are only interested in discussing the proposition with those who have had 
Life Insurance Experience who possess ability for organizing, personal selling, 
financial responsibility and who would be in a position to take a General Agency 
Contract direct with a Company suggested by us. 

The Grizzard System of Cleveland, The Grizzard System of Detroit, The Griz- 
zard System of Chicago, are now operating on the new basis, with direct General 
Agency Contracts. 

All other territory throughout the United States is open. 














Life Insurance Companies desiring to open new ter- 
ritory or strengthen weak spots now under develop- 
ment are invited to correspond with us. Our 
national advertising campaign is bringing us in 
contact with hundreds of potential Agency man- 
agers in all parts of the country who are looking 
jor the opportunity you may have to offer 








GRL. 


Pronounced Griz-ard’ 


SYSTEM 


Controlled by 


GRIZZARD SYSTEM OF AMERICA, Incorporated 
JAMES A. GRIZZARD, President 


“Creators of General Agencies and Business for their Agents” 
6th Floor, Illinois Merchants Bank Bldg. 


CHICAGO, U. S. A. 
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PENNSYLVANIA INSURANCE 
DAYS PROGRAM ANNOUNCED 


WILL MEET IN PHILADELPHIA 


Leaders in All Lines of Insurance Will 
Speak at Convention May 23-25— 
Many Round Table Sessions 


PHILADELPHIA, May 11.— 
Broader public understanding and a 
more sympathetic attitude on insurance 
generally are the objectives of Pennsyl- 
vania Insurance Days, May 23-25, at the 
Benjamin Franklin hotel, Philadelphia. 
Six major insurance organizations as 
well as a number of companies and 
agencies not affiliated with these associa- 
tions are sponsors for the convention. 

The program includes such nationally 
prominent authorities on public relations 
as M. H. Aylesworth, president of the 
National Broadcasting Company; James 
L. Madden of the Chamber of Com- 
merce of the United States, recently 
elected to vice-presidency of the Met- 
ropolitan Life, and F. R. Morgaridge, 
assistant general manager of the Na- 
tional Board of Fire Underwriters. 


Many Round Table Sessions 


At the business sessions every phase 
of insurance will be covered by special- 
ists, with discussions from the floor by 
the delegates on the given subject. 
Round table meetings covering fire, life, 
casualty, surety, health and accident in- 
surance have been arranged, with lunch- 
eons given to the delegates by several 
companies. The hosts at these luncheons 
include the Penn Mutual Life, Fidelity 
Mutual Life, Provident Mutual Life, In- 
surance Company of North America, 
Franklin Fire, Indemnity Company of 
North America, Maryland Casualty and 
Fidelity & Casualty. The Health & 
Accident Alliance of Philadelphia also 
will entertain the delegates at a special 
luncheon meeting. 

The tentative program is as follows: 


Monday, May 23, Morning Session 


Chairman, Chester M. Campbell, mana- 
ger Automobile Department, Insurance 
Company of North America. 


“Welcome to Philadelphia,” Geo. W. 
Elliott, Director of Public Safety, Phila- 
delphia. 


Convention, W. G. 


Response for the 
Mutual Life of New 


McBlain, York, Pa., 
York. 

“What Every Insurance 
His Tool Kit,” E. C. Stone, 


Man Needs in 
United States 


Manager, Employers Liability. 

“Insurance Salesmanship,” J. Elliott 
Hall, General Agent Penn Mutual Life, 
New York. 


“Arson,” F. R. Morgaridge, Assistant 
General Manager, National Board of Fire 
Underwriters. 

Luncheon, 
round’ table 
luncheons, delegates will be 
the companies indicated: 

Life 

Penn Mutual Life, Fidelity Mutual Life, 
Provident Mutual Life. 

Program under direct supervision of 
these companies. 


Fire 


immediately followed by 
meetings. At these 
guests of 


Franklin Fire. 
Chairman S. H. Schock, President Un- 
derwriters Association of the Middle De- 


partment. 
Program in charge of fire special 
agents. 

Casualty 


Indemnity Company of North America. 

Chairman, W. W. Berry, President 
Casualty Underwriters Association. 

Speakers, E. M. Allen, Vice-President 
New York Indemnity; H. J. Conlon, Gen- 
eral Accident. 

Surety 

Fidelity & Casualty. 

Chairman, W. H. Bartley, 
Philadelphia Association of Surety 
derwriters. 

Speakers, 
delity & Deposit; 
Secretary Independence 


Monday Evening, Public Relations Night 
Philadelphia 


President 
Un- 


Cc. R. Miller, President Fi- 
J. B. Wells, Assistant 
Indemnity. 


Chairman, A. H. Reeves, 
Manager Travelers. 
Officers and directors of civic bodies 





and service clubs from all parts of the 
state will be guests. 

“Departmental Viewpoints,” Matthew 
H. Taggart, Insurance Commissioner of 
Pennsylvania. 

“Coordinating Public Relations,” M. H. 
Aylesworth, President National Broad- 
casting Company. 

“Pennsylvania Insurancewise—Yester- 
terday and Today,” Philip Sterling, 
Member House of Representatives of 
Pennsylvania, Chairman of Ways and 
Means Committee. 

Tuesday Morning 

Breakfast to delegates interested in 
Pennsylvania activities of National Fire 
Waste Council. 

Chairman, W. M. Goodwin, Bethlehem, 
Pa., Past President Insurance Federation 
of Pennsylvania, Chairman Fire Preven- 
tion Committee. 

Morning Session 10 A. M. 

Chairman, J. C. Williams, New Castle, 
Pa., President of Insurance Federation 
of Pennsylvania. 

“The Scope of Suretyship,” E. C. Lunt, 
Vice-President Great American Indem- 
nity 

Practical Demonstration of Lightning, 
G. E. Larson, Harrisburg, Manager Dodd 
& Struthers. 

“Insurance Legislative Echoes,” Geo. 
T. Weingartner, State Senator. 

“The Essentials,” Thomas B. Donald- 
son, Vice-President Eagle Fire, and for- 
mer Insursnce Commissioner of Penn- 
sylvania. 


Luncheon, immediately followed by 
round table meetings: 
Fire 
Insurance Co. of N. A., host. 
Chairman, C. C. Wright, Special 


Agent Springfield Fire & Marine. 

Program in charge of various special 
agents. 

Casualty 

Maryland Casualty, host. 

Chairman, H. A. Warren of Wagner- 
Taylor Co. 

Speakers, R. I. Catlin, Automobile of 
Hartford (auto lines); J. J. Iago, Fidel- 
ity & Deposit (burglary). 

Health and Accident 

Health and Accident Alliance of Phila- 
delphia, host. 

Program arranged by 
Accident Alliance. 

Tuesday Evening 

Pennsylvania Insurance Days Banquet. 
Charles H. Holland, President Independ- 
ence Companies, host. 

Wednesday program to be announced 
later. 


the Health & 





International L. & A. Cases Up 


An injunction suit brought by offi- 
cials of the International Life & An- 
nuity of Moline, Ill, recently merged 
with the Crescent Life of Indianapolis, 
against B. A. Shearer of Moline and 
E. G. Frazer of Davenport, former 
agents of the International, to restrain 
them from interfering with the com- 
pany’s activities or approaching its pol- 
icyholders, is up for hearing this week 
in the circuit court at Rock Island, IIl. 
The injunction suit was started after 
criminal charges were filed by Messrs. 
Shearer and Frazer, who have opposed 
the merger and have been antagonistic 
of the new management, against M. J. 
Dorsey and Harry Tressel, former pres- 
ident and secretary respectively of the 
International Life & Annuity, and C. 
Edwin Johnson, agency manager, al- 
leging a conspiracy to defraud the stock- 
holders of the company in connection 
with the prices. The criminal charges 
are to be presented to the grand jury 
this week. The defendants claim that 
the charges are part of a blackmail 
scheme and have announced that they 
will ask immediate trial in the event of 
their indictment. They point to the 
approval of the merger by the attor- 
ney-general and the department of trade 
and commerce of Illinois and by the 
stockholders and directors of the Cres- 
cent Life, as well as the directors of 
the International Life & Annuity, as evi- 
dence that there was no irregularity in 
the transaction. 





Honor Sarver in May 


May has been designated as “Presi- 
dent’s Month” by the Ohio State Life 
and a special campaign is being put 
on in honor of President John M. Sar- 
ver. 





FACTORS IN SELLING 
AGENT ON HIS JOB 


F. A. FERGUSON’S SUGGESTIONS 


Vice President of Merchants Life of Des 
Moines Outlines Essentials in Pre- 
senting Business to New Man 


Some valuable suggestions on “Sell- 
ing the Agent on His Job” were made 
by F. A. Ferguson, vice-president of the 
Merchants Life of Des Moines, in a re- 
cent address before the Life Under- 
writers Association at Mason City, la. 
He said in part: 

“The job is a real one and a large one. 
The individual selection of agency mate- 
rial is therefore necessarily of great 
importance, especially as to past expe- 














FERGUSON 
Vice-President Merchants Life 


F. A. 


rience, ambition, home life, reputation, 
personality. 

“In order to sell an agent on his job 
you must have some foundation to work 
on Your prospective agent should pos- 
sess some of the initial qualities neces- 
sary to assure a substantial start—en- 
ergy, enthusiasm, earnestness. Further- 
more, he should be genuine, interesting, 
sympathetic, conscientious. 


Sell Him on Yourself 


“The application of these fundamental 
principles during your interview with 
the prospective agent will inspire him 
with confidence in yourself and the busi- 
ness. Tell him of your successes and 
don’t overlook some of the bumps and 
hard knocks that he is sure to meet with 
in obtaining possible success, so that he 
will have a broader vision of the possi- 
bilities of the business, both as to the 
desired object to be attained as well 
as obstacles to be met with and dis- 
appointments to be endured. 

“You can’t lead an agent any farther 
than you have gone, or teach him effec- 
tively other than from your own hard 
earned experience. 


Sell Him on the Business 


“Life insurance is the biggest busi- 
ness in the commercial world—the com- 
bined assets of the standard American 
life companies represent several mil- 
lion dollars more than all the money in 
circulation in the United States. 

“It is of sufficient variety that it never 
becomes routine or monotonous. The 
opportunities for genuine service are 
practically unlimited. 

“The life insurance business affords 
liberty, freedom, and independence of 
thought, action and _ initiative, not 





equalled in other business enter- 
prise. 

“It is permanent and substantial, never 
seriously affected by unexpected or sud- 
den radical changes in our economic 
system, such as war, financial panics, 
political changes, etc., and has possibili- 
ties of a reasonable success all seasons 
of the year and under any and all cir- 
cumstances that are likely to prevail and 
that affect commercial life directly or in- 
directly. 

Must 


any 


Love the Business 


“Teach him to love the business. Men 
rise or fall in doing the things they love 
to do, not in doing the things they 
have to do. Emphasize the importance 
of the sentimental viewpoint, educational 
advantages and the opportunity for 
learning and teaching. 

“Teach him sales fundamentals, a 
thorough knowledge of every detail of 
the life insurance business as a profes- 
sion, including knowledge, personality, 
action. 

“He should have a thorough knowl- 
edge of the rate book, policy contracts 
and their personal application according 
to individual needs, a selection and clas- 
sification of prospects, an initial practi- 
cal working knowledge of the general 
business of life insurance. 

“He should have a knowledge of hu- 
man nature, making a careful study of 
the requirements, needs and hobbies of 
the individual. 

“A careful self analysis is one of the 
most important fundamental principles 
of the successful salesman, which is 
amply emphasized in the following for- 
mula: Know thyself, control thyself, 
deny thyself. ' 

“Genuine personality is a ‘reflection 
of character,’ the controlling influences 
of which are head, heart and spirit. The 
head appeal involves an active intelli- 
gent mentality, constructive vision. 
Under the heart appeal, one must be 
responsive to need and _= suffering, 
thoughtful, unselfish, patient, willing 
to serve. Visions are mental; convic- 
tions are of the heart. 


Action Is Intelligent Enthusiasm 


“Spirit (morale) is the climax of per- 
sonality, one of the fundamentals of suc- 
cess, an inspiration and prevailing force. 

“Action is intelligent enthusiasm in a 
harmonious forward motion. Set the 
pace. Let others follow. To grow 
strong, to accomplish, tackle something 
big, something hard. Have a goal. A 
great many men never arrive because 
they have ‘no place to go.’ ‘The world’s 
most tragic man is the one who never 
starts.’ 

“Teach the new man the business, 
work with him until he catches the in- 
spiration—how it is done—and realizes 
the financial possibilities. He is then 
sold on his job and will stay sold. You 
have then rendered him a real service 
and made a creditable contribution to 
the business of life insurance.” 





Quarterly Magazine Issued 


The Narthwestern National Life of 
Minneapolis has begun publication of a 
quarterly magazine for policyholders. It 
is regarded principally as part of the 
conservation work of the company and 
is therefore sent for nine quarters to 
each policyholder to create a friendly 
contact during the period when lapsa- 
tion is most likely to occur. The con- 
tents are unusual for companies doing 
only an ordinary business in that they 
are not devoted exclusively to life in- 
surance. Articles in it are of general in- 
terest, aimed at the average policyholder. 


The first issue contains articles cap- 
tioned: “Shall We Rent or Buy a 
Home?” “Financial Independence 


Founded Upon a $2,000 Endownment 
Policy, a True Story;” “Feeds Four on 
Seven Cents a Meal per Person;” 
“Treatment of Tuberculosis.” 


Sentinel Life Enters Ohio 


The Sentinel Life has just been ad- 
mitted to Ohio. This brings the number 
of states in which the company is li- 
censed to 25, 
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HE National Convention of Insur- | 


ance Commissioners’ spring meeting 
at Richmond, Va., passed off without 
any exciting incidents. Out in the 
spacious lobby near the meeting room 
were two large tanks. In one was a 
large-sized alligator and in the other 
there were a number of smaller alliga- 
tors. Evidently some of the commission- 
ers felt that if they became cantanker- 
ous the sergeant-at-arms might have 
dispatched them hurriedly to the edge 
of the tank and plunged them into the 


maws of these man-eating reptiles. So | 


all was serene in the meeting room. 
* * > 


Inasmuch as Judge Harry L. Conn 


| at commissioners’ meetings. 


had retired from the office of Ohio in- | 


surance superintendent, he was automat- 
ically out of office as president of the 
National Convention of Insurance Com- 
missioners. The executive committee 
met before the meeting proper and 
elected Albert S. Caldwell of Tennessee, 
the first vice-president, to the presidency. 
Col. Joseph Button, the secretary of 
the convention, called the meeting to 
order and asked Frank N. Julian of Ala- 
bama, chairman of the committee, to 
present that part of the report dealing 
with the vacancy. It was at once rati- 
fied and Mr. Caldwell was escorted to 
the president’s chair. He is most busi- 
nesslike in his dispatch of details. Mr. 
Caldwell has no political strings tied to 
him in his state. He has the right of 
way in his department. It is one of the 
most efficiently conducted departments 
in the country. Mr. Caldwell being a 
former insurance man, having been an 
official of the Provident Life & Acci- 
dent, is in a position to know the ins 
and outs of insurance. He makes no 
pretense of being at all friendly to 
dubious companies. He insists on the 
ethics of the business being followed 
religiously. 

Commissioner C. R. Detrick of Cali- 
fornia, stately and dignified, rather se- 





rious minded, was elevated to the first | 


vice-presidency. 
* * * 


There are some company officials who 
make it a business to attend the meet- 


ings of insurance commissioners regular- | 
ly and hence they become well known to | 


the officials. 
of Boston, United States manager of the 
Emplovers Liability, seldom fails to at- 
tend the commissioners’ gatherings. He 
is one of the head men in the Pamunkey 
Tribe of Indians, the social offshoot of 
the commissioners’ convention. He is 
prominent in the social activities. Being 
gifted with a splendid musical voice he 
is always found where there is congre- 
gational singing. Another man who fol- 


For example, E. C. Stone | 


lows the commissioners assiduously is | 


Judge Ernest J. Heppenheimer, presi- 
dent of the Colonial Life of Jersey City. 


Judge Heppenheimer is one of the lead- | 
| Button was the leader on the arrange- 


ing figures in the outside activities 
Charles F. Williams, vice-president of 
the Western & Southern, is another life 


official of a decidedly cordial nature who | 


makes many friends on the sidelines. 
Vice-President Manton Maverick of the 
Continental Casualty and Continental 
Assurance is a familiar figure among 
the commissioners’ camp followers. 
President A. L. Hereford of the Spring- 
field Life of Springfield, Ill, always ac- 
companied by Mrs. Hereford, has joined 
the ranks who frequent the lobby of the 
hotel at the commissioners’ conclaves. 
* * > 


There are a number of former com- 
missioners who are now company officers 
who attend the convention, such as Jesse 
S. Phillips, president of the Great Amer- 
ican Indemnity; J. V. Barry, fourth vice- 
president of the Metropolitan Life: 
James F. Ramey, secretary of the Wash- 
ington Fidelity National of Chicago, and 
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} SPRING CONVENTION HELD IN RICHMOND | 





T. B. Donaldson of the Eagle Fire of 
Newark, N. J. 
* = . 

One of the surprising features of in- 
surance commissioners’ gatherings is the 
lack of fire insurance company men in 
attendance. For instance, at Richmond, 
Harold M. Hess, actuary of the National 
3oard and W. H. Bennett, secretary of 
the National Association of Insurance 
Agents, were the only fire people pres- 
ent. There was not a single company 
official on hand. The casualty and life 
companies are always well represented 
The frater- 
nals also have a delegation there. Presi- 
dent John J. Lentz of the American In- 
surance Union of Columbus and some 
of his associates were on hand. The 
insurance organization people always 
come out, and are familiar figures at 
these meetings. 

* * > 


James J. Meador, vice-president and 
general manager of the United States 
Casualty, is evidently to be the public 
contact man of that organization as he 
is attending many of the conventions 
and was present at Richmond. Allan 
RroSmith of the Travelers, son of Wil- 
liam BroSmith, vice-president, was pres- 
ent and evidently will replace his father 
at some of the conventions. Walter 
Moses, president of. the Pennsylvania 
Indemnity Exchange, which writes ful! 
coverage automobile insurance, arrived 
the last day of the meeting. 

* = > 


It was thought that the question of 
twisting accident and health agents and 
policyholders might come up in view of 
the fact that the Industrial Insurers Con- 
ference had sent to the convention its 
resolutions denouncing the practice and 
the Health & Accident Underwriters 
Conference had filed its resolution on 
twisting. There was some electricity in 
the atmosphere as President C. H. Boyer 
of the Twentieth Century Life of Chi- 
cago, which has had complaints filed 
against it at some of the departments 
where it is seeking a license, charging 
that it is guilty of twisting, was pres- 
ent, flanked by Clifford Ireland of 
Peoria, Ill., former Illinois director of 
trade and commerce, and Thomas S. 
McMurray of Indianapolis, formerly 
Indiana commissioner, who are his at- 
torneys. James F. Ramey, secretary 
of the Washington Fidelity National of 
Chicago, which is the main complainant 
against the Twentieth Century Life, was 
present, supported by General Counsel 
H. A. Lukins of Louisville and J. J. 
Krist of Baltmore, vice-president. The 
matter, however, did not come to a head. 

* . * 

The social features of the convention 
were prominent because Richmond is a 
socially inclined city and true southern 
hospitality was manifested in many 
ways. Insurance Commissioner Joseph 


ments committee and his associates were 
officers of the local Richmond companies. 
Mrs. Button took a leading part in the 
social activities. On the first day Col. 
and Mrs. Button received a select party 
at their home and then all went to the 
dance at the hotel. On the next evening 
former State Senator and Mrs. James 
Cannon, intimate friends of the Buttons 
had a number of people at their home. 
The women were taken Tuesday noon 
to a luncheon at the Country Club and 


| later were invited to the home of the 


late John Skelton Williams, who was 
formerly comptroller of the currency 
under President Woodrow Wilson, to 
view some paintings of great worth. 

7 = * 


On Tuesday afternoon the entire com- 
pany was taken in automobiles on a 
sight-seeing trip around Richmond, visit- 
ing the points of historic interest. On 
Wednesday morning early the entire 
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party was taken aboard a boat that had 
been imported for the purpose and went 
on an all-day trip on the James River to 
Jamestown to visit that historic site. 
There was much discussion between 
Commissioner Button on the one hand, 
Mr. Stone and Clarence W. Hobbs, for- 
mer Massachusetts commissioner on the 
other, as to whether Virginia or Massa- 
chusetts took precedence in early histor- 
ic associations. On the last night of the 
convention there was a brilliant affair 
at the Country Club of Virginia. 
* + * 

B. C. Lewis, Jr., secretary of the Vir- 
ginia Fire & Marine, was in charge ot 
local entertainment arrangements. Mr. 
Lewis was on the job early and late. 
He assumed responsibility of guiding 
the machinery and he did his part mag- 
nificently. On every hand he received 
many plaudits for the regularity with 
which he dispatched details. He was 
gracious in his hospitality and looked 
after the guests most generously. 

« * 


The new commissioners present at 
Richmond left a very fine impression. 
It is evident that these men will become 
important factors in the deliberations of 
the commissioners. Such men as Com- 
missioner Livingston of Michigan, Tag- 
gart of Pennsylvania, Lee of Oregon, 
Maloney of Arkansas, Safford of Ohio, 
all appeared to be of superior mold. Un- 
fortunately, Commissioner Freedy of 
Wisconsin, one of the new men, could 
not be present on account of the legis- 
lature being still in session. 

Two commissioners frequently got 
mixed up because of their resemblance 
they being C. D. Benson of Maryland 
and Edward Maxson of New Jersey. 

* * 

When the roll was called by states, 
Superintendent Beha of New Y ork gave 
a list of his department men who were 
that rather staggered those at 
Headed by Chief Deputy H. D. 
one of the old timers of the 
Beha had the main men 
of his organization with him. Commis- 
sioner Button of Virginia stated that 
when the records were compiled for the 
printer, he would put on the list every 
person connected with his department. 


present 
hand. 

Appleton, 
convention, Mr. 


A new man scciien the commission- 
ers’ meeting was R. E. McGinniss, third 
vice-president of the Central Surety of 
Kansas City, who is the head of the 
claim department. 

C. H. Boyer, president of the Twen- 
tieth Century Life of Chicago, and Clif- 
ford Ireland of eanin motored both 
wavs from Chicago to Richmond. 

* * 
Scherr, president of the Inter- 
of Cincinnati, who was 
formerly deputy commissioner in West 
Virginia, was on hand. Mr. Scherr’s 
father, the late A. C. Scherr, was for- 
merly state auditor of West Virginia, 
who was ex-officio insurance commis- 
sioner. P. B. Hartley, general counsel! 
of the Great Western of Des Moines, 
was one of the interested spectators. 
Thomas Waters, the insurance counselor 
and attorney at Des Moines, was on 
hand. He is also a regular that can be 
counted on at the commissioners’ meet- 
ings. The two Wolfe brothers, Gen. S. 
H. and Lee J., eminent actuaries of New 
York City, and Alfred Dawson, also 
a well-known actuary of that city and 


}. W. 


Ocean Casualty 


son of Miles Menander Dawson, attend- 
ed the meeting. J. C. Adderly, president 
of the Ohio Millers Mutual of Colum- 


bus, was on hand. 
* * * 

Vice-President W. L. T. Rogerson of 
the Life Insurance Company of Virginia, 
did the honors for his company and 
proved to be a most genial host. He 
participated in all the social functions 
and was a general favorite. Vice-Presi- 
dent Edward Strudwick, Jr., and Super- 
intendent of Agencies W. H. Harrison 
of the Atlantic Life were representing 
that company and made many friends. 
Both these officials are held in high re- 
Richmond and throughout the 


gard in 
Charles G. Taylor, 


life insurance world. 


THE 


NATION AL UNDE naib RITER 





| USES AND ABUSES OF TELEPHONE IN 
LIFE INSURANCE SELLING METHODS 





Il — — — ——_———_———_—————————— 
‘6 HE Use and Abuse of the Tele- 
phone in Selling Life Insurance” 
was the subject of the interest- 
ing talk recently delivered before the 
educational course of the John C. Mc- 
Namara Organization of the Guardian 
Life in New York City by Mervin L. 
lane, one of the metropolitan managers 
of the Equitable Life of New York. 
Reaction Unfavorable 


“Like everything else that is good, 
began Mr. Lane, “the telephone has 
been shamefully abused not only by liie 
insurance men but by men selling al- 
most every commodity. Many other 
concerns are spending thousands of dol- 
lars every year in telephone calls. Now 
I happen to like to work over the tele- 
phone and if my reaction to receiving 
calls is bad under certain circumstances, 
what must be the reaction of the busy 
man sitting at his desk with his mind 


in addition to those made by life insur- 
ance men. The truth is, a lot of life 
insurance men are telephoning your 
prospects and mine who have no busi- 
ness whatever to make a cold canvass 
on the telephone. Not only is their 
voice against them but, what is more 
important, their inability to speak Eng- 
lish is against them. 


Harder to Make Appointments 


“The result is that it becomes more 
difficult every day for a man who really 
can telephone to make appointments. In 
1922, I brought 18 new men into the 
business. These men with no previous 
experience produced $2,500,000 of busi- 
ness over the telephone their first year. 
At that time we averaged five definite 
interviews out of every 50 calls made. 
Out of every five interviews we landed 
one application, and with 50 percent of 
the applications we got a check. These 
are our figures over a long period of 
time. But today the situation is such 
that it is a case of saying, Try and do 
it over the telephone. On the first of 
January all members of our agency 
stopped doing cold canvassing on the 
telephone. 


Legitimate Telephone Uses 


“As most people listed in a ‘phone 
directory know the telephone cold can- 
vass before it is given, it is avoided. But 
we are using the telephone in connec- 
tion with the oldest and best method of 
prospecting, the endless chain system. 
When we obtain the name of a prospect 
from an old or new policyholder, we 
immediately go after him. But instead 
of making a personal call, we telephone 
and tell him very distinctly we are call- 
ing at the suggestion of his and our 
friend, Mr. So-and-so. This takes away 
at once the impression that we are cold- 
canvassing him as so many others have 


Presidents and 
Atlantic Life, 
extending 


of Life Insurance 
merly vice-president of the 
joined his old associates in 
hospitality to Richmond. 





SUBJECTS OF DISCUSSION 
AT LIFE COUNSEL MEETING 


At the semi-annual 
Association of Life Insurance Counsel 
to be held at the Homestead, Hot 
Springs, Va., May 16-17, the following 
papers will be read: 

Herbert Adam, attorney, Penn Mu- 
tual Life, “Business Insurance for Li- 


quidation Purposes;” Frederic G. Dun- 
ham, attorney, Association of Life In- 
surance Presidents, “The Constitutional 
Aspects of State Resident Agents 
Laws;” Phineas M. Henry, counsel, 
Equitable Life of Iowa, “The Life In- 
surance Law of Iowa”; Eugene J. Mc- 
Givney. general counsel, Pan American 


Life, “When the Policyholder Acknowl- 





Jr., assistant manager of the Association 


edges Receipts of the Premium”; 


” | paid his premiums. 


on his work when he gets all these calls | 


for- | Gec rge 


meeting of the} 


| 


done. The mention of his friend’s name 
| is a valuable part of the telephone can- 
during which we make a definite 
uppointment to go see him. When we 
keep the appointment, he gives us a 
warm reception as Mr. So-and-so’s 
| friend. 


| Vass, 


Keeping Up Premium Payments 


“The telephone is also a good instru- 
ment to jog up the man who has not 
i Some agencies write 
letters and most companies have their 
own follow-up system of two and some- 
times three letters. These might be an- 
noying. <A friendly telephone call is a 
little better and gives a closer tie-up. 
| “In follow-up work much can be done 
with the telephone to save time and 
physical effort. When you go to see 
| the man who told you to see him in 
June, he will probably tell you to see 
him after his vacation. Why waste car- 
fare and time, which is a most valuable 
| asset, in going to see such a procrasti- 
nator when you can accomplish as much 
over the telephone? Take the case of 
the man whose application you have 
written and who had you arrange to 
| send a doctor around on Tuesday morn- 
jing. On Wednesday you discover that 
he refused to be examined. Now what 
happened between the time you saw him 
and the doctor arrived? It is sometimes 
very difficult to find out. If you go 
| back to see him and make it a matter 
|of importance, he may suspect you of 
| too great a selfish interest. We follow 
}up such cases on the ‘phone and get 
| very favorable results. Most frequently 
| the man says he was too busy to see 
|} the doctor and asks you to send him 
| back again. 


Cireularization and the Telephone 


“Wonderiul results can be 
| plished if circulars are used along with 
| the telephone. If you have a good list 
j}and a good circular and tollow up on 
the telephone the people answering your 
| circular, you should get the same very 
good results that several men I know 


are getting. The same system can be 
used on the man who, having applied 
for a policy and kept it a while, re- 


turns it as not wanted. We have some 
member of the agency call and chat 
with him over the ‘phone. The 
man who was turned down does not 
do the telephoning, for it may be that 
the policy was returned because the 
prospect did not like that salesman’s 
personality or his canvass, which he 
perhaps felt pushed him too hard. For 
that reason, the reaction is much better 
if a new voice comes over the wire, 
and we make sure that he knows it is 
not the same man. You have just as 
much advantage on the telephone as in 
the office. In most handle it 
just as we do a personal interview.” 


sales- 


Cases we 





Metro- 
Insur- 


Smith, attorney, 
“Mistakes in Life 


Some Problems En- 


Henry 
politan Life, 


ance Policies and 
countered in Their Correction”: Fran- 
cis J. Wright, assistant counsel, Mid- 


land Mutual Life of Ohio, “Section 9391 


of the General Code of Ohio: The 
Ohio Law of Fraud and Misrepresenta- 
tion.” 
The first business session will open 
at 1:30 p. m., May 16 
W. C. Peck 
The Missouri State Life has estab- 


additional branch office in 
known as the Chicago 
C. Peck has been 


lished an 
Chicago to be 
south side branch. W 
appointed manager. He has been in the 
insurance business since February, 1921, 
and has been one of the big men in the 
company’s organization in Chicago. He 
holds a record of 60 weeks’ 
production. In the last 10 months he 


accom- | 


consecutive | 


has written over $250,000 life insurance | 


alone. 


\ 


May 13, 1927 


CHANGE IN FIELD STAFF 
HAS BEEN _ARROUNCED 


H. B. GENGNAGEL IS PROMOTED 


Manzger of the Travelers Omaha Life 
Branch Made Manager of Three 
Departments in Dallas Office 


H. B. Gengnagel, manager of the 
Omaha branch of the life department o: 
the Travelers, has been appointed man- 
ager of the life, accident and group de- 
partments of the company's Dallas, 





GENGNAGEL 


H. B. 


Tex., branch, it has just been an- 
nounced. His offices will be in the Re- 
public Bank building, Dallas. 

Mr. Gengnagel has been with the 
Travelers for a number of years, serv- 
ing for a time as special agent of the 
company at Des Moines, la. His pro- 
motion to the Dallas branch is the re- 
sult of outstandingly good work done in 
the company’s office and field service. 
INSURANCE IS INVOLVED 

IN MURDER OR SUICIDE 








ST. LOUIS, May 11.—Life insurance 
up to the sum of $315,000 ii not more 
is invo:ived in the murder or suicide ot 
Clifford M. Hicks, a St. Louis lawyer 
whose body was found in a secluded 
spot last week. At the time of his 
death both the state and federal author- 
ities were investigating Hicks’ opera- 
tions. He is said to have had debts 
amounting to $207,000 with only a few 
dollars in cash at the time of his death. 
A few days before his death, Hicks 
claimed to have been robbed of $5,200 
for which he was attempting to collect 
$5,000 in holdup insurance on behalf of 
the St. Louis Finance Company, which 
he operated. 

Hicks had $150,000 in the Interna- 
tional Life, but $25,000 of this amount 
is questioned because the check in pay- 
ment for the last premium due failed to 
clear the bank. He is said to have had 
$175,000 in the National Life of Ver- 
mont and $15,000 in the Prudential. He 
may have had other insurance besides 
this. Just prior to his death he made 
an unsuccessful attempt to secure $100,- 
000 additional life insurance from the 
New York Life and $50,000 from the 
Mutual Life of New York. Investiga- 
tion indicated that he was already car- 
rying more insurance than was justified 
by his financial rating. Just before his 
death he had arranged his affairs in 
anticipation of such an event. He as- 
signed some of his life insurance poli- 
cies to cover very pressing obligations 


Johnson & Krume, who hove been cen- 
eral agents of the Manhattan Life in 
Chicago since March 1, have moved their 
offices in the First National Bank build- 
ing from room 1214 to rooms 1524-27 
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NEW MONTHLY RECORD 
SET BY GUARDIAN LIFE 


514 FIELD MEN PARTICIPATE 





Applications Totaling $13,087,730 Turned 
In by Contestants in Unique 
Golf Tournament 


YORK, May 11.—During the 
conducted in the form 
by the held men 
in honor of Vice- 


Hansen, a new 


NEW 
April campaign 

a golf tournament 
of the Guardian Life 
President T. Louis 
10onthly production record of $13,087,- 
730 was established for the company, 
according tG an announcement made 
ere today. The final showed 
that the tournament was participated in 
by 514 field men who produced 2,550 
applications, each contestant averaging 


scores 


five applications for an average total vol- | 
The aver- | 


ume of $25,462 for the month. 
age amount per application was $5,100. 
he three winners, 
vet announced, will make up a foursome 
with Vice-President Hansen at the 
company’s convention in August at 
Edgewater Beach Hotel, Chicago. 
winners produced 138 applications for a 
total of $438,500, or an average of $3,- 
177 per application. Each produced 
average 
$146,166. 
The Guardian golfers 
43 holes in one, which score 
ited to those who wrote one 
of $100,000 or more or five 
regardiess of amount. On any particular 
hele no less than 140 birdies and 7! 
eagles were turned in by the players 


accounted for 
was cred- 


NEW PUBLICATIONS GIVE 
STATISTICS ON FRATERNALS 
Complete and detailed 

fraternal societies, life 

panies and assessment 

pears in the 1927 editions of 
solidated Chart of Insurance Organiza- 
tions and Statistics Fraternal Societies 
which have come from the press of the 

“Fraternal Monitor,” Rochester, N. Y. 
The Consolidated Chart combines the 

reports of 384 fraternal societies, life 


information on 
insurance com- 
associations ap- 
the Con- 


insurance companies and assessment as- | 


sociations. The insurance in force re- 
ported in the 1927 edition totals $91,- 
100,596,858, divided as follows: Life 


companies, $67,734,722,431; industrial in- 


surance, $12,566,352,692; fraternal soci- 
eties, $10,407,938,011; assessment asso- 
ciations, $391,583,724. The new insur- 
ance written in 1926 by all classes of 


organizations aggregated $16,221,026,- 
S91 

Statistics Fraternal Societies is a vol- 
ume giving detailed information relative 
to practically every fraternal society of 
the United States and Canada. The 
membership and lodges in good stand- 
ing, officers, plans, rates, average age, 
ortalitv, losses paid, increase cle 
crease in membership during 1926, 
imount collected, liabilities, mem- 

5 and insurance benefits 
paid since organization other 
items of pertinent are 
shown. 


assets, 
written, 
and many 
information 


eT 


Another $1,000,000 Policy 


last week 
has been 


Announcement was made 
that $1,000,000 of life insurance 
laced on the life of Clarence Y. Palitz, 
president of the Credit Alliance Cor 
poration of New York. Of the total $750,- 
000 is in a single policy issued by the 
Travelers and the other $250,000 was 
written by a large mutual company. 
Both the policies are on the ordinary 
life plan and each named the corpora- 
tion as beneficiary. The premiums are 
paid by the corporation. The 
was written by Freedorn & Co., brok- 
through the general agency of Her- 
Robinson. 


ers, 
man 
din 


The Victory Life has been licenss 


Virginia 


whose names are not | 
The | 
an | 


of 46 applications for a total of | 


application | 
applications | 


business | 


LIFE 


PRUDENTIA! LEADERS 
IN PRODUCTION LAUDED 


ATTENDANCE AT MEET HEAVY 


Outstanding Prcducers Make Addresses 
on Methods Used in Rolling Up 
Big Volume of Business 


NEWARK, N. J., 
ture of the company 
Prudential held 
alternoon = session 
|} tribute to the “top 
among the ordinary 
| tendents, ant 
dustrial agents and 
1,000 of whom attended the 
ness conterence as delegat es 
President Edward D. Dutheld presided 
at the introducing 30 of these 
leading producers, whom deliv- 
ered a brief address on the selling meth- 
| ods used in establishing his record. The 
other speakers were Alfred Hurrel, vice- 
president and general counsel, and Su- 
perintendent Conrad V. Dykeman of the 
| Long Island City district, dean of the 
Prudential’s field men. The leaders in 
their respective fields during the year 
| follow: 
Ordinary 
York City, 


May 11.—One tea 
convention of the 
last week was the 
devoted to paying 
notchers ol 1926 
managers, superm 
superintendents, in- 


here 


assist 
over 
busi- 


agents, 
annual 


. } 
special 


session, 


each ot 


managers, C. A. Foehl, New 
with a production of approx 
imately $30,000,000; Theodore’ Keer, 
Newark; C. R. Fooshe, St. Louis. Su 
perintendents, D. A. Mason, New York. 
W. J. Walsh, Mahoney City, and J. 
McNamara, Ithaca. Assistant super 
M. Lewis, Wilkes-Barre, 1; 
Z. Vouwie, Detroit, 1; A. L. Ackerman, 
Irvington. Agents, J. V. Lafferty, De- 
troit, 1; J. F. Mendelis, Wilkes-Barre, 


} 


intendents, 


| 1, and R. J. Sutherland, Los Angeles, 5. 

Special agents, W. F. Woods, Shreve- 
port; A. Kakoyannis, New York City, 
and C. H. Hooker, Cincinnati. 


AGENT IMPORTANT AS 
COUNSELLOR TO CLIENT 


‘2. 


of the 


agent in Chicago 
process of con- 


Haas, general 
Travelers, in 
cluding a loss case that well illustrates 
the functi ons of the agent as counsellor 
of his client. The case involves 18 poli- 


is 


cies in the Travelers for a total of ap- 
proximately $90,000. The history of the 
| Case 1s this: 


Seventeen years ago when Mr. Haas 
was on his wedding trip south, he wrote 
a small policy on the life of Ben B. Weil, 
a resident of Pine Bluff, Ark. Between 
then and the time of Mr. Weil’s death an 
addition was made to the total line al- 
most «very year. Last fall the insured 
borrowed almost the full loan value on 
all the policies and permitted them to 
lapse. Ona trip south in January of this 
vear Mr. Haas reinstated the policies by 
having his ccmpany anticipate their next 
year’s loan value. While trying to take 


provisions to the family of his brother, 
marooned by the flood near Pine Bluff, 
Mr. Weil was drowned 

The insured had pal d one-third of the 
premiums on the note system. After his 
death the company, instead of refunding 
the equity. concerned the one-third pay- 
ment as pro rata equity which was suffi- 
cient to buy several months’ extended 
term insurance, and is making full settle- 
ment. 

Mr. Haas states that when he rein- 
stated Mr. Weil's policies, he almost had 


to use force, because the insured seemed 
to feel he was in a way getting some- 
thing for nothing. Mr. Weil was known 
as a very charitable man and was prom- 
nent in business and social circles in 
Pine Bluff. For a number of years he 
was an alderman there 


James Leaves Department 


Ray James, actuary of the Virginia 
insurance department, appointed as- 
| sistant actuary of the Atlantic Life. He 
| was formerly connected with the Life 
| Insurance Company of Virginia and has 
| been in his present position three years. 


is 
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accessul Per ermanency 


WITH AN ASSURED FUTURE 


A very unusual incentive for industry and 

permanency is provided for New York Life 
Agents in the Company’s present agency 
plans which were first adopted many years 
ago. 


Time has proven the wisdom of these plans. 

Many men and women who have stuck 
to the ‘“‘Nylic’’ program for 20 years are now 
assured of a life-income, though some of 
them are still in the prime of life. 


It is noticeable that those who have paid 

the price of hard work throughout the 20 
years now take longer vacations and travel 
more than they formerly did. Yet, the 
great majority, having become accustomed 
to industry and loving the work, continue to 
insure their clients even after 20 to 50 years 
of service. 









Gla tececer 


Thus, they add to their certain life-incomes 

substantial commissions from new busi- 
ness, secure in the knowledge that they are 
protected for life. 
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Is it any wonder that, measured by 
usual standards, Nylic agents are 
industrious, persistent, satisfied 
and happy? 
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New Home Office Building now being 
erected on the site of the famous old 
Mea dison Square Garden 





NEW YORK LIFE INSURANCE COMPANY 
346 BROADWAY, NEW YORK 


DARWIN P. KINGSLEY, President } 
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OPPORTUNITY! 


Desirable Territory Open for General Agencies. 
Liberal Contracts. 


THE CAPITOL LIFE 


Insurance Company 
DENVER, COLORADO 
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ACCIDENT AND HEALTH 
COMPANY TRANSFERRED 


—_——— 


ROCKWOODS SELL INTEREST 





E. B. Middleton and W. A. Orr Get 
Control of the Merchants & Bank- 
ers Casualty of Springfield, Ill. 





SPRINGFIELD, ILL., May 11.— 
President G. C. Rockwood of the Mer- 
chants & Bankers Casualty of this city, 
writing health and accident insurance, 
announces that he and his associates 
have retired from the health and acci- 
dent field. The company has elected 
E. B. Middleton as president. For a 
number of years he was connected with 
the Inter-Ocean Casualty and was presi- 
dent of the Lincoln Mutual Casualty of 
this city. W. A. Orr, the new secre- 
tary and treasurer of the Merchants 

Bester, was formerly the secretary 
- the Lincoln Mutual Casualty and was 
also secretary of the Inter-Ocean Cas- 
ualty. The Lincoln Mutual Casualty re- 
cently merged with the Merchants & 
Bankers Casualty. 

The Merchants & Bankers was ex- 
amined by the Illinois department as 
of Feb. 1, showing total assets $24,700. 
President Rockwood states that the rea- 
son for him and his brother retiring 
from the accident field is due to the fact 
that they desire to give all of their time 
to the Continental Auto Insurance As- 
sociation and the automobile finance 
business in which they are interested. 





INDUSTRIAL LINES AFFECTED 





Insurance Agents and Policyholders 
Are Great Sufferers on Account of 
Flood Conditions 





The flood conditions along the Mis- 
sissippi river and its tributaries have 
greatly affected industrial life, accident 
and health business. In many cases the 
agents themselves have had their homes 
wiped out and thelr piaces of business 
flooded. Their policyholders have been 
scattered to the four winds. Perhaps 
60 percent of the people affected are 
colored folks who patronize industrial 
companies freely. Companies have been 
unable to get in touch with their agents 
in the flooded sections, but they realize 
that the catastrophe has greatly cur- 
tailed business because they were get- 
ting no returns from these devastated 
regions. Companies operating in these 
districts have as yet had but few claims 
presented. It is not thought that there 
have been many injuries nor have there 
been many deaths. 


Gem City Shows Progress 


The Gem City Life of Dayton has 
issued a statement to policyholders on 
its operations for the first three months 
of 1927 showing fine progress for this 
company. The insurance in force has 
increased $400,000, whereas in the first 
three months of last year there was an 
actual decrease, although the business 
for the year showed an increase of $3,- 
250,000. The increase in insurance in 
force for 12 months ending March 31, 
1927, has been more than $4,000,000, the 
increase in assets more than $200,000 
and in surplus, $24,000. The company 
believes that by the end of the year 
it will have $25,000,000 of insurance in 
force and assets of more than $1,500,000. 
The capital stock is $200,000 and the 
net surplus, $65,791. In 10 years the 
company has grown in insurance-in- 
force from $2,037,804 to $20,084,488 and 
in assets from $182,695 to $1,306,072. 


Atlantic Life Appointment 


Appointment of J. G. Childrey as as- 
sistant to Robert G. Richards, agency 
secretary of the Atlantic Life, is an- 
nounced. Mr. Childrey, formerly en- 
gaged in another line of work, has just 
entered on his new duties. 

















| OLD TIMES IN CINCINNATI WHEN 
J. E. TAYLOR ENTERED INSURANCE WORK 





J 





OT long ago the general agency of- 

fice of the John Hancock Mutual 

Life at Cincinnati was moved from 
the Neave to the Keith Theatre build- 
ing in the quarters formerly some 
by the State Mutual, and W. J. Acker- 
man, manager, formerly supervisor of 
agencies in the Cleveland agency, has 
started to build an enlarged agency 
force, while J. E. Taylor, former gen- 
eral agent and one of the three oldest 
life insurance men in Cincinnati as well 
as one of the first 10 subscribers of THE 
NATIONAL UNDERWRITER, settles back 
upon a comfortable renewal account, to 
say nothing of some personal accumu- 
lations which he has made during his 
period of 40 years of success in life 
insurance work, 


Had Long Experience 


Forty years ago Mr. Taylor joined the 
forces of Vanuxem, Haynes & Sand- 
berg, general managers of the New 
York Life for Pennsylvania, Ohio, In- 
diana and Kentucky, with offices in 
Philadelphia and Cincinnati. This was 
one of the famous firms in the early 
history of life insurance and when Mr. 
Vanuxem retired from the business it is 
reported that his renewals brought him 
an amount well up into six figures, paid 
him by the company. Mr. Vanuxem was 
one of the striking figures of the early 
days. He spent money like a prince, 
and looked the part. He opened an 
office in Cincinnati for the firm of Cross 
& Maddux, general agents, and paid 
them $10,000 a year salary each. Capt. 
A. H. Maddux had been head of the 
gas company and Mr. Cross afterwards 
became the founder of the Columbia 
Life of which his son, Sumner M. Cross, 
is now president. 


Went to John Hancock 


Vanuxem, Haynes & Sandberg opened 
their office in Cincinnati on Fourth 
street, where the Mullane candy store 
is now located, and afterwards moved 
across the street to the Mitchell build- 
ing. Mr. Taylor remained with the New 
York Life as a solicitor for a year and 
a half, then went with the Phoenix Mu- 
tual. For 36 years he has been the 
general agent of the John Hancock Mu- 
tual, having gone with that company 
under the veteran J. C. Campbell, now 
retired and one of the few millionaires 
that the life insurance agency business 
has produced. Mr. Campbell was a 
great manager and a great money maker 
and not only built up a splendid busi- 
ness for the John Hancock in Ohio and 
West Virginia, but furnished a number 
of the well-known general agents of 
the company, including W. S. Stimmel 
of Pittsburgh and J. T. Stimmel of St. 
Paul, brothers; Ernest J. Clark of Bal- 
timore, Charles L. Vieman of Detroit 
and E. E. Flickinger of Indianapolis, all 
stalwarts in the agency forces of the 
company. 

Striking Characters Found 


Forty years ago agency work was 
peopled with striking characters and in- 
teresting personalities. In a city the 
size of Cincinnati there were only 40 
or 50 agents making their full living 
out of the business. In Cincinnati, the 
man with the most interesting person- 
ality next to that of Mr. Vanuxem was 
probably Max Goldfinger of the Mutual 
Life. Mr. Goldfinger was a fine dresser 
and always wore a dark ox-blood neck 
tie with a big diamond in the center. 
He was the best dressed man in the 
business outside of Mr. Vanuxem him- 
self. He wrote chiefly in the wholesale 
district and made a specialty of large 
policies, as high as $100,000 each. When 
he wrote S. C. Tatem, a business man 
of rather advanced age, for $100,000, the 
agents of the town stood aghast. 


Promised Great Returns 


The policy that attracted Mr. Tatem 
was one with return premiums, that is 





if death occurred within a certain pe- 
riod all the premiums paid were re- 
turned in addition to the face amount. 
Of course, there was an extra premium 
charge, but this did not seem to make 
much difference. It was in the days of 
tontine estimates and estimates of large 
returns were printed right in the rate 
book showing what could be expected 
at the end of 10, 15 or 20-year tontine 
periods. Mr. Vanuxem himself never 
wrote any personal business but Mr. 
Goldfinger and other high pressure 
writers of the day would drive out to 
some manufacturer’s plant behind a 
spanking team of horses, with a colored 
driver up on the top seat. 


Selling Evils Flourished 


Salesmanship was conducted with a 
flourish, and an impressive personality 
counted for much. Most of the large 
business was written on rebate and with 
notes for one or two years. As high 
as 90 percent and even 100 percent was 
paid for business to the “star” men. 
There were more lapses on the business 
in those days because insurance was 
not so well understood. Not so much 
regard for the rights of agents was 
shown then as now. Commissions of 
the ordinary agents did not run much 
higher then than they do now and the 
renewals were 5 percent, only in case 
the agent wrote as much as $100,000 
each year, which was a pretty good busi- 
ness. These renewals continued only 
during service with the company. Of 
course, many renewals reverted to the 
general agent and when the New York 
Life and some other companies bought 
out their general agents’ renewals they 
paid them handsome sums to get rid of 
expensive contracts. 


Objected to Substitution 


Mr. Taylor had a disagreement with 
the Vanuxem agency and went over to 
the Mutual Benefit, a little later to the 
Phoenix Mutual. The Phoenix was 
managed in Cincinnati at that time by 
George F. Du Utassey, an Austrian. 
When Mr. Taylor went over to Cov- 
ington, Ky., and wrote a $20,000 policy, 
the largest case he had yet written, 
there was general jubilation in the 
Phoenix office. Mr. Du Utassey, how- 
ever, erased Mr. Taylor’s name from the 
application and inserted his own. When 
confronted with this, he explained that 
it was such a nice case he would like 
to have his own name on the applica- 
tion. Mr. Taylor naturally protested 
and after this happened in two or three 
more cases he resigned and applied to 
the John Hancock for the Cincinnati 
agency, which had not before been rep- 
resented in Cincinnati. He has now 
rounded out 36 years as general agent 
in Cincinnati. 

Volume Was Small 


Forty years ago there were only a 
few companies doing a _ considerable 
amount of business in Cincinnati. Mr. 
Taylor remembers especially Collin 
ay | Jr, eneral agent of the Aetna; 

Brueh! of the Home, E. W. 
Tewrcll - the Union Central, George 
Bassett of the Equitable, J. W. Iredell 
of the Penn Mutual, Robert Simpson of 
the Mutual Benefit, Charles E. Logan 
of the Connecticut Mutual and M. J. 
and William Mack of the Northwestern 
Mutual. William Mack was the father 
of the present general agent, Millard 
W. Mack. The largest agencies did not 
have more than 10 or 12 men and usually 
the force consisted of the general agent 
and two or three agents. L. B. Dierkes, 
the present agency director of the New 
York Life, started in as a boy in the 
office of Cross & Maddux. Archibald 
C. Haynes, a partner in the New York 
Life firm, afterwards became a _ well- 
known manager of the Equitable Life 
in New York City. The Mutual Life 
was in charge of L. C. Lawton & Son 





~] | MANY ASSOCIATIONS OF 


EMPLOYES ARE AFFECTED 


COME UNDER REVENUE LAW 
Mutual Benefit Associations Not on 
Lodge System Must Pay the 
Regular Income Tax 





A number of large concerns operate 
mutual benefit associations for the bene- 
fit of the workers. In most of these 
cases the employes contribute the pre- 
mium in whole or in part. The income 
tax division of the Internal Revenue 
Bureau has ruled that these associa- 
tions are in the same category as com- 
mercial life companies and are subject 
therefore to the federal income tax. 
They are required to report their in- 
come from interest, dividends and rent. 
They are only allowed the deductions to 
which a life company is entitled. 


Phoenix Mutual Case 


The Phoenix Mutual Benefit is the 
particular concern on which the decision 
centers. It was organized a number of 
years ago for the office employes of the 
Phoenix Mutual Life. Under the plan 
the members are entitled to draw a pen- 
sion on retirement and also are given 
certain sickness and death benefits. To 
provide for these benefits, employes 
contribute a certain percentage of their 
salary. The company makes additional 
contributions. Albert H. Yost, counsel 
for the Phoenix Mutual Life, stated that 
exemption is denied under the revenue 
law, because associations of this char- 
acter are not organized as a fraternal 
society operating under a lodge system. 





of Cleveland, and Mr. Goldfinger was 
their local representative. 


Has 1885 Rate Book 


Mr. Taylor still has in his possession 
a New York Life rate book of the issue 
of Jan. 1, 1885, 42 years ago. Morris 
Franklin was president and William H. 
Beers, vice-president and actuary. Theo- 
dore M. Banta was cashier and D. 
O'Dell, superintendent of agents. Rates 
on 17 policies were shown, of the ordi- 
nary life, limited payment and endow- 
ment forms. At age 35 the ordinary 
premium was $26.38, the cash value at 
the end of the 20-year tontine period 
$685 and the estimated surplus $390.25. 
At that time the laws of the state of 
New York required that the company 
reserve upon the American 4% percent 
table, but the company actually re- 
served on the American 4 percent 
table inasmuch as a number of states 
required this basis. On the 20-payment 
life policy at age 35 the premium was 
$34.08 and the tontine surplus, $384.35. 
On the 20-year endowment plan the 
premium was $49.79 and the estimated 
surplus $612 at the end of the 20-year 
tontine period. 

The rate book contains a section de- 
voted to estimated results of “non-for- 
feiting tontine policies, with limited pre- 
mium return.” At age 35 the policy 
made this showing: Premium, $29.67; 
total premiums paid during the 20-year 
tontine period, $593.40; cash value at end 
of period, $685; surplus, $390. There 
were also illustrations of “non-forfeit- 
ing tontine limited endowments.” 





Abolished by Armstrong Investigation 


Mr. Taylor matured quite a number 
of these tontine policies written dur- 
ing the early period of his life insur- 
ance experience and says that most 
people were satisfied with the tontine re- 
sults, although they did not usually 
come up to the estimates printed in 
the rate book. With the John Han- 
cock he was through with tontine esti- 
mates as the Massachusetts companies 
did not write tontine policies. These 
were done away with by all companies 
operating in New York at the time of 
the Armstrong investigation in 1907. 
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| LIFE AGENTS AND LEGAL PROBLEMS 


Address Delivered Before Northern Association of California Life Underwriters | 
in San Francisco 


BY FRANCIS V. KEESLING 


J 


Vice-President, West Coast Life 


HE desirability of a simple, readily 
"T anderstandable life insurance policy 

contract has ever had the serious 
attention of thoughtful home office coun- 
sel, but they have been baffled in their 
efforts to simplify by the requirements 
of the comprehensive insurance cover- 
age. 

Some advances in the process of evo- 
lution from a simple agreement to pay 
at death, when the main purpose was 
to provide for decent burial, also mark- 
ing the transition from simplicity to 
complexity, are: provision for cash sur- 
render and non-forfeiture values, loan 
values, term insurance in case of loans, 
incontestability, annuity options, total 
and permanent disability benefits and 
optional methods of settlement. 


Policy Requires Study 


Insurance executives and counsel have 
been concerned with the necessity of 
simplicity, in justice to the applicant for 
insurance, who should have a document 
that a man of reasonable intelligence 
could understand in reading it. Progress 
has been made within the limits of the 
requirements of accurately stating the 
contract, but the life insurance policy of 
the present day continues to be a docu- 
ment requiring some study even on the 
part of those above the average of in- 
telligence. 

Agent’s Legal Relationship 


This fact has influenced the decisions 
of the courts in cases involving misrep- 
resentation and other fraud. 

The conduct of the agent has an im- 
portant bearing. Long ago it was an 
nounced that “the powers of agents of 
insurance companies are governed by 
the general law of agency and such an 
agent possesses such powers only as 
have been conferred by his principal.” 

What is the rule as applied where an 
insurance company and its agent are in- 
volved? If an agent is told of a physi- 
cal defect and decides for the applicant 
that his trouble is immaterial and writes 
an answer into an application in con 
formity with his advice, it the rule 
in many states that the company will 
be estopped from making defense in the 
absence of fraud or bad faith on the 
part of the insured. For instance, an ap- 
plicant told an agent at the time he was 
making the application that he occasion- 
ally had “swimming in the head.” The 
agent told him that this trouble was 
immaterial and that he could truthfully 
answer the question “No.” The com- 
pany was estopped from making defense 


is 


Responsibility on Agent 


reasoning for not follow 
usually applicable 
“It is notorious that contracts 
are, on the part of the as- 
into without the advice 

chiefly upon the rep- 
resentation of the agent of the insurer. 
Such agent is looked upon as the ac 
credited agent of the company, in whom 
it has confidence, and holds out as 
worthy of the conlidence of its patrons 
Furthermore, the assumption is perfectly 
natural that he knows just what infor 
mation his principal desires and in what 
language it may be best expressed, and 
human nature must be far different from 
what it now before the average ap- 
plicant for insurance can be taught that 
must be deaf to the representations 
of the agent while he sharpens his com- 
prehension and applies it to the careful 
scrutiny of the insurance stationery. 
which, even without the suggestion of 
the agent, it is impossible for him to 


the 
rules 


Here is 
ing the 
agency: 
of insurance 
sured, entered 
of counsel, and 


1s 


he 


regard as other than a ‘mere matter of 
form.’” 
Challenge to Agent 
The agent must rise to his responsi- 
bility or he will be eliminated. 


becomes evident in a 


Malfeasance 





to | 


| 
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short time as his selections against the 
company become claims. 

The tremendous pull to effect an in- 
surance contract should not be permitted 
to outweigh the requirements of sound 
practice. 

The misconduct of 
so marked in some 
uninformed man “up a tree” has believed 
the insurance company guilty of the 
selection of agents and examiners who 
would pass applicants merely tor the 
purpose of increasing business in force. 
The mere statement of such a thought 
should dispel it because of its absurdity. 


agents has been 
instances that the 


No Longer Order-Taker 


In the business world merchants have 


long distinguished between the “order- 
taker” and the “salesman.” The one 
is qualified, efficient and industrious; the 
other is unqualified and inefficient. It 
seems absurd to say that every salesman 
should have some knowledge of the 


goods he offers for sale. To obtain the 
knowledge of the goods offered for sale 
by the insurance agent requires intel- 
ligence and studious application. That 
not all. He must, if properly qual- 
ified, have a knowledge of the require- 
ments of his customer. He must prop- 
erly insure the applicant. It requires 
some capacity to determine whether 
term, straight life, limited payment life, 


1s 


|or endowment insurance will fit or will 


satisfy, and it requires more capacity 
to determine and advise concerning 
other features of life insurance. 

The average insurance writer, as 
evident from the average amount of the 
life insurance policy, ranging approx- 


Is 


| imately from $2,500 to $3,000, is engaged 


known as small bus- 
iness. Placing of such insurance re- 
quires fundamental knowledge It is 
the producer of large business that is 
with the 


in writing what is 


more frequently concerned 

more or less intricate problems of taxa- 
tion and installment payments. Every 
agent, however, who is worth while, is 
ambitious to become a large producer 
and a producer of large business. Un- 
fortunately some, who scorn the small 
business, mistake an inherent lack of 


application for real ambition. The agent 
of real purpose should be guided by 
common sense requirement of being 
prepared. 
Legal Phase Important 

The puzzling problem of the law of 
community property in California 
matter of interest even to the small pol- 
icy holder.* All property acquired by 
the husband or the wife before marriage 
and that afterwards acquired by giit, 
bequest, devise or descent, with the 
rents, issues and profits of such prop- 
erty, the separate property each. 
All other property acquired after mar- 
riage by either husband or wife or both, 
including real and personal property, 
is community property. The relation of 


is a 


1s ot 


this law to life insurance was not ap- 
preciated until an interpretation § of 
its application was announced by 
the Supreme Court of this State 
It is the law, if the premiums 
for the insurance are paid from the 


community property, that the surviving 
spouse is entitled to one-half of the pro- 


ceeds of insurance on the life of the 
other spouse, notwithstanding that 
someone else has been designated as 
beneficiary. That someone else may be 
a child. That the intentions of the 
insured may be fulfilled, he should at 
least be warned of the effect of this 
law. More technical questions pro 
pounded will be answered by the legal 
department of the company, and_ in 


many cases, where the insured can afford 
it. no doubt he will seek the advice of 
his own counsel in confirmation. The 
agent should not attempt advice on tech- 
nical legal problems. 

The agent must have some knowledge 
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| of the effect of taxes, including federal 
| estate and inheritance taxes, on the pro- 
| ceeds of insurance policies. For this 
| purpose most home offices have pro- 
| vided accurate information. 

| The requirements of insurance are 
not always satisfied by the contract for 
the payment of proceeds in a single 
‘sum. Provision has been made in pol- 
icies for some time for simple optional 
settlements at the election of the in- 
sured, but the importance of protecting 
the proceeds of the policy has met with 
response by the provision for more am- 
ple control in the disposition of the pro- 
| ceeds. 


In face of the long-standing device 
of spendthrift trusts for protection o 
not only the unfortunate but also the 


| uninformed and inexperienced, the awak- 
|}ening to protection against dissipation 
| of insurance funds has been rather be 
| lated. 

Contracts Provide Settlement 


insurance contract 
be made for the 


| Now, 
such provision 
| disbursement of proceeds as to satisfy 
| any reasonable requirement. You recog- 
| nize this feature in the optional settle- 
| 
| 
| 


however, by 
may 


ments which may be selected by the 
insured, or, under certain conditions, by 
the beneficiary. 

Such distribution made after the pol- 
icy shall have become a claim pursuant 
to the terms of the policy or upon sur- 
render of the policy and the issuance 
of another document, be it called what 
it may, fulfills the same purpose. There 
|}are some limitations which have been 
generally recognized by insurance execu- 
taken 


| tives. Precaution has been to 
| avoid intricate and complex specifica- 
tions. 


The purpose of the insurance contract 
is a direct obligation for the disburse- 
| ment of money in a certain manner sup- 


ported by all the assets of the com- 
pany. Care has also been exercised to 
avoid any responsibility which requires 


discretionary action on the part of the 
company. 


Istate Protection Basic 


Where a requirement 
indicates the necessity of 
action, the transaction then enters the 
realm of the trust company and for 
that purpose the assured should be ad 
vised that the proceeds should be paid 
to a trust company and that he should, 
with advice of counsel, prepare the trust 
agreement under which the trust fund, 
shall be administered. The insured 
| should make such disposition only with 
the advice of counsel and representa 
tives of a trust company. 

The importance of protecting agains: 
the dissipation of insurance proceeds 
applies with equal force to small and 
large amounts of insurance. However, 
this feature should not be universally 
recommended. It would be unfortunat: 
if the selection of any installment plan 
disregarded the immediate requirements 


the insured 
discretionary 


of 


of the ones to be protected, such as 
payment of indebtedness, funeral ex- 
} penses and expenses of last illness, or 


the installment should be inadequate to 
fulfill the intentions of the insured. 


Agent Is Counselor 
There are other problems’ which 
should receive consideration. For 


good reason there is general antagonism 
to trusts and accumulations. We rec- 
ognize the virtue of protecting the spend- 
thrift, the incompetent and the inex- 
perienced. Nevertheless, too frequently 
paternal ancestors are inclined to dis- 
count the ability of their descendants 
Whenever there is any possibility of a 
; descendant functioning independently 
that should be protected. The vice of 
paternalism is its weakening effect on 
the individual. 

The agent must decide whether to 
advise for or against selection of install- 
ment payments 

This precautionary advice 
' ently indicative of the necessity of legal 
}advice on technical questions. It is 
| some accomplishment to know when to 
call the doctor. 


suffici- 


1s 








INVESTMENT PROBLEMS 
SUBJECT OF COMMENT 


Recent Missouri Regulatory Leg- 
islation Draws Attention 
to Subject 


NEW YORK LAWS PRAISED 


Rural Real Estate Is Becoming More 
Unprofitable Field Due to Dis- 
astrous Situation of Farmer 


NEW YORK, May 11. In com- 
ment upon the recent legislative enact- 
ment in Missouri liberalizing the laws 


governing investments of life companies 


in that state, chief finance officers oi 
several of the largest companies here 
agreed in their opinion that the New 


York statutes on the subject, while not 


ideal, are reasonable and liberal and in 


practice work quite as well as could be 
expected of any more or less arbitrary 
set of rules laid down to provide almost 
absolute safety and security of tunds 
without the sacrifice of a fairly high in- 


terest return. 
New Missouri Legislation 


The new Missouri act enables do- 
mestic companies to invest in bonds of 
any corporation that has not defaulted 
on either interest or capital payments 
during the preceding five-year period 
and, with the insurance commissioner's 
approval, in bonds of foreign companies, 
states or political subdivisions thereoti. 
An act was defeated which would have 
increased the limit on real estate mort- 
gages from 50 to ot the 
value of the property secur loan 


66'3 percent 


ing the 
Situation in New York 

By New York statutes companies are 

allowed to make loans on real estate un 

to a point where the value of the prop- 

erty remains 50 percent greater than the 


loan, which means that the companies 
can make loans up to 66 2-3 percent ot! 
the real estate value securing the loan. 
Stocks have been forbidden since the 
passage of the Armstrong laws in 1907. 
As for bonds, the law forbids the pur 
chase of bonds issued by foreign coun- 
tries and restricts investment in the 
bonds of domestic companies to thos¢ 
in which less than 33 1-3 percent ot 
the collateral security consists of shares 
of stock. 
Suggested Changes 

All in all, these statutes have worked 
well and stood the test of time, hav- 
ing remained in practically their 
present form for more than 20 years, 
but the provision relating to the max- 
imum of 33 1-3 percent of collateral se- 
curity in the form of stocks might be 
changed to remove a curious anomaly 


Under the present law a bond may be 


legal when issued but may become il- 
legal by an increase in the value of the 
stock collateral, the actual property se- 
curing the bond remaining the same. In 
other words, a bond may become il- 
legal because the security improves in 
value. It has been suggested that this 


situation might be remedied 
by permitting investments in bonds, 
two-thirds the value of which consists 
of property, regardless of the value of 
the stock collateral. One company re- 
cently had to turn down an exceptional 
issue of $1,000,000 because it technically 
violated the present stock collateral pro 
vision. Not long ago New York mad 
bankers’ acceptances, which are some 
what analogous to unsecured debe ntures, 
legal investments for the life companies 

Under certain circumstances and strict 
supervision New Jersey and other con- 

(CONTINUED ON NEXT PAGE) 


anomalous 
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ARGUMENTS. FOR ADOPTION OF NEWER 
MORTALITY TABLE ARE SET FORTH | 


___ === 


By 8. C, 


Actuary Lincoln 


N 1911 the National Convention of In- 
surance Commissioners asked that the 
Actuarial Society of America turn its 

attention to the construction of new 
mortality table covering the general ex- 
perience of the companies among normal 
lives in order that a comparison might 
be made between modern mortality sta- 
tistics and those expressed by the 
American Experience table of mortality 
upon which present insurance calcula- 
tions are based. At that time the Ac- 
tuarial neuen was — in the med- 


INVESTMENT (T PROBLEMS 
SUBJECT OF COMMENT 


(CONT’D FROM PRECEDING PAGE) 
servative states allow life companies to 
invest in sound and seasoned stock, and 
while there is only occasional talk here 
of a desire to see such stocks made legal 
investments, there are other securities 
in the form of corporate obligations un- 
secured by mortgage, which are entitled 
to confidence and classification as con- 
servative investments. “If it is a ques- 
tion of definition,” as Vice-President 
Frederick H. Ecker of the Metropoli- 
tan Life has said, “there should be no 
difficulty in framing restrictions such 
as those based on earning power or divi- 
dend record over a period of years 
which would admit such securities to 
the class available for life insurance 
funds without in the slightest degree 
lowering the standard contemplated in 
the present New York law.” 

Broader Investment Field Desirable 


While there is no pressing need for 
expanding the field in which life com- 
panies can invest their funds, conditions 
today indicate the possibility that in the 
more or less immediate future the com- 
panies might find a larger range desir- 
able. Even in these days of relatively 
great activity and prosperity money is 
going begging. The money supply so 
far exceeds the money demand that ev- 
ery good issue is almost instantly gob- 
bled up, and in the competition of money 
for investment, interest rates already 
show a tendency to decline. Bonds is- 
sued five or six years ago at 5% or 


6 percent by many corporations are be- | 


ing recalled in large numbers and re- 
placed with issues yielding only 4 or 
414 percent. If life companies are to 
maintain anything like their present high 
interest earnings, they will probably 
have to be allowed to buy sound and 
safe securities somewhat outside the 
regular market where the glut of cap- 
ital seeking investment is forcing and 


will probably continue to force down in- | 


terest returns for some time to come. 
Farm Situation Deplocable 


Already the companies have been vir- 
tually forced out of one field of invest- 
ment by declining interest rates. So 
far as they are concerned, municipal is- 
sues are now in the luxury class. They 
can not afford to buy them because their 
price is so high that their interest yield 
is far below the average they can still 
obtain in other fields Public utility 
bonds they are also beginning to find 
too expensive. Every year more of their 


funds are going into real estate mort- 
gages, which present financial prob- 
lems of their own. City real estate con 


tinues to hold up pretty well. Rural 
properties, however, far from improving, 
are in fact getting worse The farmers 
are fighting in the last ditch, the weaker 
having already succumbed or being on 
the point of doing so. It is the opinion 
of at least one 
the end of 1927 the companies will have 
more farm lands on their hands, due to 
the necessity of foreclosing, than at any 
previous time in their history. 


financial officer that at | 


KATTELL 


National Life 


ico-actuarial mortality investigation and 
could not undertake the work requested 
by the insurance commissioners 


Joint Investigation Made 


In 1914 the National Convention of 
Insurance Commissioners again re- 
quested the Actuarial Society to compile 
a new table of mortality at its earliest 
convenience. As a result of this request, 
committees were appointed by the Ac- 
tuarial Society of America, the American 
Institute of Actuaries and the National 
Convention of Insurance Commissioners 
to confer upon this matter. The 
was the American-Canadian 
investigation, from which the American 
Men table of mortality was compiled. 
This table is based on the experiences of 
the American life insurance companies 
during the years 1900 to 1915. In order 
that the large companies might not pre- 
sent a preponderating amount of the ex- 
perience, a plan was used whereby the 
larger the company, the smaller would 
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GENERAL AGENTS 


lf You Are Looking For A PERMANENT 
With A PROGRESSIVE Company 
Write The Home Office For Your C« py 
Of The March Issue Of The SHIELD 
Publication Will Give You An Idea of The 


pany’s Growth And Accomplishments 
Since Its Organization 


Connection 


rhis Com- 


lf This Appeals To You, Our General Agency Contract 
For Openings In Ohio, Indiana, Illinois, Kentucky, 
Pennsylvania, West Virginia, Tennessee, Louisiana and 
District of Columbia 


WILL SELL iTSELF 


THE FEDERAL UNION 
LIFE INSURANCE COMPANY 


4 East Ninth Street, Cincinnati 
FRANK M. PETERS, President and General Manager of Agencies 























his death. 





Home Office, Washington, D. C. 


Standing Alone! 


CACIA stands alone in agency contracts. It offers 
outstanding men a contract that is really dif- 
ferent. 


ACACIA’S unique monthly income contract provides a 
continuous monthly income based on the amount of 
business you place and keep in force and NOT on the 
renewal premiums paid. This income increases as your 
business increases and will never reach a peak and de- 
cline as under the usual renewal contract. 
pension to the agent in his old age and to his family at 


It provides a 


You are free to sell your prospect the type of policy best 


fitted to his needs because the renewal income is based 
on volume of business in force and not on amount of 
renewal premiums collected. 


ACACIA agents produced during March, 
million dollars of business, an average production per 
agent of $32,054 in one month. 
never excelled by any similar organization, is ample 
proof of the opportunity ACACIA offers select men. 


1927 ten 


This wonderful record, 


We invite correspondence with men not under contract. 


Wm. Montgomery, President 
Founded 1869 
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our Sales Promotion De- 
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1. Non-Medical 
Salary Savings 
. Monthly Premium 


Female Insurance 
Participating 
Non-Participating 
. Sub-Standard 
. Health-Accident | 


Payor Insurance 


also—that our Home Of- 
fice cooperation can’t be | 
beat, so we will just pass 


Some Territory 


is available in the states 
of Illinois, 
Michigan, 
Ohio, for General Agents 
who want to make money. 


ABRAHAM LINCOLN LIFE 


INSURANCE COMPANY | 


(Formerly Mutual Life of Illinois) 


Home Office 


Vice-President and Agency Director 


Abraham Lincoln Life Insurance Co., 


Kindly send 
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be the percentage of its data to be con- 


tributed. 
Comparison Is Made 


It is quite interesting to compare the 
relative death rates per 1,000 lives by the 
American Men table and the American 
Experience table at the various ages. 
The following is such a comparison: 


Ameri- 

Ameri- can 
can Experi- 

Age Men ence 
DP ear ened ea eeneodne bees 3.46 7.63 
a 06 0005000060660000668 3.92 7.80 
a ébadeledeetsbneannbenke 4.31 8.06 
TCO Ree RAE ORCKD AEH Oe NS 4.46 8.43 
DP iee-6e06eeeeeeeeeuonss 4.78 8.95 
Oe xéeneeserseseceoeneces 5.84 9.79 
OP ceeeseeeesusveosseewe 7.94 11.16 
at teetepedeareeantireken 11.58 13.78 
DD avs sedetsan ade coaweews 17.47 18.57 
Te 60s 6es60e0esenesene 26.68 26.69 
DP etseeeeecessseceevens 40.66 40.13 
Tt pte tkantutss steak anes 61.47 61.99 
we bdeeneeeeneseeseseese 91.94 94.37 
It will be noted from the above table 
that the death rate per 1,000 is very 


much less according to the more mod- 
ern table of mortality at the younger 
ages and about the same as the older 
table at the more advanced ages. 

Effect on Net Premiums 


In dealing with the new mortality 
table from the standpoint of the insuring 
public, the most interesting comparison 
which can be made is that of the net 
premium rates produced by the old and 
the new tables. We are herewith ap- 
pending a table showing a comparison 


| of these premium rates according to the 


American Men Ultimate 3% percent and 
American Experience 3% percent Mor- 
tality tables on the three principal plans 
of insurance, namely, whole life, 20 pay- 
ment life and 20 year endowment: 
Whole Life 20- mar 5 Life 20-Yr. Bnd. 


Am. Am. im. Am. am. Am. 
Age Men Exp. xD. Exp 
15... $9.28 $12.20 $1612 $19 3 $36.42 $38.73 
20... 10.72 13.48 16.96 20.72 36.63 38.90 
25... 12.48 15.10 19.05 22.53 36.82 39.14 
30... 14.74 17.19 21.54 24.71 37.16 39.51 
35... 17.74 19.91 24.68 27.40 37.92 40.12 
40... 21.75 23.50 28.64 30.75 39.36 41.18 
45... 27.08 28.35 33.63 35.07 41.81 43.08 
50... 34.15 34.99 40.00 40.82 45.79 46.46 
55... 43.58 44.13 48.34 48.70 52.03 52.21 
60 56.23 56.83 gt soos 61.65 61.65 
65... 73.31 74.65 07 76.17 76.72 
70... 96.48 99.84 a7. 31 100.11 97.60 100.21 
Based on Modern Statistics 

The same trend is noted in the net 
premium rates that was found in the 
death rates per 1,000. The layman in 
looking’ at the above comparison is 
likely to conclude, because of the fact 


that the American Experience table is 
our legal standard, that present insur- 
ance premium rates are much too high. 
In general, this is not true because pre- 
mium rates are in reality based upon 
modern mortality statistics in spite of 
the obsolete legal standard. It is prob- 
ably true, however, that younger insured 
lives are charged more than an equitable 
rate, with the reverse true at the older 
ages. 
Misconception as to Reserves 


It has been the popular conception 
that the use of a mortality table giving 
lower premium rates would result in 
lower reserves to be held by the insur- 
ance companies. This, however, does 
not necessarily follow. In fact this state- 
ment is thoroughly controverted by a 
comparison of the reserves under the 
American Men Table of mortality and 
the American Experience. Although 
the net premiums, from which the re- 
serves are derived, are considerably less 
under the American Men Table, never- 
theless when all plans of insurance are 
taken into consideration, it has been 
found that the aggregate reserves pro- 
duced by this table are somewhat 
greater than those produced by the 
American Experience table, using the 
same rate of interest in both cases. The 
reserves under life insurance contracts 
are of importance to the insuring public 
because it is upon these reserves that 
the public must rely for the safety of 
insurance, and because of the fact that 
the guaranteed values given in the in- 
surance contract are based upon these 


reserves. 

As has already been suggested, the ef- 
fect of the adoption of the American 
Men 


Ultimate table of mortality as a 








—= 








legal standard, 
public is concerned, should be a read- 
justment of premium rates as between 
the younger and the older insuring ages 
and possibly a slight increase in_ the 
guaranteed values in the policy. Also, 
the effect of such a change in the valua- 
tion standard upon the insurance com- 
panies would be a very beneficial one. 
They are now considerably handicapped 
by being compelled to furnish their sta- 
tistics in terms of an obsolete mortality 
standard and attempting to interpret 
them in terms of modern conditions. 
This leads to much extra work in the 
insurance offices, much misunderstand- 
ing by the insuring public and some in- 
justice to the policyholders. Non-par- 
ticipating companies are particularly at- 
flicted by present conditions. They are 
actually compelled to charge higher 
rates than the conditions of the business 
justify. 
Younger Companies Handicapped 


Nearly all of the younger companies 
use some form of preliminary term valu- 
ation. This method of valuation is legal 
throughout the United States and is uni- 
versally recognized as safe and sound in 
all respects. It does, however, require 
higher net premiums than the method 
used by the older companies and conse- 


quently handicaps the younger compa- 
nies by requiring them to charge pre- 
miums that are higher than those of 


their competitors and in reality higher 
than necessary. This condition will be- 
come aggravated as time goes on and 
these companies desire to make further 
reductions in their premium rates. Such 
a condition exists only because of our 
present obsolete legal standards of valu- 
ation, The remedy would therefore seem 
to be in some sort of cooperative action 
on the part of the companies to bring 
about a change in the various state in- 
surance laws so that a modern table of 
mortality, such as the American Men, 
can be used. 


To Administer Retirement Plan 


The Metropolitan Life will administer 
an old age retirement program that has 
been developed on cooperative lines for 
the benefit of rabbis who are affiliated 
with the Union of American Hebrew 
Congregations. The program, which is 
built on a bequest of the late Jacob H. 
Schiff, was announced last week by Lud- 
wig Vogelstein, chairman of the board 
of the American Metals Company and 
the pension committee of the Union. The 
object of the program is to provide each 
rabbi on retirement, at age 68, with an 
income equal to one-half of his salary. 
Surrender values are provided to protect 
those who wish to withdraw from the 
plan or from the Rabbinate. Contribu- 
tions to the fund will be made by the 
Union, the congregations and the rab- 
bis themselves. 


Conduct Corn Contest 


Korn is King with the International 
Life during May and the price that will 
be paid to agents for the harvest will 
depend entirely on their own judgment 
of their own ability. It is entirely up 
to the agent to decide what price he 
wants for his corn, $1, $1.50, $2 or $3 
for prize ear. If he sets his price too 
low and then harvests a bumper crop 
he will be paid only the price asked al- 
though his production would warrant a 
higher price. And if he demands the 
top and fails to come through with suf- 
ficient volume he cannot collect on a 
lower basis. Men who want $3 for 
corn must produce at least 100 ears or 
$100,000 of paid-for business. Class B 
agents or $2 men must turn in at least 
50 applications or $50,000 in paid-for; 
Class C or $1.50 men 25 applications or 
$25,000 in paid-for and Class D agents 
or $1 men at least 10 ears for $10,000 
in paid for. 


Is Entering West Virginia 


The Great Northern Life has been 
licensed in West Virginia and will an- 
nounce its agency lineup in that state 
in a short time. 





as far as the insuring | CHICAGO ASSOCIATION 


CHOOSES CANDIDATES 


WHATLEY HEADS NEW TICKET 





| Nominations Made for New Officers at 
Chicago—Ballot to Be Taken 
by Mail 


Whatley, 





general agent of the 
Aetna Life, has been named by the nom- 
inating committee of the Chicago Asso- 
ciation of Life Underwriters as president 
for the new year. Other nominations 
are as follows: Vice-presidents, Myron 
M. Smith, New England Mutual, and 
Samuel T. Chase, Connecticut Mutual: 
treasurer, W. M. Houze, general agent 
John Hancock Mutual; directors (two 
years), Gilbert M. Smith, agency direc- 
tor Dearborn branch New York Life: 
Karl B. Korrady, manager Connecticut 
General; Charles A. Scholl, manager Fi 
delity Mutual; Judson S. Tyley, agent 
Equitable of Iowa; J. W. Thomson, 
agent National of Vermont, and B. H. 
Badenoch, agent Northwestern Mutual 
The report of the nominating commit- 
tee was mailed out to members this 
week. Under the rules other nomina- 
tions may he initiated and the final bal- 
lot will be mailed out and the vote taken 


~~ &. 


by mail. New officers will be announced 
and installed at the annual meeting June 
3. The retiring officers are C. F. Axel- 
son, president, and Jens Smith, treas- 
urer. Mr.. Whatley and Myron M 
Smith are now vice-presidents. 


WILL HAVE SPECIAL SERVICE 


Continental Assurance of Chicago Ar- 
ranges for a Month Where Policy- 
Holders Receive Attention 


Assurance of Chi- 
cago is making May “Policyholders 
Month.” The service department has 
worked out a plan of help to policy- 
holders so that their insurance can be 
analyzed, its effectiveness ascertained 
and the desire of the policyholders 


The Continental 


learned. If anyone has purchased a 
policy in the Continental Assurance 
since Jan. 1, 1926, issued on the stand- 
ard basis, with a complete medical ex- 
amination, it will consider without med- 
ical reexamination an application for 
new life insurance, not to exceed $10,- 
000. This is not effective if one already 
carries more than $90,000 in the Con- 


tinental Assurance. A series of 10 ques- 
tions is gotten out for policyholders to 
answer so that the service department 
can study the situation. 


PREPAYMENT IS ADVOCATED 


Major Midgalski Spoke Before the P. M. 
Fraser Agency of the Con- 
necticut Mutual Life 


NEW YORK, May 12.—Major Mid- 
galski was the speaker at this week’s 
meeting of the educational course of the 
P. M. Fraser agency of the Connecticut 
Mutual. “How and Why to Obtain Pre- 
payments” was the subject of his ad- 
dress, in which he pointed out that the 
average agent’s greatest obstacle in get- 
ting a prepayment was his fear of ask- 
ing for it. If he will merely ask for 
it, said the majjor, he will get it in a 
large majority of cases. He also pointed 
out that the payment of the premium 
with the application was most advisable 
from the insured’s point of view because 
it puts his protection in force imme- 
diately, subject only to satisfactory 
medical examination. 


Harvey on Agency Tour 


Ed Harvey, supervisor of agencies of 
the North American Life of Toronto, is 
making an extended tour through Can- 
ada, where he will visit and address the 
agency staffs of the various branch of- 
fices. 
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SOME RECENT COURT DECISIONS IN 
THE FIELD OF LIFE INSURANCE 





Provision in Application for Life Pol- 
icy That Same Should Not Become Ef- 
fective Until Delivery of Policy Held 
Valid—In Hruska vs. Prudential, su- 
preme court of lowa, 211 N. W. 858, 
an application was made for a policy. 
By its terms there was provided that 
if accepted the policy should not take 
effect until it was delivered. 

A policy was issued on Feb. 12. It 
was mailed from the home office on 
Feb. 14, and received by the agent Feb 
16. In the meantime, on Feb. 13, the 


| accepted 


| gral 


insured died and the agent returned the | 


policy to the home office. 


On this state of facts, the company 
denied liability, and tendered back the 
premium. Action was brought which 


resulted in a judgment in favor of the 
plaintiff. 

On appeal the higher court, 
viewing the record and in reversing this 
judgment, said: 

“The question is whether or not the 
policy ever went into effect and became 
binding upon the appellant. The appli- 
cation of the intestate was in the na- 
ture of an ‘offer’ to the appellant to 
procure from it a policy of insurance. 
* * * This offer contained certain 
express and definite terms. One of 
these was that: 

“‘No obligation shall exist against | 
said company on account of this appli- 
cation * * * unless said company 
shall issue a policy in pursuance there- | 
of and the same is delivered to me.’ 

“The appellant accepted this offer, 
none other. Assuming that it was ac- 
cepted by appellant during the lifetime 
of the applicant and became a 
tract between the parties, then it was 
a contract which bound appellant to 
issue its policy of insurance under a 
mutual agreement that said policy 
should not become the ‘obligation’ of 
the appellant until it was delivered to | 
the applicant. 

Such a contract is not against pub- 
lic policy, 


rightfully enter into it. -The acceptance 
or approval of the application by the 
appellant did not, under the terms of 
the application itself, make the policy 
operative or effective at the instant ot 
such acceptance. The intestate, by the 
very terms of his application, agreed 


that ‘no obligation’ should exist under 
the policy applied for until the policy 
was delivered to him. The appellant 
the application upon these 
terms. It was an important and inte- 
part of the contract under which 
the policy was to be issued. * * 

“It follows that the trial court erred 
in not sustaining appellant's motion for 
a directed verdict. Other matters 
argued do not require consideration. 
The judgment must be reversed.” 

* > * 


Suicide Within Year Held to Preclude 


| Recovery on Life Insurance Policy.— 


|In Howard vs. 


in re- 


| 


| 


Missouri State Life, 
court of civil appeals of Texas, 289 S. 
W. 114, the company issued three life 
policies for $5,000 each to Howard. The 
policies provided that they should be in- 
contestable after one year, but that in 
case of death by self-destruction within 
one year the company should only be 
liable for the premiums paid. The in- 
sured committed suicide less than nine 
months after the policies were issued. 
The company tendered back the amount 
of premiums paid, which was declined 
| by beneficiary and action was brought 
to recover the face value of the policies. 

In this action it was contended that 
the incontestable clause applied to the 
| defense of suicide, and that the failure 
of the company within the one-year pe- 


| riod to institute a contest of the policy, 


| 
| 
| 
| 
| 


| 


con- | 


precluded the defense of suicide after the 
expiration of the year named in the 
policy. The trial resulted in a judgment 
in favor of the company. On appeal the 
higher court in passing upon the ques- 


| tions raised, and in affirming this judg- 


, said: “The contract provided for 
the payment of the face amount, in event 
of the death of the insured, with the 
| plain proviso that, in the extraordinary 
| event of the insured taking his own life 


| within the first year, the liability of the 


and competent parties could | Of the premiums paid. If 


the amount 
the insured’s 
death had resulted from any other cause, 
a different case would have been made; 
but when he took his own life within 
the first-year period, then, by his own 


insurer shall be limited to 





AFTER UNLICENSED CONCERNS | Missouri 


Grand Jury at Paducah, Ky., Has Re- | 
turned Indictments Against Agents 
of Some Illinois Institutions 


FRANKFORT, KY., May 11.—In- | 
surance Commissioned S. M. Saufley 


was advised today that the grand jury 
at Paducah, Ky., has returned indict- 
ments against agents of several Illinois 
insurance companies accused of not 
complying with the insurance laws of 
the state. They are S. W. Williams, 
agent American Casualty Company, 
North American Protective Corporation 
and Merchants & Bankers Casualty; 
Gaylon Morris, agent American Bene- 





fit and North American Benefit; Claude 
Nunley, American Benefit; Leon Hen- 
levy, American Benefit; W. O. Caudle, } 
North American Benefit; R. H. Cole, 
Merchants & Bankers Casualty, North 
American Protective and American | 
Benefit. 


H. G. Rogers on Tour | 


H. Gale Rogers, home office manager | ae 


of the group department of the Ameri- 
can National of Texas, was a visitor at 
the company’s Chicago office recently. 
The visit was one of a number of stops 
made in a business tour of the middle 
west. 


Land Holdings Transferred 
All the Arkansas land holdings of the 


act, he brought the case under the re- 
strictive provision, and his estate was 
bound thereby.” 

State Life have been taken 


| over by the Monarch Investment Com- 


| Mutual 


| department, 


pany, Little Rock. Mann & McCulloch, 
ak attorneys of the Missouri State 
Life, control the Monarch company. 


Life Notes 
A. Wandreyvka, general agent for 


= 
the Old Line Life at Watertown, Wis.., 
gave a banquet there at which Rupert F 


Fry, president of the company, and Mrs 
| Fry, were honored guests. 

Charles T. Sanders, for many years a 
life company examiner in the New York 
insurance department, died last week 
He retired from the department nearly 
two years ago on a disability pension 

P. J. Reilly of Altoona, Pa., special 
agent for the Equitable Life of New 
York, has left for Ireland, his native 


land, where he will spend some time this 
summer. He also expects to visit the 
continent. 

George Ainslie, agent for the Penn 
at Richmond, Va., will be a can- 
didate for mayor of that city in the 
Democratic primary next year. He filled 
the office for several terms before con- 
necting with the Penn Mutual two years 
ago. 

Otis Allen Osborne, connected with the 
home office of the Commonwealth Life 
of Louisville for the past year, died at 
a hospital there last week. Mr. Osborne 
nt to Louisville in 1922, joining the 
yuisville National Bank's new business 
and left the bank in 1926 
Commonwealth position 
Agent H. W. Kavel of Minne- 
the Aetna Life, has 


for the 
General 


apes, representing 


been given permission to develop acci- 
dent and health and group disability in- 
surance for the entire state of Minne- 
sota with the exception of the counties 


of Ramsey, Washington, Dakota, Chisago 


and Goodhue and Lake City in Wabasha 
county He will have equal privileges 
‘with the St. Paul branch office 











the last word in up to date accident 
insurance. 


The Motorists Complete 
Accident Policy 


Form 237 


Continental Casualty Co. 


H. G, B. ALEXANDER, President 
CHICAGO, ILLINOIS 























You'll Like 


AGENTS - 
Our Service: 


Direct leads—livest and 
most helpful general 
agency in Chicago—is 
how one of our agents 
has characterized us. 


Good Men are 
Always Wanted 


“ 











TWO SUPERVISORS 
To Work With 
AGENTS AND 

BROKERS 


No Division of Commissions 











BROKERS 


We offer you the 
fullest cooperation. 
We sincerely be- 
lieve we can serve 
you to advantage. 


WILLIAM M. HOUZE 


Room 1946-2948, The Straus Bidg. 
S. W.cor. Michigan Ave. and Jackson Blvd. 
Telephones Harrison 1434-0402 
Chicago, Illinois 


General Agent of 
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Mr. Allison as the President 


Tue election of Younc E. ALLISON to strength must be in the organization as 
be president and general director of the a whole. 
Field” the late of such great organizations as the 


field and the 


success 
Home 


This is shown by the 


“Insurance succeeding 


C. 1. Hitcucock is fitting and will prove of New York in the fire 

to be a wise move on the part of our Eguiraste in the life field; companies 
esteemed contemporary. Mr, ALLISON is which under Messrs. SNow and Day 
a deep and sound student of insurance have reached the greatest possible suc- 


and of the newspaper business as well- cess by the wise discretion of their ex- 


insurance ecutives in placing the emphasis upon 
their organizations rather upon 
themselves. We congratulate the “In- 


upon its choice of a chief 


an ideal combination for an 


publisher. Business of the present day than 


is conducted on an organization basis 


and personal, active leadership is not so surance Field” 
important as in the days gone by. The executive. 


What Is the Super-Salesman? 


L. G. Prep, sales manager for the 1. 
WILLys-OverRLAND ComPANny, recently ad- the average man. 
dressed the St. Paut SALES MANAGERS 2. He applies 


He studies his business more than 


himself to training 


Association. Mr. Prep put on a won- more thoroughly than the average man. 
derful sales campaign for the Whippet 3. He works harder than the aver- 
car. His talk was on developing age man. 

the super-salesman. Life insurance men 4. He is willing to make more sacri- 


seem to feel that the great big fices than the average man to attain 
writers are wizards or men so far out success. 

of the ordinary mould that they cannot 5. He is somewhat keener than the 
Peep, however, made average man. 

super-salesman In other words he has a will to win. 
was just a plain ordinary salesman like The “will to win” attribute is one of 
He differentiated the super- the most marked in a very successful 
gave his characteristics salesman. It puts him in the proper at- 
the ground floor, as_ titude toward his own work, which gets 


results. 


Time Is Capital Stock 


These are the men who 


be touched. Mr. 
it very evident that the 


anyone else. 
salesman and 
that lift him above 
follows: 


Tue life insurance agent's capital stock interview a day. 


is time. He has very little if any money talk about it being poor time to write 
successtul life agent 


he Si stematizes 


invested in the business. If he wastes business, but the 


his time he wastes his capital. The man- is always on the alert, 


ner in which the agent utilizes his time his work and measures his time and 


counts in the year’s summing up. There goes about his daily tasks in a method- 


is no poor time to write business, any ical manner. There is no haphazard 


time is a good time. Every interview, method in his efforts, he knows the 


though unsuccessful, is worth $5 aver- business is there for him if he is going 


aged through the year. The use of this after it This type of salesman may 


demonstrated If an agent not succeed every day in the vear but 


a week and makes five he will succeed taking the year through 


has been 
works five days 
should be The law of averages governs his busi- 
that the ness. It is still true that 


average one 


interviews a day, his income 


over $7,000. The trouble is “to sell ’em, 


majority of agents do not you must see ’em.” 


Real Life Insurance Service 


THERE was recently recited a remark- which had been lapsed for four years. 


able case where a life insurance man He did not write this man for a new 


policy as he found that he could be re- 
NORTHWESTERN NATIONAL 


performed a service for an assured that 


took considerable time and meant noth- instated in the 
Lire and it would be better for him from 


a financial standpoint. He collected the 


ing to him in the way of remuneration. 
Grorce C. Hitt represents the Union 
Centra. Lire at McCook, Neb. He four years back premium and sent the 


money to that company. He took the 


found a man who had a $1,000 policy 
with the NorTHWESTERN NATIONAL 


Lire man seven miles to town to be examined 


NATIONAL 
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and drove him back home without any 
remuneration. It attracted 
the attention of the state manager for 
the NoRTHWESTERN NaTionaL, H. O. 
WiLHELM, who obtained permission to 
pay Mr. Hitt the renewals in this case. 

This demonstrates the 
sincerity with which many life insurance 
on their work. Perhaps 


thought of 


incident only 


agents carry 


as far as Mr. 
How- 
ever, as a whole, life men can be com- 
mended for the interest that they take 
frequently 


few men would have gone 
Hitt did in assisting this assured. 


in the welfare of their clients, 
suggesting readjustments that bring no 
them other than the 
thought that constructive work has been 


recompense to 


done. 
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PERSONAL GLIMPSES OF LIFE UNDERWRITERS 





George I. Cochran, president of the 
Pacific Mutual Lite, and for the past 
35 years treasurer of the board of trus- 
tees of the University of Southern Cali- 
fornia, has been elected president of 
the board. 


Henry M. Robinson, a director of the 
Pacific Mutual Life, has been appointed 
by President Coolidge to serve in an 
advisory capacity as chairman of the 
American delegation to represent the 
United States at the international eco- 
nomic conierence at the meeting in 
Geneva, Switzerland, in accordance with 
the invitation issued by the council of 
the League of Nations. This confer- 
ence is to deal with questions involved 
in commerce, industry and agriculture. 
Mr. Robinson was official American rep- 
resentative of the expert committee num- 
ber two, of the reparations commission 
and was also a member of the original 
commission, known as the Dawes repa- 
rations commission. fle was a mem- 
ber of the supreme economic 
the Paris peace conference in 1919. He 


served on the president’ s industrial con- | 


board in that year and also he- 
member of the United States 
Shipping Board. Mr. Robinson is pres- 
ident of the First National Bank of 
Los Angeles, as well as director of the 
Pacific Mutual and member of its ex- 
ecutive committee. He is a director of 
numerous other financial and industrial 
concerns. 


ference 
came a 


Robert E. Gregory, president of the 
Union National Life of Kansas City, 
Kan., died last week in a hospital at 
Kansas City, Mo., after an illness of 
three months. Several years ago Mr. 
Gregory was vice-president of the Citi- 


surance men were also on hand. Prior 
to his appointment as Michigan insur- 
ance commissioner, Mr. Livingston was 
Michigan state agent of the Roval Ex 
change. Mr. Livingston was presented 
with a handsome Lonjens watch. 

Last Thursday noon, several agents 
of the Gem City Life of Dayton dis- 
covered that the next day, Friday, was 
the birthday of I. A. Morrissett, vice- 
president, and a drive was made to se- 
cure as many applications as possible to 
present to Mr. Morrissett on his birth- 
day. Friday afternoon Mr. Morrissett 
was presented with applications totalling 


more than $100,000 of business written 
since Thursday noon. 
President Isaac Miller Hamilton of 


the Federal Life, Chicago, reports from 
llorida that his health has considerably 
improved but that he will remain there 
until Chicago’s weather has moderated 


| sufficiently to permit of his return. Mr. 


council at | 


| 


Hamilton has been in Florida for about 
two months. 


N. L. Garner of High Point, N. C.. 
is the first man to qualify for the 1927 
Perfect Protection Club of the Reliance 
Life of Pittsburgh. Mr. Garner quali- 
fied in 64th place last year. The big- 
gest contributary reason for Mr. Gar- 
ner’s success was that he was able to 


qualify with sufficient accident and 
health premiums before his nearest 
competitors had reached the quota 


necessary. 


The Garner agency is composed of 


only two men and began operations 
Feb. 16, 1924. The first year $411,060 


| of life insurance was placed on the Re- 


zens Life of Louisville and the Citizens | 


National Life of Anchorage, Ky., both 
of which were taken over by the Inter- 
Southern Life in 1915. He was for a 
time vice-president of the Federal Re- 
serve Life of Kansas City, Kan., of 
which his brother is now president. 


were in on 
contest of! 


When the final 
the President Day ten-day 
the Equitable Life of New York held in 
April, it was found that George H. 
Babcock of Logansport, Ind., who was 
first in his own state, was second in 
number of applications for all the agents 
of the country. It has also been learned 
that Mr. Babcock led all agents of the 
Equitable for the number of applica- 
tions written in April and also for the 
first four months of the year. The re- 
markable feature of his achievement is 
that he entered the life insurance busi- 
ness only last September and is work- 
ing ina comparatively small town where 
business conditions are not first class, 
to say the 


returns 


least. 


More than 200 Michigan insurance 
men gathered at a dinner in Detroit 
on Monday last week to honor C. D. 
Livingston, who was appointed Michi- 
gan insurance commissioner some 
months ago. J. V. Barry, vice-president 
of the Metropolitan Life, presided as 
toastmaster. C. L. Ayres, president of 
the American Life of Detroit, was in at- 
tendance as were other life company 
officials and three ex-insurance commis- 
sioners, Mr. Barry, C. A. Palmer, and 
F. H. Ellsworth. Mr. Palmer is now 
president of the Inter-State Fire and 
Mr. Ellsworth is vice-president of the 
Michigan Surety. A number of fire in- 


| city boys 


| faculty 


liance books. The second year's pro- 
duction was increased to $609,000 and 
last year to $750,000. The prospects are 


for a $1,000,000 vear in 1927. W. H. 
Currie, other member of the Garner 
agency, led the company last year in 


production and 
entire organiza- 


accident and _ health 
ranked eighth in the 
tion in volume. 
fellow-workers at the 
Horace B. Austin 
last week on the occasion of his com- 
pletion of 30 years’ service with the 
company. A large bouquet of roses, the 
gift of officials of the company, was 
on Mr. Austin’s desk at his arrival at 
the office. The employes of the life de- 
partment gave him a silver service 
platter 


Officials and 
lravelers honored 


former sec- 


Thomzs W. Blackburn, 


retary and general counsel of the Ameri- 
can Life Convention, was in Chicago 
last week to attend the meeting of th« 
Medical Section He went from Ch 


Tenn., and will also 
Atlanta en route 
spend about 


cago to Nashville, 
visit Chattanooga and 
to Florida, where he will 
ten days on pornos business 

Frank H. Davis, vice-president of th: 
Equitable Life of New York. has ac- 
cepted the chairmanship of the insur- 
ance committee which will raise $100 
000 for the expansion of the Nation] 
Farm School, near Doylestown, Pa \ 
fund of $5.000,000 is to be raised 
throughout the nation. 

The National Farm School war 
founded in 1896 by Rabbi Toseph Kraus- 
kopf to turn unskilled and impoverished 
into trained farmers. It is 
non-sectarian in student body and _ in 
and tuition. 
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LIFE AGENCY CHANGES || 








OHIO NATIONAL APPOINTMENT 





Silliman-Kunkel Co. of Philadelphia Is 
General Agent for Pennsyl- 
vania and New Jersey 





Following the resignation of W. F. 


Macallister as general agent for New 
Jersey of the Ohio National Life, the 
company has placed the entire territory MANAGERS 


of Pennsylvania and New Jersey in 
charge of the Silliman-Kunkel Co. of 
Philadelphia, also general agents of the 
Republic Casualty of Pittsburgh, tor 
which it writes $1,500,000 in premiums 
a year. The Silliman-Kunkel Co. is ° 
a well-established concern with $131,000 Do you aspire to become a real 
capital stock and has a large organiza- - 
tion which will now devote a part of 


its time to life insurance. agency manager? 


D. E. Ruggles 
De Saicell Gs tindeael, is senor: “Can You Measure The Lincoln National Life agent is 


Ohio National in Cincinnati, is remov- 








ing to Boston to take the general Up?”’, our, booklet, ki F | . bi . 
agency of the Equitable of Iowa at that ; * a ak . . ¢ ; i 
See te Se ot Down for general distri. taking steps to realize his ambition. A 


ager of the Travelers in Cincinnati. 


bution, téllsour thorough training course in conjunction 


story about Lincoln 





P. M. Walker and W. D. McIntosh 


Following the resignation of E. P 
Perrine as Pacific Coast supervisor ot ] : } 7 
the Merchants Life of Des Moines, with National L je | . a . ° ° 
headquarters at Los Angeles, Parke M 7 tivi- yroducers is preparing him for a bigger 
“ - idfais ane activi 
Walker, who has been the company’s 
general agent in this city since Oct. 1, lies. li 
1926, has been appointed to fill the va- ” opportunity . 
cancy in the position of supervisor. Mr 
Walker entered the field of life insur- 
ance in 1925 as an agent in Los An- . . 
geles of the Central Life of Iowa, and : — . , , 
‘ was markedly successful in personal Zest 1S added to his W ork for he 
production, the total for his first year ‘ P , 
in the business being $730,000, Suc- knows that the Lincoln National Life 
ceeding Mr. Walker as general agent 
of the Merchants in Los Angeles, the 


company has announced the appoint- gives its agents preference in the selec- 


ment of W. D. McIntosh, formerly a 


general agent in Chicago prior to going tion for im portant positions. 


to Los Angeles four years ago. 
R. H. Edmiston 
Robert H. Edmiston has been made We ? . a — P 
 aauaee at an eek He is planning for the years ahead 


assistant manager of the branch office 
at St. Louis of the Union Central Life. 


Mr. Edmiston is a son of A. R. Edmis- —alert for the greater opportunity which 


ton, veteran agent at Lincoln, Neb., of 
the company, and it was in his South 


Platte agency that the younger Edmis- his ability and am bition Wa rrant. 


ton received a thorough training in field 
work and agency management. He is 
the third member of the family in direct 
line to represent the Union Central in 

Li col N ti i Lif 
pointment of L. I. Cysewski as man 
ager of the life insurance department of 
their Seattle office. Mr. Cysewski has T n O I ] ) an 
been in the insurance business for 1° 


a responsible position. 
vears 


with the wise counsel of experienced 














Jack Greenwald and Gordon Groff 


Jack Greenwald has been made dis- 
trict manager at St. Paul for the 
Equitable Life of Iowa. Gordon Groff, 
who has been filling the place tem- 
porarily, has been made special agent 
with headquarters there and will center 
his efforts on personal production. 








L. I. Cysewski 


Marsh & McLennan announce the ap 





L. H. Engstrom . oi 
Leonard H. Engstrom of Omaha has “‘Its Name Indicates Its Character 


heen named as agency supervisor for 
General Agent Sorensen in the life, ac- 
cident and group lines of the Aetna 
Life, with headquarters in Lincoln 
Neb He succeeds F. A Thomas, who 
returns to the Omaha office. 


A. F. L. Schmidt 
Albert F. L. Schmidt, who has been 


é active in St. Louis business circles for 
| many years as an officer and director 





Lincoln Life Bldg. Fort Wayne, Ind. 


| More Than $470,000,000 in Force 





























YioM 


THE NATIONAL 


UNDERWRITER 





May 13, 1927 








Robert E. Keeley 
Special Agent (Chicago) 
Union Central Life Ins. Co. 


*“*Bob”’ Keeley, who has the 

record of having written ‘‘an 

application a day’’ for over 
a year, and who uses the 


DALLWIG 


POLICY & COMMISSION 


RECORD* 


SAYS— 


‘The DALLWIG RECORD 
accomplishes exactly what I 
want and makes the best 
sort of a permanent record 
that a life insurance man 
could desire. I cannot ex- 
press in words the satisfac- 
tion that I have received 
from its use.’”’ 


*The Dallwig Record is a 
simplified loose leaf record 
designed for the busy life 
insurance salesman, saving 
much lost motion by com- 
bining six different records 
on one lixl4 ledger sheet. 


Enclose a Dollar Billand Mail 
Coupon Today for Special 
Trial Offer 
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of various companies has joined the 
Equitable Life of Iowa as associate gen- 
eral agent of the St. Louis agency. In 
addition to his managerial duties he will 
write a general line of life insurance but 
will specialize on trust fund insurance. 
He is a vice-president of the St. Louis 
County Chamber of Commerce and is 
also a member of the executive com- 
mittee of the Associated Industries of 
Missouri. 


James Rogers and Max Spangler 


James Rogers, assistant manager of 
the Orville Thorp agency for the Kan- 
sas City Life in Texas, at Dallas, Tex., 
will resign that position in the near fu- 
ture and will be succeeded by Max 
Spangler, who has been with the Kan- 
sas City Life for several years. Mr. 
Rogers is one of the best-known life 
insurance men in the southwest and has 
been especially active in association 
affairs. 

Mr. Rogers has been associated with 
the Thorp agency for almost 18 years. 
He will remain in the life insurance 
business in Dallas but is not ready to 
announce his future plans. 


Travis T. Wallace 


Travis T. Wallace is the new general 
agent for the Sentinel Life in northern 
Texas. Mr. Wallace visited the home 
office last week and developed plans for 
immediate intensive cultivation of his 
territory. He is appointing sub-agencies 
at various points in northern Texas. 


Richard Pinksohn 
Richard Pinksohn, who has_ been 


associated with the Paul F. Clark 
agency of the John Hancock Mutual 


appointed district manager of the Se- 
curity Mutual Life of Binghamton, 


N. Y., in Boston. Mr. Pinksohn won 
the cup in 1925 for being leading pro- 
ducer in the Robert L. Brown agency of 
the Columbian National Life in Bos- 
ton and last year he captured three 
prizes in the Paul F. Clark agency. His 
first experience was as an agent with 
the Equitable Life. 


James Faller 


Appointment of James Faller as man- 
ager of its new agency in New York 


ian Life. Mr. Faller’s headquarters will 
be at 303 General Motors building. The 
establishment of the Faller agency is 
in accordance with the Guardian’s de- 
velopment of its agency system com- 
mensurate with the growth of the com- 
pany. 


K. N. Huber 


K. N. Huber, who for the last sev- 
eral years has been cashier of a bank 





Life in Boston the past year, has been | 


at Bainville, Mont., has been made gen- 
|eral agent of the Montana Life for 
Roosevelt, Sheridan and Daniels coun- 
ties, with headquarters at Bainville. 


R. P. Thierbach 


Russell P. Thierbach of the Clifford 


5. 
'the Northwestern Mutual Life in Mil- 
waukee has been appointed sales man- 
ager of the agency. He will have direct 
charge of the development of sales per- 
sonnel, contracting and training of sales- 
men, sales stimulation, sales bulletins 


special plans for increasing the produc- 
tion of the agency. Mr. Thierbach has 


been identified with the Northwestern | 
Mutual for the past 16 years, starting | 


|at the home office and then going to 
| the home general agency after one year. 
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| EASTERN STATES ACTIVITIES | 











BROADCAST INSURANCE WORK 


John Marshall Holcombe Tells About 
Hartford and Its Reputation from 
Underwriting Standpoint 


On May 6, the 41 insurance com- 
panies having their home offices in Hart- 
ford brodcast a program from the Tra- 
velers station, WTIC. 

For several weeks the Hartford 
Chamber of Commerce has arranged 
programs which the different local in- 
dustries have sponsored. On this 
casion the insurance program consisted 
of several nationally famous artists in- 
cluding Sophie Breslau. John Marshall 
Holcombe, Jr., manager of the Life In- 
surance Sales Research Bureau, was in- 
vited to give a short talk on the his- 
tory and growth of Hartford as “The 
Insurance City.” 

Mr. Holcombe referred to the com- 
ment of a recent visitor that Hartford 


cited the fact that in the history of all 
lines of insurance the Hartford com- 
panies have in all ways carried their full 


of the business. References were made 
to the completeness with which 
Hartford companies carried out their ob- 
ligations in such tragic events as the 
Chicago fire in 1871, the San Francisco 
disaster in 1906, the influenza epidemic, 
and the Florida hurricane. 


Hear Central Life Case 


_ Appeal of H. N. 
from a decision of the district court at 


Des Moines, declaring an election of 
officers of the Central Life of Iowa 
illegal, was heard before a full bench 


of the Iowa supreme court Friday. The 
Miller-Carr faction remains in control of 
the affairs of the company pending the 
result of the suit. 
is not expected until June. 





oc- | 


seemed to be a city built on faith and | 


share of the burden in the development 


the | 


Havner and others | 


| FINE SERVICE FROM A BANK 


| caidencianeias 
| Life Insurance Men Get Some Real 
| Boosting From the First National of 
Kalamazoo, Mich. 

| The First National Bank of Kala- 
| mazoo, Mich., which is cooperating very 
handsomely with the life insurance men 
of the city, gets out photographed cards 
| of its well known billboard signs, giving 


| 12 reasons why it recommends life insur- 
ance. The bank plainly states that it 
does not sell insurance. It furnishes 


these cards free to life insurance agents. 

| The picture appears on the back of a 
postal card, so that it can be mailed if 
desired. The 12 reasons it gives for 

| recommending life insurance are as fol- 

| lows: 

1. It is an enemy of poverty. 

It can help educate your children. 
3. It is a sure way of replacing earn- 

ing power. 


9 


4. It can be made to serve your 
family without delay. 
5. It is an investment in which you 


| take no risk. 
6. It creates estate payable tomorrow 
if need be. 
7. It can be purchased to meet every 
man's need. 
8. It is an instalment purchase worth 
par when needed. 
9. It now forms a large portion of 
estates left. 
10. It pays over $400,000,000 annually 
| on death claims. 


11. It has continuous protection in- | 
creasing cash value. 
12. It gives the insured confidence 


} and peace of mind. 


Discuss Insurance Trusts 
The attitude of the home office to- 





ward life insurance trusts, discussed by | 


Vice-president Guy W. Cox of the John 





City has been announced by the Guard- | 


| 
| 


| 


insurance trusts, by Vice-president 
Frederic A. Carroll of the National 
Shawmut Bank of Boston, were the two 
topics at the third meeting of a series 
on life insurance trusts being staged in 
Boston by Franklin W. Ganse and Paul 
F. Clark. Vice-president Cox explained 
that companies could not pursue hob- 
bies and there was a settled and estab- 
lished division of life company proceeds 
into lump sums, option settlements and 
trusts paid to trustees. The two lat- 
ter had been provided to meet the needs 
and requirements of policyholders under 
changing and progressing economic con- 
ditions. Each method is best under 
given conditions and requirements. No 
one is a panacea. 


Indianapolis Actuaries Meet 


The Indianapolis Actuarial Club held 
its last meeting of the season Tuesday. 
“Conservation” was the topic for dis- 
cussion, led by C. F. Coffin, Jr., of the 
State Life; B. C. Pfeiffer, of the Indian- 
apolis Life; and H. T. Woodbury, of the 
Reserve Loan Life. Methods that have 
been found effective in keeping business 
on the books through the producing 





McMillen home general agency for | 


| 


: . . | 
and the inauguration and execution of 


agent or through direct correspondence 
with the insured were outlined. The 
discussion also covered what might be 
considered as a satisfactory second pre- 
mium renewal ratio for an individual 
agent, from the company’s standpoint, 
and the question of whether a lower first 
year commission and a higher renewal 
commission would result in a lower 
lapse rate. 
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SAY DEATH CAN BE PRESUMED 


| Wisconsin Supreme Court Rules for 
Claimant in Suit Involving Rea- 
sons for Disappearance 


Seven Years Unexplained Absence of 
Insured Held to Entitle Beneficiary to 
Recover on Life Policy—In Ewing vs. 
| Metropolitan Life, supreme court of 
| Wisconsin, an action was brought to 
recover upon a life policy. The proof 
showed that the insured left her home, 
told her husband that he would never 
| see her again, and that she had been 
| gone for a period of seven years, during 
which time no word of any kind had 
been received from her. 


Decision Is Reversed 


| 
| 
| 
| 


On this state of facts the trial court 
rendered judgment in favor of the 
| beneficiary. On appeal to the circuit 
court, this judgment was reversed and 
judgment rendered for defendant. From 
| this the plaintiff appealed to the supreme 
court, and here in reviewing the record 
and in ordering judgment rendered for 
plaintiff, the court said: 

| “We think the circuit court missed 
the gist of the basis for the presumption 
of death that obtains in case a person is 
absent for seven years or more, without 
intelligence or tidings from him. It is 
| not necessary that the reasons for leav- 
ing home should be unexplained in order 
| to raise the presumption of death. It is 
sufficient that no intelligence or tidings 
from the absent one has been received 
for seven years or more by those to 
whom such intelligence would be most 
likely to be given. 

Lack of Knowledge Sufficient 


“It has been held that the presump- 
tion of death arising from an absence of 
seven years without being heard from 
is not rebutted by proof that the ab- 
sentee was a fugitive from justice. Only 
proof that he was alive within the period 
will rebut it. . ; 

“While it is true that an explanation 
why a person leaves home is, in a sense, 
|}an explanation of his absence, vet the 
rule is satisfied by a lack of intelligence 
or tidings for seven vears, even if a 
| reason for the absence is shown. Were 


Decision in the case | Hancock Mutual Life, and the attitude | it otherwise the presumption would never 
‘ot trust companies on options and life | attach where any reason for leaving is 
| 
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given, and, in such case, no recovery 
could ever be had except upon proof of 
actual death. In most cases, some rea- 
son for leaving can be given, but that 
does not prevent the presumption from 
becoming effective where no intelligence 
or tidings have been received for over 
seven years. 

“In our state, plaintiff need show no 
diligent search. It is enough that he 
shows absence and lack of intelligence 
for seven years. . . 

“Judgment reversed and cause re- 
manded, with directions to enter judg- 
ment for plaintiff.” 


Central West Given More Time 


The Central West Life of Topeka has 
been allowed 30 days in which to make 
an effort to raise the $45,000 required 
by Superintendent Baker to remove the 
impairment in capital. 

The company has been barred from 
writing any insurance since early in the 
year and it has not been relicensed for 
1927. The insurance department has 
ample securities to protect policyholders. 


Make Good April Record 
The R. E. 
Mutual Life of 


Spaulding agency of the 
New York in Chicago re- 


ports — satisfactory production for 
April, $1,202,350. The total production 
for the porecnees Mutual Life of New 


York agencies in Chicago for April was 
$4,100,000. 





New Old Age Pension Measure 


senate municipali- 
Illinois legisla- 


A meeting of the 
tics committee of the 
ture was called to hear those interested 
in Senate Bill 85, the “old age pension 
bill.” It was annouced that inasmuch 
as a new bill was to be introduced by 
the proponents of this measure, the 
hearing was postponed. A new bill, 
Senate Bill 383, has since been intro- 
duced by Senator Sneed. It is backed 
by the State Federation of Labor. Ii 
is the same as House Bill 48, amended 
by striking out the sections applying t 
annuities, which was recently defeated 
in the house. Labor appears insistent on 
this class of legislation but it should 
meet the same fate as its companion 
measure. 


Wisconsin Life Insurance Legislation 


Life insurance companies were re- 
lieved by the action of the Wisconsin 
senate last week when it killed the bill 
which would have repealed Wisconsin’s 
comers al and retaliatory tax laws. The 
bill would have- repealed that part of 
the insurance statutes which provides 
for foreign insurance corporations pay- 
ing taxes, licenses or fees only in the 
amount that Wisconsin insurance cor- 
porations have to pay in states where 
the foreign insurance corporations are 
organized. 

There has been another attempt made 
to have an interim legislative committee 
appointed to revise the Wisconsin insur- 
ance statutes, by the introduction in the 
assembly of joint resolution 62-A which 
calls for the appointment of such a con 


mittee to revise the insurance laws and 


report at the next legislature. The sen- 
ate killed such a measure recently and 
its proponents had this similar resolutiot 


introduced into the assembly 


Hold Meeting in Chicago 
The Northwestern Mutual Life is 
holding a three-day session with its mid- 
dle-western general Chicago 


1? 


agents in 


this week, in its zone conterence pro- 
gram. The policy of the company in 
its operation of the life insurance busi- 
ness occupied the first dav of the meet- 


’ ; 


‘ 
ing. It was opened by Charles H. Par- 
sons, superintendent of who 
talked on the relati mnship of the home 
office to the method of the company 
in doing business. John J. Hughes, as- 
sistant superintendent of agencies, dis- 
cussed the valuation and market 
of territories. W. Rav Chapmar 
ant superintendent of agencies, 


his subject the manpower developm 


agencies, 


analysis 
assist 
had f 


ir 








in city, mixed, and rural general eanden 
of the company. 

Speakers for the general agents were 
Clifford L. McMillen, home general 
agent at Milwaukee, and Flavel L. 
Wright, general agent at St. Louis. 
M. J. Cleary, vice-president of the com- 


pany, summarized the proceedings of 
the first day. <A clinic was scheduled 
for the second day under the direction 


of Ralph M. Hamburger of Minne- 
apolis. The closing day is to be de- 
voted to another clinic which will be 
under the direction of John Marshall 
Holcombe, Jr., manager of the Life In- 
surance Sales Research Bureau of Hart- 
ford. 


Change Registration Limit 


Senate Bill 371, introduced in the 
Illinois legislature by Senator Searcy of 
Springfield, permits Illinois life com- 
panies to cease registering policies when 
the insurance in force exceeds $20,000,- 
000. The minimum now is $50,000,000 


Aetna Life’s Wisconsin Meetings 


Leslie O. Schriver, assistant 
tendent of agencies at the home office of 
Aetna Life, will hold four regional con- 
ferences in the agency territory of Al- 
bert E. Mielenz, general agent for Wis 
consin and northern Michigan, in May 
Meetings are scheduled for Milwaukec 
May 17, Madison May Wausau May 
19, Green Bay mang 20. 


H. A. Wasnseees On Tour 
H. A. Waterm 


ment underwriter ot the Travelers, was 
a visitor in the Travelers Chicago life 
othee last week He made the st p ona 


business tour of the middle 


superin- 


: ’ 1h ler ¢ 
assistant inte depart- 





west 


Chambreau Talks on Taxation 


“Insurance taxation, not only in lowa, 
but in practically all other states of the 
Union is and is discriminatory 
against policyholders as a class tor 
they have to pay them in the end,” 
declared W. W. mbreau, vice-presi- 
dent of th 


too high, 


Moines, speaking uc 
Goose, composed of fire insurance field 
men. Mr. Chambreau was at one time 


insurance business, and still 


York 


in the hre 
holds membership in the New 
Blue Goose. 
rhe Iowa policyholder pays trom 2 
to 3 cents on every premium dollar 
special insurance taxes, the speaker de- 
clared. In 1925 a total of $1,400,000 was 
raised in taxes. Of this 
$110,000 was 





thus 
only actually used tor 
total expenses of the lowa dej artment 
and the remainder of the $1,400,000 went 
to defray the expenses of other state 
departments and bureaus He said 

insurance taxes were down to one- 
fourth or half of 1 percent per premium 
dollar, as they should be, it would save 
policyholders of the United States pos- 
sibly $50,000,000 annually, since the 
would be enabled to reduce 


" ‘ ° 98 
LHeir ates materially 





companies 


Huebner Speaks at Davenport 


Dr. S. S. Huebner of the Wharton 
School of Commerce & Finance ni 
versity of Pennsylvania, will be the 
speaker at the May 0 meeting of the 
Dave rt, | Chamber ( merce 
The progr M ) ur sie v the 
Davenport Life Underwriters Associa 
tion Dr. Huebne W ilso be . 
principal speaker at the D port sale 
congress — on that 


Establishes Conservation Work 
The Atlas Life of Pulsa, Okla has 


established conservation department 
with Hubert H. Sharp as manager. Mr 
Sharp was associated with the mpan\ 
as assistant secretary when it was or 


ganized, but after a vear’s service re 





urned to Texas with another com] 

His career began with the S id 
Life in 1912 in a minor position and 
he served at one time as assistant secre 


‘ary for the Great Southern Life of 


Texas 

















“OLD IRONSIDES” 





Have You Contributed to the 
Restoration Fund? 





The John Hancock Mutual Life Insurance Company of Boston re- 
eived the following request from a well-known underwriter : 


“I notice in the March issue of The John Hancock Sig- 
naiure a reference to ‘Old Ironsides.’ 

“One of my associates in the office has asked me to 
obtain if possible one of these pictures, and I would like 
to have one myself. Therefore I am enclosing my check 
in the amount of fifty cents.” 


While the John Hancock is not acting as agent for the 
partment in the sale of pictures, the 
as Home Office executives, are all 
afloat 


Navy De 
Agency and Clerical Force, as well 
working to keep “Old Ironsides” 


utiful reproduction of 


noted marine artist, and 
that he gets the picture and the Navy De- 
Inquiry Bureau, 197 Clarendon Street, 


If any underwriter wish tr this be: 
the “Old Ironsides” painting by Gordon Grant, 
will send in 25c, we will see 
partment the money 
Boston, Mass 


secure 


Address 
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LIFE INsURANEE ¢ Senauiel 
OF BOSTON, MASSACHUSETTS 

Sixty-four years in business 


Now insuring Two Billion Five Hundred Million Dollars on nearly 6,000.000 policies. 
Save and secure in Every Way. 

















COMPANY 


CHICAGO 


Executive Office: Jacksonville, lllineis 
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You are a producer 
3 You want a REAL job 
You believe in yourself 
A friendly interest is needed 
Close co-operation is necessary 


Write or wi . Vv. CROSS 


OLUMBIA LIFE 


INSURANCE COMPANY 
Cincinnati, Ohio 
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ARE YOU READY FOR ADVANCEMENT? 


HAVE YOU LOOKED FORWARD TO 7s TIME WHEN YOU WOULD OWN 
YOUR OWN By uote HAVE YOU HAD THE AMBITION TO DO LARGER 
Saunt WHY T CAPITALIZE YOUR ABILITY AND EXPERIENCE TO 
. Oe ADVANCEMENT? 7 oe YOUR OWN GENERAL AGENCY IN 
YOUR OWN CITY WHERE YOU ARE KNOWN. WHY NOT HAVE THE 
LARGER COMMISSIONS AND LONGER RENEWALS AND Tee 
COMMISSIONS ON THE PRODUCTION OF MEN YOU APPOIN 


WE HAVE SPLENDID a ENERAL AGENCY OPENINGS IN aieeaie ILLI- 
NOI8, OHIO, IOWA, SSOURI, PENNSYLVANIA AND NEW JERSEY. IF 
WE HAVE NO AGENCY. IN YOUR VICINITY, WRITE TO US. 


WE OFFER YOU VERY DISTINCT ADVANTAGES 


or Cnet Agency Contract, long term renewals. 
ll standard forms of policies, both participating and non-participating. 
Liberal disability benefits. 
Guaranteed Premium Reduction Coupons, beginning at end of first year, with further 
dividends each year after the second, making very low net cost. 
Confidental communication is invited if you have a clean record and the ability to write 
insurance yourself and to develop a General Agency. You know your own ability and 
your own limitations. Can you measure up? Can you make this the turning point 
in your life, the door to the larger opportunity and larger income of which you have 


dreamed? 
GIRARD LIFE INSURANCE COMPANY 
Opposite Independence Hall 
PHILADELPHIA, PA. 








You Who Seek Opportunity 


Opportunity exists always for those who seek success and satisfaction in 
life insurance field work. 

During 84 years the first American legal reserve mutual life insurance 
company has been served and built to greatness by men who found both 
success and satisfaction in so doing. 

This company writes all standard forms of insurance and annuities on 
both men and women. Age limits 10 to 7®. 


Those who contemplate life insur- 
ance field work are invited to apply to 


The Mutual Life Insurance Co. 
of New York 


34 NASSAU STREET NEW YORK, N. Y. 








WANTED—B8y a progressive Southern In- 
dustrial Life Insurance Company an experi- 
enced Stock Salesman. 
This Company is qualified and operating the 
present stock sold to original incorporators. Don’t 
answer this Add unless you have had experience 
and a clean record. 
APPLY W-78 Care THE NATIONAL UNDERWRITER 








In PEORIA, ILLINOIS 
In SPRINGFIELD, ILLINOIS 
In ROCKFORD, ILLINOIS 


In these places we offer to men of character, with proven 
records as agency builders, an “old-time” general agency 
contract with non-forfeiting renewal commissions. 
Far-reaching, continuous cooperation will also be given to 
the end that your contract shall become profitable and per- 
manent. 


NATIONAL FIDELITY LIFE & Kansas City, Mo. 


RALPH H. RICE, President 











The Berkshire Life Insurance Co. 


founded in 1851, has just completed its Seventy-Fifth Anniversary, with 
a substantial increase in new business over 1925. All previous records 
have been shattered. This great expansion is due in marked degree to 
the splendid spirit of co-operation between the Home Office and the 
Field Force. 

Men contemplating entering the life insurance business would do well 
to communicate with this fine old Massachusetts company before defi- 
nitely deciding. 


BERKSHIRE LIFE INSURANCE COMPANY 
PITTSFIELD, MASSACHUSETTS 








| had $15,614,600 in force 





IN THE SOUTH AND D SOUTHWEST — 








| POLICY WAS STILL IN FORCE 


Clause Eliminating Extended Term In- | 


surance Option in Case of Indebted- 
ness Held Discriminatory 


In Metropolitan Life vs. Lillard; su- 
preme court of Oklahoma, 238 Pac. 841, 
the company issued a life policy in the 
sum of $3,000, providing that after it 
had been in force for three years the 
insured would have certain options in 
the form of a settlement in case there 
was a default in the payment of prem- 
iums. These options, however, were 
conditioned on the fact that there was 
no indebtedness against the policy at 
the time of lapse. 

Had Borrowed on Policy 

The insured permitted the policy to 
lapse for non-payment of premiums. 
The policy had a cash surrender value 
of $175, but the insured had borrowed 
$144 there on. The insured died within 
a few months after the lapse of the 
policy. The company contended that 
by borrowing upon the policy the in- 
sured had forfeited his right to the op- 
tions provided for in the policy upon a 
lapse. The beneficiary took the position 
that this provision of the policy was in 
violation of the Oklahoma statute for- 
bidding any distinction or discrimina- 
tion between insured persons. It was 
contended that the $28 net cash sur- 
render value of the policy at the time 
of the lapse should be applied to the 
purchase of a continuation of the policy 
which would have continued it in force 


| four months and 11 days and therefore 


| the record, and in 


it was in force at the time of the death 
of the insured. The trial resulted in a 
judgment in favor of the plaintiff. On 
appeal the higher court in reviewing 
affirming this judg- 


ment, said: 


Should Have Been Continued 


“Under the defendant's theory, if the 
insured had not borrowed from the de- 
fendant, the cash surrender value of his 
policy would have continued the policy 


| in full force and effect for the sum of 
| $3,000 for approximately 821 days, and 


if the surrender value had been $28, 
and he had not borrowed thereon, it 
would have continued in full force and 
effect for the full sum for a period of 
# months and 7 days, but by reason ot 


| the necessitous condition of the insured 


| he was compelled to 
| reason thereof he is denied the 


borrow, and by 
privi- 
lege of exercising this option. 

Clause Held Void 


“Any policy containing a provision 
or imposing a condition for obtaining 
a loan in contravention of the express 


words of the statute renders the clause 


of the policy containing such contraven- 


ing condition void and unenforceable. 

“For the reasons herein stated, the 
judgment of the trial court in all mat 
ters is hereby affirmed.” 


Report on Arkansas Business 


The annual report of the Arkansas 
commissioner indicates that the total legal 
reserve life insurance in force in the 
state as of Dec. 31, 1926, was $520,289,- 
074. New business written amounted tc 
S141, 383,283. Net premiums were $15,- 
Stipulated premium companies 
as of Dec. 31, 
business written in 1926 wi 
Assessment societies s ater 
36,079 with 


665,362, 


1926 New 
89,470,654. 
net premiums in 1926 of $1,3 

$603,743 in claims paid and $86,352 in 
expenses incurred. White fraternal so- 
cieties had a total of $107,470,552 insur- 
ance in force as of Dec. 31, 1926, with 


| assessments collected in 1926 of $2,042,- 


732 and claims paid $1,146,181. Negro 


| fraternals had $28,653,946 in force while 


' 


| 


assessments collected 
and claims paid 


in 1926 the 
amounted to $1,048,363 
£733,280 


| attention. 





Bankers Life Dallas Meeting 


Agents of the Bankers Life of Des 
Moines from all sections of Texas were 
in Dallas this week for a one-day con- 
ference with company officials. Reports 
made at the meeting were that the busi- 
ness written in Texas the first four 
months of the year exceeded that of 
the same period in 1926. 

G. S. Nollen, president, and W. W. 
Jaeger, vice-president, were the com- 
pany officials making addresses at the 
conference. 


Little Rock “Ad” Campaign 
Little Rock life agencies are conduct- 
ing an advertising campaign of educa- 
tion which is attracting much favorable 
Thev are endeavoring to en- 
lighten the public as to the economic 
Value and importance of life insurance. 


One of the recent statements broad- 
casted was by Harvey C. Couch, presi- 
dent of the Arkansas Power & Light 


Company, and one of the state’s fore- 
most business men. 


Union Central Agency Celebrates 

The Houston, Tex., agency of the 
Union Central Life is preparing for an 
especial celebration of its 23d birthday 
May 16-17. President John D. Sage, 
who is making his first trip to Houston: 
Dr. William Muhlberg, medical director. 
and Jerome Clark, superintendent of 
»gencies. will be in attendance from the 
home office. In honor of their visit, 
E. D. Shepherd, manager of the agency, 
has set a goal of $1,000,000 in business 
for May. 


Operates Only in Oklahoma 
The Oklahoma Life of Oklahoma City, 


which was licensed March 29 last with 
$100,000 capital and $38,095 surplus, is 
writing business only in Oklahoma It 
will write life, accident and health in- 
surance. The company was organized to 
take over a company with the same 
name, which was incorporated under the 
Stipulated premium law The par value 


of the stock was $10 and the selling 
price was $20 a share N. B. Smith is 
president, E. C. Gunter, vice-president 
and G. W. Whitten, secretary and treas- 
urer 





| PACIFIC COAST FIELD 











IDAHO FIRE IS REINSURED 
Assets Are Liquidated Into First Na- 
tional Life and Stockholders 
Transfer Their Holdings 





The Idaho Fire of Boise, Idaho, has 
reinsured all its outstanding business 
in the California Insurance Company 
The stockholders of the Idaho Fire have 
transferred their holdings to the First 
National Life Company of Boise, which 
in turn has taken over the assets ot 
the Idaho Fire, thus permitting the 
life company to begin business in strong 
nancial condition The newly organ- 
ized First National Life has for its 
officers the former executives of the 
Idaho Fire. C. A. Barton, the vice- 
president of the Idaho Fire. is presi- 
dent of the First National Life; F. W 
Beck, president of the fire company, is 
vice-president of the life organization 
Theodore Barraclough, who is secretary 
of the Idaho Fire, becomes actuary and 
comptroller of the First National Life 
and Harry L. Barton, treasurer of the 
fire company, becomes secretary of the 
life concern. 

The Idaho Fire, which is now being 
liquidated into the First National Life. 
had capital of $134,000 and surplus ot 
$162,000. It is stated that practically 
all of the stockholders of the fire com 
pany have accepted the offer to ex- 
change their stock for an interest in 
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the new life organization The First 
National Life has its headquarters in 
e offices formerly occupied by the 
Idaho Fire. 


C. A. Reed’s Good Work 


[wo new Bankers Life of lowa rec- 
ds were established by the ( \. Reed 
gency of Los Angeles in April rhis 
iwency achieved the highest paid-for 
roduction ever reached by an agency 


month when it 


month 


the company in one 
uid for $1,517,500 last 
For three consecutive months, 
ruary, March and April, the Los An- 
geles agency’s monthly production of 
establishing the 
second company record 


Bankers’ Life Spokane Meeting 


District managers and salesmen of the 


northwest division of the Bankers’ Lite 

Des Moines, numbering 125, met with 
otheers trom the home office Spo- 
kane, Wash., last week. This was the 


second of seven one-day schools of in- 
struction being conducted for its selling 
representatives. Officers who were 
attendance were G. S Nollen, 
president, W. W. Jaeger, vice-president 
and director of agencies: Severin 
Schulte, assistant superintendent of 
agencies; J. H. McCarroll, assistant ad- 
vertising manager, and Martin Roe, as- 
sistant secretary. Agency managers 
were in attendance from Spokane, Se- 
attle, Helena, Mont; Boise, Ida.: Idaho 
Falls, Ida.; M. H. McIntosh, Salt Lake 
City and F. L. Emery, Portland, Ore. 


New York Life Meeting 


About 200 agents of the western de- 
partment of the New York Life met 
in Spokane, Wash., last week, for an 
educational meeting with the officials of 
the company. Washington, Idaho, Ore- 
gon, Wyoming, Alberta, British Colum- 
bia and Alaska were represented at the 
meeting Walker Buckner, first vice- 
president, from New York, talked on 
the progress made in writing insurance 


in the west and described the new home 
office building in New York 
Other officials and managers in at- 


LIFE 


tendance were E. H. Norene, organ- 
izer and branch manager, Seattle; (¢ 
C. Norton, Spokane branch manager; 
J. W. Day, Portland branch manager; 
Herman Dietz, Boise, Ida.: B. M 
Downie, butte: W. L. Watt, Tacoma; 
E. R. Muir, Calgary and M. N. Bovd, 
Vancouver, B. ¢ Guy L. Hunt and 
Nellie I Pickett, both of Baker, Ore., 
tied tor first place in the amount of in 
surance written in the past year Al 
bert » Elford, Seattle, inspector ol 
agencies, presided 

( ( Norton, manager at Spokane, 
was honor guest at the breaktast given 
by the company in recognition of his 


anniversary of service 


Hold Course in San Francisco 


\ four weeks’ course in the funda 
mentals of life insurance, its ethics and 
salesmanship, has been anounced by thi 
educational committee of the San Fran 
Life Underwriters Association 
The course will be open to anyone pro 


cisco 


viding that the enrollment card is en- 
dorsed by a member of the association 
in good standing. A fee of $10 will be 


charged. Meetings have been tentatively 
set for Monday, Wednesday and Friday 
evenings. The course was inspired by 
Clarence Peterson, manager of the 
Phoenix Mutual in San Francisco 


International Life’s Denver Meeting 


Agents in the Rocky Mountain dis- 
trict of the International Life held a 
two-day agency school of instruction in 
Denver last week. The school was un- 


der the direction of W. F. Grantges, 
vice-president and general agency man 
ager, and John P. Stake, inspector ot 
agencies, from the home office. They 


left Denver Saturday for Salt Lake City, 


where they will conduct a similar schoo! 
for agents in that district. continuing 
to the west coast and returning to St 
Louis through the south 


Kill Wisconsin Group Bill 


ill 562-A, which would permit health 


B 2 
nda dent n I st write business 
? t group basis f they des was 
recommended for ndefinit stpone 
1 n the Wisconsin legislatu 





IN THE ACCIDENT AND HEALTH FIELD 














SUPPLEMENTS COMPENSATION 
Eastern Casualty Issues New Policy 
Covering All Sickness and All 
Non-Occupational Accidents 


The Eastern Casualty has issued a 
new policy intended especially for in 
lustrial risks who are covered under the 

rkmen’s compensation acts ot the va 


rious states, so that they can have pro 
tection for all sicknesses and for acc 
dents that happen otherwise than in the 
course of the duties of their occupations 
ihe policy covers all sicknesses with 
he exception of venereal diseas« and 
I] non-occupational accidents with the 
\ception of aeronautical accidents 
Policy Diseussed Last Fall 
Che des abilit ss vv sue i 
icv was discussed at so eth 
c inn neeting « He i & \ 
ent Underwriters Conferences i 
icest Mass., last fall H. S. Be 
si it ) the Eastert (as ity ed 
ound able aiscuss 4 that ses 
. ( the di ger ot Ver . ce 1 
e resu of workmen's compensatiotr 
stated at that time that hac 
ider consideration the issuance of su 
i 1c} It was idmitted by severa 
eakers t that tim th ather i se 
us situation had been created, espe 
illy for the companies writing monthly 
remium business, as a result of the ct 
it a man might draw under work 
i's compensation and under an acci 
t policy considerably more mone 
n he was recetving while at work 


NEW POLICIES READY SOON 
Missouri State Life Prepares to Widen 
Scope of Service it Offers 
in Accident Line 


Following the recent changes in per 
sonnel and policies of the Missouri 
State Life’s accident department and the 
appointment of Read H. Brown as mat 
ager, the company announces it w 
shortly ive reat . ‘ ew 
‘ will sTreatiy ici¢ s ce 
n the accident line 

Dhe Mis 1 state ] ‘ c 
‘ €1 departme 1921 wi the 
dei ‘ Assis i s ( ree ‘ i 
ne en o ¢ aaait il « i 
ion direct! t i t nissions 
ecident and eal ! cs 
rectly v thes nes ~ ers 

s I res < e the 
co in s t < satist « 
growth o ts a eineae It 
gave the Ss iti ! s i nt d 
partme! ¢ 1 study ete ! 
that ce i c yes dy 
sol wi ssa cl il ‘ 

departmet ‘ M 
iwer Re H B t S 
ug ace nt he t \ s 
the rga t al s er 2 
1 et ods 

] cs I Ra { \ ba ‘ 
flective work in v ‘ izencies 
deve ing ore on and busines T 
tire accid t ent will ! ct 
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Entering Numerous States 
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ARE YOU THE 
MAN? 


66 VF vou will make me manager 

in my home state for your good 
company I am confident of my abil 
ity to organize a strong agency and 
success.” 


command 


Thus writes a producer in the 


Keystone State, where we have two 
good openings. 
We 


manager 


want an experienced man as 


in Connecticut and in 
rexas, also Indiana 
We know our proposition would 


interest you. Let us tell you about 1 


THE BANKERS RESERVE 
LIFE COMPANY 
Home Office 
Omaha, Nebraska 


R. L. Robison, President 
W. G. Preston, Vice-President 
R. C. Wagner, Secy.-T reas 











30 Years Of Pronounced Success 


























Service 


When “Knighthood Was in Flower,” King Ar- 
thur, that famous Saxony king, formed his Order 
of the Round Table. These knights, battle-tried 
and true, were there for the service of their king- 
dom and lived under the motto of “Live pure, speak 
true, right the wrong, elsewhere born.” 

Today the life underwriter is one of the great- \ 
est of knights—for knighthood is not dead but ever 
lives on in friendly service. The life underwriter 
lives a life of service which carries ever onward 
the untarnished ideals and traditions of “The 
Round Table.” 

This company gives of its best to the man who 
is willing to serve his fellow men and such men 
will find it pays to be friendly with the 


PEOPLES LIFE INSURANCE CO. 


“The Friendly Company” 





INDIANA 


Illinois, Ohio, Michigan 
California and Texas 


FRANKFORT 


Opportunities in Indiana, 
Tennessee, Arkansas, lowa, 
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cago, of which C. H. Boyer is president, 
has been licensed in Illinois, Indiana, 
North Carolina, District of Columbia, 
Delaware, Louisiana, Minnesota, Mis- 
souri, New Jersey and Pennsylvania. 


New Managers Named 


Charles A. White & Company of Chi- 
cago have been made United States 
managers of special policies for the Em- 
ployers Indemnity. The Employers 
has just put on the market a new 
special combined automobile accident 
and travel accident policy which covers 
all features of both types of policy. 


Continental Raises Rates 


The Continental Casualty has an- 
nounced an increase of approximately 
10 percent in premium rates of all poli- 
cies issued in the disability division, 
which includes health insurance. They 
will apply to all new business written 
on and after July 20. Business writ- 
ten up to that date will be on the basis 
of the present rate. 


Separate Life and Accident Offices 


Separation of the life and the health 
and accident offices of the Continental 
Life of Washington, D. C., at Richmond, 
Va., has just been consummated. James 
H. Long, formerly assistant superintend- 
ent of the Norfolk office, becomes super- 
intendent of the life department at Rich- 
mond, including both industrial and 
ordinary. Lewis L. Bradley, head of 
both departments in Richmond since 
1924, is now supervising only the health 
and accident department there. He was 
transferred to Richmond from Norfolk 
three years ago. 


Troutman Succeeds Anger 


Cc. W. Troutman, general agent for the 
Continental Casualty at Pittsburgh, has 
been appointed disability manager of 
the eastern district to fill the vacancy 
left by the recent death of Emanuel 
Anger. Mr. Troutman first entered the 
insurance business in 1907 as an agent 
for the Northwestern Mutual Life. The 
next year he changed over to the acci- 
dent and health field as Pittsburgh man- 
ager for the Federal Casualty, a few 
years later becoming district manager 
for the Pittsburgh Casualty. When that 
company was reinsured by the National 
Life, U. S. A., in 1912, Mr. Treutman be- 
came local manager for the latter com- 
pany, and in 1914 was transferred to the 
home office of that company in Chicago. 
He became associated with the Continen- 
tal in 1915, returning to Pittsburgh to 
represent the company there. 





Illinois Companies Expand 

The Acacia Casualty of Watseka, Il, 
and its affiliated organizations, the 
Iroquois Mutual Benefit and the Zenith 
Mutual Benefit, have organized a new 
corporation with $100,000 capital to be 
known as the Acacia-Zenith Agency Com- 
pany. The new company has purchased 
the Union Life of Chicago and moved 
it to Watseka. 


Nebraska Record Given 


The mutual accident and health as- 
sociations wrote in premiums in Ne- 
braska last year $1,579,553 and had losses 
$1,045,127. The Travelers Health of 
Omaha led with $471,118 premiums and 
$410,492 losses. Other leading companies 
were the Business Men's Protective of 
Lincoln with $131,097 premiums, $61,212 
losses; Mutual Benefit Health & Acci- 
dent of Omaha, $246,169 premiums and 
$168,639 losses; Physicians Casualty of 
Omaha, 225,454 premiums, $116,148 
losses, and Physicians Health of Omaha, 
$231,513 premiums, $191,785 losses. 





Chicago Claim Association Meeting 


William F. Peterson, professor of path- 
ology at the University of Tllinois, ad- 
dressed the Chicago Claim Association 
Wednesday night on “Development of 
Pathology in Chicago.” This was the 
last meeting of the association before 
the summer vacation. 


Voting on Convention Place 
A mail vote is now being taken, which 
will register the decision of the execu- 
tive committee of the Health & Accident 
Underwriters Conference as to the place 
ef holding the annual meeting of the 
conference next fall. teturns on the 


questionnaire sent out to member com- 
panies as to their preference for the 





place of meeting showed a very large 
majority for Toronto. This vote was 
merely an expression of preference and 
was not binding on the executive com- 
mittee, which is expected, however, to 
give it considerable weight in making 
its selection. 


Opens Los Angeles Accident Department 


The Pan-American Life has added an 
accident and health department to its 
Los Angeles agency, placing it in charge 
of R. L. Mollenick, an experienced un- 
derwriter in this line, in which he was 
formerly engaged in Philadelphia. The 
new department will operate in the en- 
tire southern California field. 

Dr. E. G. Simmons, vice-president of 
the Pan-American, and Ted M. Simmons, 
assistant superintendent of agencies 
and head of the accident and health de- 
partment, were in Los Angeles last week. 


Ohio State Has Sales School 


The novelty of having three young 
women from the clerical force of the 
home office appear at a banquet follow- 
ing a sales congress and explain to the 
field men some of the operations of the 
office and tell them how they can help 
in the preparation of their reports was 
tried a few nights ago with great suc- 
cess by the health and accident depart- 
ment of the Ohio State Life. 

In the afternoon a school of instruc- 
tion was held with Dr. Roy C. Fisher, 
superintendent of the department, in 
charge. At the banquet in the evening, 
among the speakers were Misses Irma 
Patterson, Agnes Gleich and Ruth Ben- 


son. Miss Benson also presented to | ° 
| action on it. 


George L. Atkinson of Indianapolis and 





Homer J. Roling and F. H. Hertel of | 


Columbus prizes in recognition of the 
amount of business they had sold the 
previous week. 

Other speakers at the banquet were 
President John M. Sarver; J. L. Wikoff, 
Indianapolis; FE. P. Mauk, Cincinnati, and 
S. P. Deeds, J. H. Waterman and F. E. 
Sturdevant of the home office. The com- 
pany announced that its health and ac- 
cident business had doubled in the last 
three months. 





NEWS OF FRATERNALS 








CHANGE OF ATTITUDE IS SEEN | 


Fraternalists Alter Opinion on Group 
Writing After Noting Companies’ 
Success with Line 


Introduction of the subject of writ- 
ing group insurance by fraternal socie- 
ties by Superintendent James A. Beha 
of New York at the Richmond meet- 
ing of the National Convention of In- 
surance Commissioners follows approval 
of a bill for that purpose by the Na- 
ie Fraternal Congress. It shows a 
reversal of sentiment among the so- 
ciety officers. 

For a number of years the writing of 


any group policy, or laws permitting the | 
business, were opposed by the frater- | 
nalists on the ground that their business | 


was being invaded, that the plan vio- 
lated anti-discrimination laws, and that 
group insurance did not give wage earn- 
ers proper protection. The fraternal! 
leaders saw, however, that the com- 
panies made a success of the business. 
They also saw that many of the logical 
fraternal policyholders were lost to them 


because local lodges could be organized 
in stores and factories. With the em- 
ployer paying all or a part of the prem- 
iums he would protect his employes and 
also establish an organization to pro- 
mote better feeling. 


Fraternalists Divide 


The subject was brought to the at- 
tention of the National Fraternal Con- 
gress at its convention in August, 1926, 
and Mr. Bouton and George A. Scott, 
president of the New York Congress, 
supported it. There was a division be- 
tween the fraternalists who believed in 
sticking to the original plans of fra- 
ternal operation and those who desired 
to write all of the forms issued by old- 
line companies. Superintendent Beha 
addressed the convention, opposing the 
idea of fraternal group insurance. The 
Congress compromised, arguing that 
only the societies desiring to write the 
business need adopt it, and a bill was 
ordered drafted. A bill was prepared by 
a special committee and was approved 
by the executive committee of the Con- 
gress in November. 

The New York Fraternal Congress 
again offered the group bill to the New 
| York legislature in January, 1927, but 
| did not push it until an agreement could 
| be reached with Superintendent Beha. 
At Richmond the subject was referred 
‘o the committee on fraternal insurance 
on the suggestion of Mr. Beha, who 
asked that the convention take some 


The only state which permits fraternal 
societies to write group insurance is 
Kansas, which gave permission in its 
new insurance code this year. 


North American Union Report 


The Illinois department made an ex- 
amination of the North American Union 
Life of Chicago as of Dec. 31. The so- 
ciety carries its reserve on the Amer- 
ican 4 percent basis amounting to $282,- 
250. Its investments amount to $1,128,- 
172. The examiners call attention to the 
admirable record of the _ society in 
promptly paying its death claims. On 
Dec. 31 the total amount of unpaid 
claims was only $26,932. 


Illinois Fraternal Bill 


Senate Bill 365, introduced by Senator 
Kessinger of Aurora, authorizes frater- 
nal beneficiary societies to insure lives 
of children between the ages of 1 and 
18 on application of some member of the 
society, on which person the child is de- 
pendent for support and maintenance. 





& NEWS OF LIFE POLICIES 


| New Policies, Seiden Rates, Dividends, Surrender 

Values and all Changes in Policy Literature, Rate 
Books, etc. Supplementing the “Unique Manvel 
Digest.” published annually in May at $4.00 and tle 
“Little Gem” published annua'ly in Apri! at $2 00 








VICTORY LIFE’S NEW RATES 


Rapidly Growing Chicago Company An- 
nounces Additional Policy Forms 
with Unusually Low Premiums 

The Victory Life of Chicago has been 
licensed in Indiana and is now estab- 


| lishing an office at Indianapolis. Several 


because of their insurance under group | 


policies. 


Group Insurance Bill Drafted 


In 1924 the New York State Frater- | 
nal Congress drafted a fraternal group | 


insurance bill which was introduced in 
the New York legislature by Senator 
Arthur F. Bouton, chairman of the in- 
surance committee. The purpose was 
to draw attention to the bill, not to get 
it passed. 

The argument was that fraternal soci- 
eties were the first to write group in- 
surance, because the local lodge was 
a group, with the local secretary as 
agent of the members, and if the 
monthly payment of the lodge failed to 
reach the home office the group was 
suspended. For that reason the group 
idea was logical in a- fraternal society, 


agents are already at work at Gary. The 
Victory Life is the only old line legal 
reserve company owned and operated 
by Negroes to be licensed in the state. 
The company has also been informed by 
Commissioner Button of Virginia that 
the license to operate in that state is 
being granted. Commissioner Button 
has authorized the company to proceed 
with the organization of an agency force 
in the state. The company was re- 
cently admitted to New York. 

The Victory Life is now issuing sev- 
eral new policies with unusually low 
non-participating rates. Disability bene- 
fits and double and triple indemnity are 
granted on these policies. Following 
are the rates on the new policies, with- 
out disability or double or triple in- 
demnity, per $1,000 on the endowment 
at age 60, the endowment at age 60 with 





$10 per month income for ten years 
(face amount of policy $1,017), 20-pay 
endowment at age 60, 10 year term, and 
the rates per $2,500 on the special whole 
life policy and 20 pay life policy: 
$10 per 
Month 
for10 20 20 
10 Whole Pay 
Yr. Life Life 
Term $2,500 $2,5 
BS eseec coon 













obo 





Pilot Life 
The Pilot Life has increased its divi- 
dend scale. It has also announced a 


special 20-payment life participating 
contract and has reduced the minimum 
amount that may be written on the com- 
pany’s non-participating whole life and 
20-pay life plans. 

For the first time in recent years the 
Pilot is quoting disability rates for 
waiver of premium only The amount 
of insurance that may be written sub- 
ject to the disability clause has also 
been increased. 

The new rate book delivered to the 
agents May 1 contains accident and 
health rates as well as life rates. 


Continental Life, St. Louis 

The Continental Life of St. Louis has 
started writing on the non-medical plan. 
A special offer has been made for May, 
policyholders’ month, and for this month 
policies will be issued on non-medical 
applications up to $5,000 on applicants, 
except married women, between 15 and 
45, on whom the company has issued 
standard insurance since May 1, 1925, 
and who has not suffered sickness or in- 
jury since then; provided that the 
amount of new insurance applied for, 
with what the company is now carrying 
on the applicant, does not exceed the 
present limit of $20,000 standard insur- 


ance. 


Puts in Seven-Hour Day 

Effective May 9 and to continue 
through the summer, the clerical force 
in the office of the Central Life of Des 
Moines will be required to work only 
seven hours a day. President O. C. 
Miller argues that the home office force 
through the summer will render as much 
service in seven hours as if the old 
eight-hour schedule were employed. 
Under the new schedule the office force 
will go to work at 8 a. m., take an hour 
off for noon and complete the daily 
task at 4 o’clock. 


J. F. Egan on Tour 

1. F. Evan, division manager of the 
ordinary department of the American 
National of Texas for Illinois, Towa, 
Minnesota, Kansas, Michigan and Mis- 
souri, is still awav from his Chicago 
ofice on a. business trip that started 
April 20. Since then he has spent some 
time in Kansas City. St. Louis and the 
country between. He will return to 
Chicago at the end of this week. 
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NEWS OF THE JOHN HANCOCK | NEWS FROM THE PRUDENTIAL | 


Company Announces Many Promotions | Promotions 


to Assistant Superintendent Positions 
in Various Important Points 


The following have been promoted 
from the ranks of agents of the John 
Hancock Mutual to assistant superin- 


and Transfers Affecting | 
Agency Forces in Various Sections 
Are Announced 


Ernest Jefferey of the Peterboro, Ont., | 
district of the Prudential has been pro- 


|} moted to assistant superintendent, as- 


tendents in the districts of their service: | 


George W. Clasby, Waltham; Fred- 
erick T. Coleman, Philadelphia 3; Robert 
J. Lodge, Philadelphia 5: Leo F. 
Schwartz, Grand Rapids, Mich.; William 
Moisant, Chicago 7; John A. McGlone, 
Philadelphia 2; Elmer J. Stower, Toledo, 
O.; Millard O. Haughey, Springfield, IL: 
Dave Lichter, Pittsburgh 1; Edward J. 
McGarr, Chicago 1; LaFayette Archtbald, 
Portland, Me.; Torrance A. Stadterman, 
Chicago 5; James H. Cleveland, East St. 
Louis (Alton detached); George S. Gas- 
ser, New London, Conn.; Henry E. 
Boyles, Cincinnati 2; Emmett M. Johnson, 
Indianapolis; Homer C. Lucas, Louisville, 
Ky.; Earle C. Offenbacher, Dayton, O.; 
Thomas P. Bushbaum, Chicago 3; S. 
Raphael Cianflone, Pittsfield, Mass.: 
Marion V. Edlin, Peoria, Ill.; Wm. F., 
Shea, Holyoke, Mass.: Julius Degner, 
Erie, Pa.; Charles H. Hoke, St. Louis 2; 
Thomas V. Cain, Newport-Coving- 
ton, Ky. 


} 


Those promoted and transferred are: } 


Thomas A. Jennings, from agent at 
Providence to assistant superintendent 
at Detroit 1; Walter L. Grosvenor, from 
agent at Fort Wayne to assistant super- 
intendent at Saginaw, Mich.: Larry F. 
Kervin, from agent at Springfield, Mass., 
to an assistant superintendent at Peoria, 


Ill.; Alphons Henn, from agent at Hemp- ! 


stead, L. I., to an assistancy at Yonkers, 
N. Y.; Morris Rubin, Wm. Friedlander, 
and Solomon Tischler, from agents at 
New York 4 to assistancies at New 


Assistants transferred are: Henry 
Arkema, from Springfield, Ill. (proper), 
to Jacksonville, Ill, detached of same 
agency; Charles Van Kirk, from Pitts- 
field, Mass., to Los Angeles 1; Edward 
MacDonald, from Holyoke proper to 
Northampton, Mass., detached of same 
district. 

Other changes are: Peter J. Furlong, 
from cashier at Flint, Mich., to cashier 
at Chicago 4; August J. Aufmuth, Jr.., 
from cashier at Chicago 1, to cashier at 
Flint, Mich.; Frederick H. Baumann, 
from cashier at Kansas City, to cashier 
at Chicago 1: Roland C. Jeffers, from 
training cashier at Kansas City to 
cashier at same agency; Frank J. Lyons, 


from clerk at Philadelphia 3, to cashier ' 


at Erie, Pa.: Lawrence A. Donohue, from 
cashier at Erie, Pa., to cashier at Phila- 
delphia 5; Peter A. Norris, from cashier 
at Hackensack, N. J.; to cashier at Mt. 
Vernon, N. Y.; James J. O'Rourke, from 
assistant cashier at Waterbury, Mass., to 
cashier at Hackensack, N. J.; Frederick 
H. Schmidt, from assistant cashier at 
New York 3, to cashier at New York 6 


suming charge at Cobourg. He was ap- 
pointed an agent Oct. 10, 1921. 

Walter G. York and Clarence E. Austin 
of Olean, N. Y., have recently been pro- | 
moted to be assistant superintendents. 

Alfonse Kirsch, who entered the serv- 
ice of the company in Buffalo No. 3 in 
1924, has been promoted to assistant su- 
perintendent in the same district. 

Julius C. Latanzi, who entered the | 
service of the company in Ithaca, N. Y., 
in 1921, has been promoted to assistant 
superintendent in the same district. Mr. 
Latanzi ranked fourth among the com- 
pany’s leading agents in ordinary for 
1926, and is ninth in the company’s ordli- 
nary leaders for 1927, including group } 
and wholesale insurance 

Agent Lester C. Cover of Mankato, 
Minn., has been promoted to assistant 
superintendent He has charge of the 
detached assistancy at Albert Lea, Minn. 
Agent Harold T. Myers of the Minne- 
apolis No. 1 district is transferred to 
Duluth, Minn., and promoted to an as- 
sistancy in that district Agent Walter 
J. Gwiazdon, Minneapolis No. 2, is ad- 
vanced to assistant superintendent in 
the same district. 


Seeks Mandamus for License 


E. A Norcum, insurance agent of 
Norfolk, Va., is applying for a writ of 
mandamus to compel Commissioner But- 
ton of the Virginia department to issue 
a license to him to represent the People's 
Life of Washington. He transferred re- 
cently to that company from the Na- 
tional of Virginia, Norfolk The com- 
missioner refused a license in accord- 
ance with his rule that when an agent 
for an industrial company leaves its em- 
ploy and takes a similar position with 
another company of this class he cannot 
obtain a license until 90 days have ex- 
pired. 


Consolidate Columbus Offices 


Merger of the Columbus, O., agencies 
of the Public Savings and Western & 
Southern has been made as a result of 
the reinsurance by the latter company 
of the former. 

The Western & Southern has taken 
over the offices of the Pubiic Savings 
at 39 West Broad street, Columbus, and 
consolidated them with offices at 8&2 
South High street Nineteen persons 
were included in the transfer, increasing 
the personnel of the Western & South- | 


| ern Life in Columbus to nearly 100 
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LADIES HONORED BY AGENTS 


Nomination of Officers Principal Busi- 
ness of Last Session of Underwrit- 
ers’ Association for Year 


NEW YORK, May 12.—The last 
regular meeting of the year held this 
week by the New York Life Underwrit- 
ers Association was in special honor of 
the ladies. More than 200 fair guests 
were among the 700 persons present at 
the dinner meeting, which was presided 
over by President W. R. Collins as 
toastmaster. After a musical program 
George A. Kederich of the New York 
Life as chairman read the report of the 
nominating committee, which nominated 
the following as officers for next vear: 

President, P. M. Fraser, Connecticut 
Mutual: first vice-president, J. Elliott 
Hall, Penn Mutual; second vice-presi- 
dent, Leon Gilbert Simon, Equitable 
Life of New York, lecturer on inherit- 
ance tax and business in finance at the 


New York insurance 
training course; 
Clancy Connell, Provident Mutual; se 

retary-treasurer, W. R. Carroll, Berk- 
shire Life. For the executive committee, 
nominees are, W. E. Barton, Union Cen- 
tral J D. Bookstaver, Travelers 4 

Cerf, Jr.. Mutual Benefit; Max Cooper, 
New York Life: G. A. Eubank, Aetna 
Life; Harry Gardiner, John Hancock 
Mutual; J. P. W. Harty, Mutual Life of 
New York; E. J. Sisley, Travelers; Rus- 
sell Simmons, Home of New York; Leo 
Saum, Mutual Life of New York I. J. 
Reinmund, Phoenix Mutual; J. C. Mc- 
Namara, Guardian Life; B. Logan, 
Fidelity Mutual, and Merwin L. Lane 
Equitable of New York. N. H. Wuerth 
was named chairman of the executive 
committee. 


University _ life 
third vice-president, 


Salesmanship Is Subject 
The principal speakers were Vice- 
President Frank A. Davis, Equitable 
Life of New York and John C. McNa- 
mara, metropolitan manager, Guardian 
Life, who talked on new uses of old | 





Forty Percent Ahead 
Of Last Year in New 


Paid For Business 


THERE IS A REASON! 


THE MIDLAND MUTUAL 
LIFE INSURANCE CO. 
COLUMBUS, OHIO 
“Its Performances 


Exceed 


Its Promises’’ 




















entral States Life 


Insurance Company 


ST. LOUIS, MO. 


Agency Openings in 
ARKANSAS MISSOURI 
CALIFORNIA MONTANA 
COLORADO NEBRASKA 
FLORIDA NEW MEXICO 
IDAHO OKLAHOMA 
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KANSAS TEXAS 
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All Ages up to 65 
Participating and Non-Participating 
Standard and Sub-Standard 
Disability and Double Indemnity 


Assets: $10,000,000 
INSURANCE IN Force: $90,000,000 
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ALAMO LIFE INSURANCE COMPANY 
| | A progressive up-to-date company with a program of | 


| expansion and growth. 
All Texas is our field. 





“The Fast Growing Company of the Southwest’ 


San Antonio, Texas 











UNDERWRITER 


ideas. “An eminent authority has de- 
clared,” said McNamara, “that there are 
only three essential elements in success- 
tul salesmanship. First, find out what 
prospect is trying to do. Second, find 
out how well he is doing it. Third, find 
out how life insurance will best help the 
prospect achieve his goal. The best 
salesman is he who knows clearly what 
he intends to present to his prospect,” 
he said, adding: “That requires work and 


study. The failure of most men is due 
to their failure to keep intelligently 
busy.” 


Vice-President Davis sail that associ- 
ation meetings and similar gatherings 
demonstrate the greatness of the institu- 
tion of life insurance, which is above all 
companies in that greatness. The agents 
do not create the companies, but they 
furnish the power that keeps the wheels 
moving. “There is no higher plane in 


the life insurance business,” he said, 
“than that walked by the _ intelligent, 
conscientious underwriter, who must 


face the challenge of the day, which is 
‘serve and survive.’ In the next ten vears 
the great task of agents will be not to 
create but to keep up with a public opin- 
ion growing daily more favorable to life 
insurance.” 


_ 
CAN DETERMINE OWN INCOME 
Investment of Time and Few Dollars in 
Insurance Journals and Books 


Yields Big Returns 


GRAND RAPIDS, MICH., May 11 


—M. L. Woodward, general agent of 
the Northwestern Mutual in Detroit. 
was the speaker at the meeting at 
Grand Rapids, Monday evening. Mr. 


the unique oppor- 
insurance business 


stressed 
the 


Woodward 


tunities in life 





M. L. WOODWARD 


“Recently a friend of mine in the busi- 
ness told me that a certain general agent 
offered a special agent, absolutely 
‘green’ to the business, $500 per month 
ii he would agree to see ten people each 
day for month and try to interest 
each one in life insurance,” he said. “A 
contract was drawn, and at the end of 
ten days the newcomer, realizing he was 
losing money, went to the general agent 
and asked to be released from the bar- 


one 


gain The general agent's offer is but 
additional proof that one who makes 
calls will have interviews: that inter 
views mean sales, and that the more 
interviews one has, the more money 
one will make 

“For years it has been preached that 
time is the only capital a man is re 


quired to put into this business. Men 


are admitted into our business too easily 
Why should a business that offers such 
staggering returns unlock its doors for 
the entrance of any Tom, Dick or 
Harry who is willing to take a chance 
and try out our business \ man should 
be shown that he should invest his life. 
thought and energy, and, should he be 
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required to invest a substantial cas!) 
sum, he would naturally guard his in- 
vestment more carefully. The possi- 


bilities and opportunities for certain suc- 
cess in the life insurance business today 
are so many that any man, recognizing 
and knowing his power, should willing] 
and gladly toss his entire strength into 
it. The calling today is of such high 
character that no one should ever feel 
he is giving up anything when choosing 
life underwriting his future caree: 

“When men realize that the greatest 
item of overhead in this business is the 


as 


idle hours they fritter away while in 
the office; the worrying over invest 
ments where the security is not co 


parable to good bond buys and life in 
surance purchases; when they get t! 
clean-cut vision that this is the cleanes 
of all great businesses, and that there 
is no ‘if’ in the contracts they sell, nor 
in the contracts under which they work 
the sooner will the problem of under 
writing the life values of America be 
solved. 

“Men ask for an opportunity in our 
great calling, spurred on in knowing 
they are doing the fine thing every time 
they do anything at all. They are at 
tracted by the fact that they know ‘pay 
day’ can be every day, and that they can 
write their own check. Please tell me, 
then, why it is that there are many 
still left in our fast growing fraternity 


so 


who refuse to invest as little as $10 a 
year for publications that would keep 
them abreast of the times and enable 


them to make over $1,000 a month?” 


x* = «s 
Lincoln, Neb.—Chester B. Dobbs, ger 
eral agent of the Mutual Benefit, was 


reelected president of the Lincoln as- 
sociation at the May meeting. With him 
were elected Ralph L. Thiesen, vice- 
president; H. L. Reed, secretary, and M 
L. Palmer, H. H. Loughridge and W. 1 
Fraser, executive committeemen The 
officers had served but six months, due 


to a change in the fiscal year of the as- 
sociation to correspond with the national! 
year, and they will 
now for a year from June 1, 1927 

Ralph L. Thiesen, Dave Cravens and 
H. W. Noble were named as a committes 


association serve 


of arrangements for the session June 4 
when Dr. S. S. Huebner gives three ad- 
dresses on various phases of life insur- 
aunee as a business and a profession It 
is planned to invite leading men in the 
business and professional life of the city 
including the members of the univer- 


sity faculty that are using Dr. Huebner’'s 
books in their teaching work 
x * * 
San Francisco—A_ special 
the San Francisco association has 
arranged for May 17 for the purposé 


meeting of 
been 
of 


hearing a lecture by Dr. S. S. Huebne: 
The meeting will follow a banquet at 
which Dr. Huebner will be the guest of 
honor More than 200 are expected t« 
attend 

* * * 


Chicago—A committee was selected 
nominate officers for the impending 
election at the Chicago association meet- 
ing on May 5. Members of the commit- 
tee are W. W. Williamson, Connecticut 
Mutual Life; E. C. Platter, Massachusetts 
Mutual Life: E. J. Faltysek, Equitable 
Life of Iowa: C. A. Scholl, Fidelity Mu 
tual and W. B. Strong, Penn Mutual Life 


President C F Axelson mnounced 
that Dr. Rockwell's school will convene 
in Chicago from June 13 to August 1 
Chester O. Fischer, general agent of the 


in St. Lonis 
Selling.” 


Massachusetts Life spoke © 
“Common in 
* 3 n 

Seattle, Wash.—The 1927 Northwest 
Sales Congress of the Seattle 


Sense 


association 





will start June 10, but duration of the 
congress has not been announced and 
will depend on the number of speakers 
obtained by the program committee. It 
is announced also that several nationally 
known insurance men already have bee! 
obtained and others are being invited 
* * * 

Des Moines.—ll FE Var DeWalke 
Ypsilanti Mich., state gent for t) 
Peoria Life addressed the Des Moine 
association at its Mav meeting Making 
Cood” was his topic The program was 
furnished by the “Underwriters Review 
Clifford DePuy presiding as chairman 

Mr Van DeWalker emphasized the 
need for selling the young man on a 
broad insurance program “If vou talk 
toe him of a $2,000 life insurance estate 
your prospect will remain a $2,000 nm 
all his life But once you sell him or 
$25,000 program he'll place a higher 
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value on his economic life, and eventu- 
ally he’ll carry $25,000 of life insurance,” 
the speaker declared. 

Mr. Van DeWalker set a world’s rec- 
ord for monthly production in November, 
1925, by writing 717 applications for 
$1,300,000 of insurance. He described 
briefly the methods by which this was 
ecomplished at Saturday's meeting. 
The annual meeting and election will 
e held June 4. 

Starting this week the local association 

running a series of “ads” in the 
local paper, outlining the code of ethics 
and purposes of the organization and 
signed by all members 


Lafayette, Ind.—‘All-Membership Day 
was observed by the Lafayette associa- 
tion at its regular May meeting Verlin 
J. Harrold, assistant superintendent of 
agencies of the Lincoln National Life 
was the speaker. 

* * 

Fort Wayne, Ind.—Waldemar E. Eick- 
hoff, district manager of the Indianapolis 
Life, was elected president of the Fort 
Wayne association at the annual elec- 
tion. He succeeds Don C. Heffley Ar- 
thur W. Young was elected vice-presi- 
dent and Kenneth Robinson was chosen 
secretary-treasurer The new executive 
committee is composed of James W 
Haughton, chairman, J. L. Mueller, David 
H. Hostetter, C. B. Fitch, R. W. Arm- 
strong and L. L. Newman The final 
program of the retiring administration 
will be in June. Dr. Griffin M. Lovelacs 
vice-president of the New York Life 
will speak on “The House of Protection 


SET HIGH STANDARDS 
FOR “C. L. U.”” DEGREE 


(CONTINUED FROM PAGE 3) 


awarded. It is expected that the stand- 
ird will be high enough to give anyone 
securing a degree a justifiable pride 
im acquiring the distinction and make 
the public appreciate the superior value 
of the service of those holding this de- 
gree. Under the guidance of Dr. Hueb- 
ner the movement is expected to inter- 
est a large number of foremost insti 
tutions of higher learning in the train- 
ing of the life underwriter along lines 
that will be in accord with the high 
scholastic standards of these great uni- 
versities and greatly promote the educa- 
tion of the life underwriter. 

Objects of College 


rhe executive committee spent much 
of the two days upon a revision of the 
by-laws and consideration of policies. 
rhe objects of the college are best 
stated in these words from the by-laws 
“To cooperate with colleges and uni 
versities in training students for the 
career of professional life underwriter; 
to cooperate with educational institu- 
tions in general life insurance education; 
to conduct, if occasion demands, its own 
institutions for the training of resident 
students for the profession of life un- 
derwriting; to recognize properly quali- 
fied life underwriters with a professional 
degree. In the event the American Col- 
lege of Life Underwriters conducts its 
own institution for training of resident 
students the entrance qualifications of 
such institution shall conform to those 
of other high grade colleges and univer 
sities, 


MOVEMENT IS STARTED 
FOR UNIFORM PRACTICE 


(CONTINUTCED FROM PAGE 3) 
insurance people alike. President A. S 
Caldwell of the organization appointed 
the committee largely 
newer members, feeling that they would 
bring into its deliberations freshness ot 
thought and earnestness of effort. The 
other members of the committee are 
Commissioners Maloney, Arkansas; 
Livingston, Michigan; Safford, Ohio: 
Lee, Oregon; Taggart, Pennsylvania; 
Freedy, Wisconsin; Peterson, Nevada, 
and Mallison, West Virginia. It is the 
feeling of Chairman Dunham that this 
committee will have something tangible 
to report at the forthcoming annual 
meeting to be held in Cincinnati the last 
week in September. The personnel of 
he committee commends itself to all. 

Cincinnati had walkaway so far as 


composed ot 


== ———— 


securing the next convention was co! 

cerned. Charles F. Williams, vice-presi- 
dent of the Western & Southern Life, 
who is well known to the commission 
ers, was present in all his glory and sang 
a most effective song for his city. The 
only other city mentioned was Hartford 
Inasmuch as the commissioners will go 
to New York for the December meeting, 
it was felt inadvisable to hold two suc 

cessive meetings in the east. Cincinnati 
was chosen and the dates are Sept. 27-30 
Mr. Williams will be one of the chiet 
hosts when the convention meets at Cin 
cinnati. There are a number of local 
companies in the city so that the com 
missioners are assured of a verv cordial 
welcome. 


Conflicts With Casualty Meeting 


Unfortunately the time set for the 
commissioners’ meeting | 
that of the International F 
Casualty & Surety Underwriters and the 
National Association of Casualty & 
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Agency Superintendent 


with good record as per- 
sonal producer and agency 
organizer connection 
with a Life Insurance Company in the 
capacity of superintendent of agents 
anywhere in the United States. Seek 
ing an opportunity to develop a live 
agency force through years of ex 
perience in this work. Middle aged 
Can furnish excellent reference. Ad 
dress W 86 Care The National Under 


writer. 


desires 
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“AN EASY BUSINESS— 
IF YOU WORK IT HARD 


A Hard Business If You Work It Easy’”’ 


The above is quoted from the booklet 
‘*Matching Wits with the World”’. 





‘Matching Wits with the World’’ is a 
masterpiece on life insurance as a voca- 
tion. It is published by The Ohio Na- 
tional Life Insurance Company—aA copy 
will be sent to you on request. 


The Ohio National Life Insurance Co. 
is licensed in sixteen states and has at- 
tractive open territory. 





For Agency Relations 
Add ress 


| THE OHIO NATIONAL LIFE 
INSURANCE COMPANY 


CINCINNATI, OHIO 
E. E. Kirkpatrick 


Sup’t. of Agents 





W. Appleby) 


: 
President 
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GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CAL: 
ATTRACTIVE GENERAL AGENCY OPENINGS IN TEXAS 


Now available with this Progressive California Company in 
connection with its plan to establish Direct General Agencies 
in Houston, Dallas, and other large cities in that field. Very 
liberal contracts and fine line of policies. Applications now 
being considered from men of successful experience and satis- 
factory records. If interested write or wire. 


W. H. SAVAGE, Vice-President 


Great Republic Life Building, 756 So. Spring Street 
Los Angeles, California 
























ROCKFORD 


LORADO 


NOW OPEN 
LIFE INSURANCE COMPANY 


WRITE TO 
Francis L. Brown, Secretary 


ROCKFORD, ILLINOIS 
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ATLANTIC LIFE INSURANCE CoO. 


ANOTHER YEAR 
of PROGRESS 


has been recorded in the his- 
tory of this growing Company 


Our Agency Organization is beginning the New Year with 
the best January in the Company’s history. All signs indi- 
cate that 1927 will be our greatest year. 


To be in an atmosphere of progress means to progress. 


There are attractive agency openings in our General Agencies 
loeated in the following States: 


Michigan Minnesota Kentucky 
Georgia Florida Alabama 

Texas Mississippi Tennessee 
District of Columbia Maryland South Carolina 


Virginia North Carolina West Virginia 


Interested Parties Should Address 
AGENCY DEPARTMENT 


RICHMOND, VIRGINIA 


‘Honestly It’s The Best Policy” 

















| One 
| 





TELL 


| 

J 

| . > . 
pending your decision to accept or reject. 
| 


COMPLETE COVERAGE | 
FROM A SINGLE SOURCE | 
Life Health Accident 
Life Policies—Disability Policies—Accident 
Policies 
Sub-Standard Standard Super-Standard 


One Contract 
Group Protection 


One Correspondent 
7H & Aand Auto Injury Forms 


Company 
400 Popular Life Forms 
WE WANT REPRESENTATIVES in Ohio, Indiana, Kentucky, Michigan, 
Pennsylvania, West Virginia, Texas, Oklahoma, California, I]linois. 


IT ALL in your first letter—your confidence will be duly respected 


THE OHIO STATE LIFE INSURANCE COMPANY 


COLUMBUS, OHIO 








Eureka-Maryland Assurance Co. 


STANDARD ORDINARY AND INDUSTRIAL POLICIES 


J. C. MAGINNIS, President 
J. BARRY MAHOOL, Vice-President 


OF BALTIMORE, MD. 


Incorporated Under the Laws of Maryland, 1882 
WE ISSUE 


J. N. WARFIELD, Jr., Secretary-Treasurer 
DR. EDWARD NOVAK, Medical Director 














Sales 


Exceptional 
| Opportunity 
| 


NUMBER of National Life Salesmen have increased 

their earning ability by fifty percent through the Na- 
tional Life’s popular low-cost policies. This same oppor- 
tunity is open to you through a National Life Contract. 
An Iowa Corporation operating in twenty-five states. Cor- 
respondence invited. 





National Life Association 
_Home Office: Des Moines, Iowa’ 
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Surety Agents at White Sulphur Springs. 
The casualty men always loom up large 
at the commissioners’ convention, prob- 
ably more so than any other group. It 
seems unfortunate therefore that these 
two meetings conflict. 


Joint Valuation Bureau 


At the Richmond meeting Superin- 
tendent Beha of New York told about 
the progress being made to establish a 
joint bureau to take care of valuation of 
securities. It will be under the super- 
vision of the Insurance Commissioners 
Convention but companies will contrib- 
ute to its support as will the state de- 
partments. 

Commissioner Detrick of California 
introduced a motion making all members 
of the convention who have retired from 
the office since the Chicago meeting in 
December, 1925, honorary members. 
Under the rule ex-presidents become 
honorary members automatically and 
others become honorary members on 
two-thirds vote. 

Manipulation in Life Companies 

Commissioner Dumont of Nebraska 
formulated the vote of thanks for the 
hospitality of Commissioner Button and 
the local companies at Richmond. Mr 
Dumont also called attention to the fact 
that at the last meeting a resolution was 
introduced after he read his paper de- 
crying the manipulations of stock of life 
insurance companies by those interested 
in bartering = stock. The resolution 
passed by the American Life Convention 
concerning this matter was read. Com- 
missioner Dumont moved that the ques- 
tion be referred to the committee on 
laws and legislation, which was done 


OFFICE, FIELD STAFFS 
SUBJECTS OF PAPERS 


(CONTINUED FROM PAGE 5) 
department is a specialist just as the 
life insurance salesman is a_ specialist. 
His problems differ from those of other 
medical men. He deals with groups, 
not individuals. His problems are sta- 
tistical and human rather than individ- 
ual or physiological. He must be safe 
and judicial rather than _ technically 
scientific. In case of doubt he must 
take the middle ground. His success 
will depend on his ability to obtain, re- 
view and weigh evidence, his willing- 
ness to be guided by fact rather than 
impression, on reciprocal confidence 
which he feels and inspires in those with 
whom he is working, and his willingness 
to appreciate another’s point of view. 

“As life insurance medical officers 
dealing with one of the keenest groups 
of salesmen engaged in one of the big- 
gest businesses in the world, it is our 
duty as business men to understand the 
men’s problems and reactions, and to 
get closer to them in the field. We 
must not lose sight of an appreciation 
of the other's point of view. Our agents 
have their own ideas about our work, 
but before all else they are human be- 
ings, interested in themselves and the 
success and profits of their work. They 
can be talked to like anyone else. If 
we maintain humanness throughout our 
relationship, a background is set up for 
the solution of many of our problems. 


Formal Papers Help Little 


“In handling agency meetings it is my 
belief that there is no place for formal 
papers, which have a tendency to in- 
crease the distance between the home 
office medical officer and the man in the 
field. It is preferable to conduct an in- 
formal meeting, to encourage the agents 
to talk and ask questions and to get 
their problems off their minds so that 
obstacles which are interfering with 
their field sales work can be removed. 
In other words, we can bring an optimis- 
tic attitude to such meetings, which will 
not undo the enthusiasm and benefit of 
creative work, and we can add our mite 
to such a meeting. What we have to 
say should be of a positive, genuinely 
helpful nature and should be given in 
as informal a manner as it is humanly 
possible for us to give it. 

“The life insurance business, in the 
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sales agency force, is composed of busi- 
ness leaders in their respective commun- 
ities, real, live-wire men, and it appears 
to me that as medical officers we must 
function as real human business men so 
that our relationship with our agency 
force can be on a man-to-man basis.” 

Drs. Frank Harnden, Midland Mu- 
tual Life; Ross Huston; J. T. Mont- 
gomery, Southland Life and D. W 
Shewbrooks, Acacia Mutual Lite, dis 
cussed Dr. Sykes’ paper aiter the show 
ing of the film “Spirit of Profitable Co- 
operation Between Our Agents and the 
Medical Department,” prepared by the 
Connecticut General. 

All agreed that a company’s medical 
director should visit in the field regu 
larly, should correspond with agents as 
much as possible and should do all else 
feasible to bring about close harmony. 
The attitude of she meeting was epi- 
tomized by Dr. Montgomery with: “Our 
work will be better as cooperation with 
agency forces increases.” 


INTEREST CREATED BY 
OPEN FORUM AT MEET 


(CONTINUED FROM PAGE 5) 


man but are giving him 100 cents or 
more on every dollar’s worth of insur- 
ance sold him. 
The Close 
George F. Kederick, supervisor of the 
New York Life, Brooklyn, said the close 
is merely the roof of the structure built 
up by the sales talk. If the sales talk 
was good, the close will all but take 
care of itself. “Try to close on the first 
interview and always have your pen and 
application ready so there will be no 
fumbling about to break the continuity 
of selling argument,” Mr. Kederick said. 
“Always hold one good argument to 
use as a last resource.” He agreed with 
Mr. Engelsman, who declared the only 
way to close is to close. 
Prepayments Urged 


“After you have the = application 
signed, why not carry through and kill 
any chance of competition,” asked J. 
’. Nash, State Mutual Life, Buffalo. 
“You can carry through if you will sign 
the receipt and just ask for a check 
as is customary in all other business 
transactions.” W. H. Wall, Penn Mu- 
tual Life, Rochester, believes in point- 
ing out to his prospects that they are 
not protected until payment has been 
made and they may as well be pro- 
tected from the day the application is 
signed, as it costs them no more. Dr. 
Lovelace said that in one agency in 
New York City, in which the agents 
have been trained to sign the receipt 
and hand it to applicants, 90 percent of 
the business written is prepaid. 

Monthly Income Insurance 


Monthly income insurance was not 
heard of 10 years ago, C. W. McKelvey, 
Union Central, Albany, told the gather- 
ing. If it has not been. heard of by 
any one today it is the agent’s fault. 
It is an ideal way of picturizing a pros- 
pect’s earning power and arranging for 
means of indemnifying his family for 
it in the event of his death. Almost 
every family works on a monthly bud- 
get system, and prospects should be 
shown the unnecessary burden and 
worry thrown on dependents in leav- 
ing them lump sum settlements to man- 
age. The field for monthly income in- 
surance is a vast one, one agent said, 
for in spite of business and other mod- 
ern forms of insurance 82 percent of 
the huge volume of life insurance writ- 
ten annually is still written for family 
protection. Another general agent pointed 
out that monthly income _ settlements 
may be advantageously arranged even 
on policies under $5,000 so as to pro- 
vide $50 or $100 a month for the first 
five years after the insured’s death, 
which is usually the most difficult time 
for the family. 





The Boyle & Boyle eeneral agency of 
the Minnesota Mutual Life in Chicaeo 
has moved to the new Adams-Franklin 
building 
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How | Would Proceed if | Were 


Just Entering Life Insurance Selling 
With Advantage of My Experience 


By CHESTER 0. FISCHER 


General Agent Massachusetts Mutual, St. Louis. 

[The address from which these constant study and hard work. I would 
yg were taken was given realize that a thorough knowledge of 
the May meeting of the Chicago the uses and benefits of a worth-while 
Association of Life Underwriters ’ 


proposition, coupled with that hard and 
determined work which results in the 
story being told to a goodly number ot 
folks, is a combination that will carry 
far. I would, therefore, endeavor 


last week.] 


F I WERE carried back 13 vears and 
| were again entering upon this work, 

I would plan for a sure, steady, in- 
creasing success. I would plan to be- secure in the beginning a sound know!l- 
come a fully qualified and real life un- edge of the fundamentals of the science 
derwriter, reaching up toward my ulti- | of life insurance and life underwriting 
mate abilities and capacities, content  ] would not try to become an actuary 
with nothing less than a full measure or to learn all about the business be- 
of success. Such an ambition is surely fore I felt qualified to go out into the 
an ideal one, idealistic, perhaps, but field, but I would want to know enough 
none the less a worth-while and worthy to engender within me a feeling of con- 
objective. Striving to attain such a= fidence and enthusiasm. Then I would 
goal must needs result in substantial and | promise myself to keep on studying each 
satistactory progress. day and week and year, so long as | 
continued in the business 


Read Helpful Articles 
in Insurance Journals 


Would Study Insurance 
Before Entering Field 


If fortunate, I would realize at the 
outset that there two foundation I would 


stones upon which to build for success, | study, 


a regular course 


are t of 
splendid articles 


map out 


reading the 


|found in the insurance journals, 
the fine books on life underwriting which 
are being published in increasing num- 
ber, and attending sales conventions and 
meetings where the leaders in the great 
work tell us of their plans and experi 


ences. At this point, as a beginner in 
the business I would appreciate a word 
caution, calling to my attention the 


fact that I should not be too easily 
swayed trom my chosen program and 
path of action by the successful plans 
aol } f } 
employed by others The tact that a 
certain type of approach or presenta 


tion employed by one individual secures 


for him remarkable results does not 
mean that another can use it equally 
well. We all have our distinct chara 
teristics and traits. What is natural for 
ne man is absolutely illogical and 
forced for another 1 would, therefore, 
decide to listen to all of these plans 
and ideas, study and analyze them, and 
adopt such of them as could t dvan 


tage be 


worked into my natural order 
of action 
Expect Further Great 
Changes in Future 
And in so doing, in refusing 
sume some other underwriter’s method 


just because it had proved successtul 


tor him, I would remember that all 
these splendid method these plans 
which have in ma espe re 
tionized the science unde t 


| the past 10 or 15 years, were conccived 
and developed by men and women who 
had started out on the basis of the fun 
damentals of study hard work and 
had through their years of progress and 
experience evolved new ideas 
And, that being the case, I would be 
safe in assuming that the 10 or 15 years 
ahead would see just as radical changes 
and great developments as the past, and 


and 


these 


that the generation of underwriters en- 
tering the business at that time, would 
through adherence to fundamentals and 
high principles, become the leaders of 


the tuture. 


Must Give Attention 
to Physical Fitness 


would give duc 
» the manner of 
would realize that 
ine to develop 
would qual 
but that it 


keep my 


Again, if fortunate, | 
and careful attention 
physical fitness I 
it was not necessary tor 

pl ondition which 

the prize 
sound and 
physically fit 
through unwise 
ivsical being, cither 

during or after business hours, 1 wasted 
and dissipated ph stamina, I most 
assuredly must impair and shorten my 


busine ss 


vsical 4 
iy me lor 
would he 
celf 100 


ring, 
wise to 
percent for my 
chosen vocation lf 
demands upon my pl 
} 
Vsical 
Vears ol SUCCESS 
i and through analysis | 
find that I must develop and 
I degree courage I 











GENERAL AGENCIES 
NOW OPEN 


At these locations 


Alexandria, Louisiana 
Amarillo, Texas 
Beaumont, Texas 
Wichita Falls, Texas 
Tulsa, Oklahoma 
Muskogee, Oklahoma 
McAlester, Oklahoma 
Enid, Oklahoma 

Pine Bluff, Arkansas 
Jonesboro, Arkansas 
Helena, Arkansas 














Liberal Contracts Direct with 
Home Office 
Write us in confidence and let your first letter tell us 
what you can do. 
Our offer to you is worth while. 


LOUISIANA STATE LIFE 


Insurance Company 


HOME OFFICE 
SHREVEPORT, LA. 


IRA F. ARCHER 
Superintendent of Agencies 
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There are men selling life insur- 
ance today whose present opportu- 
nities are limited but who have real 
futures. They are experienced, 
write a good volume of business 
and can handle men. But they must 
have a better deal before they reach 
full earning capacity. 


Many deserve to be and should 
succeed as general agents or district 
managers, especially in productive 
fields, representing a sound, grow- 
ing company. 








Home Office 
Armour Boulevard and Main Street 


Insurance Company 


Kansas City, Missouri 


Daniel Boone, President 


na Liter 


If you are qualified, make your- 
self known at once to the Midland 
Life, a solid, progressive company 
with $33,000,000 insurance in force 
—a company that meets competi- 
tion in all standard forms of policies 
and actually cooperates with its 
field forces. 

There are choice openings in 
Denver, Sedalia, St. Joseph, Wich- 
ita, Salina, Dallas, San Antonio and 
elsewhere. 

Take the first step toward a big- 
ger future today. Address your lIet- 
ter to the undersigned personally. 
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UNDERWRITER 





40 
we can go a step farther and safely say 
that the greatest competition of the life 
underwriter to day is found in himself, 
in his inertia, his failure to systematize 
A ‘ f U A R | E his effort and to use in any substantial 
degree his abilities and possibilities. It 
would pay me well to-study the ideas of 
others on systematic effort and to adopt 
CALIFORNIA NEW YORK a a schedule for my self. ; 
ow tortunate, again, if trom the 
iles M. Dawson & Son very beginning I selected carefully my 
ARRETT N. COATES yrrospects, thereby assuring myself that 
prosp 
CONSULTING CONSULTING mv time would be used to the best pos- 
ACTUARY ACTUARIES sible advantage; secured through my 
: clients introductions to friends and ac- 
354 Pine Street - - San Francisco 36 W. 44th St. New York City quaintances to whom I could be of 
service; determined to add new material 
to my prospect list constantly; saw to 
it that a certain percentage of my calls 
ILLINOIS oodward, Fondiller and Ryan a on folks me — ~T a ory ee 
Consulting Actuaries tial amount. pon study would fine 
ONALD F. CAMPBELL Actuarial Geovtee in ol branches of In- 
surance and fo *ension Funds — Exa - 
CONSULTING tions and Appralsals—-Statistieal Service and 
ACTUARY Installation Companies and Associations 
nanaged unde rontract— [i Systems n 
-. - +: Aa bento La on gy Be a 
elephone Auditing 
CHICAGO, ILL. 75 Fulton Street New York 
OKLAHOMA 
T J. McCOMB 
‘ . 
COUNSELOR AT LAW 
| L. A. GLOVER & CO. *CONSULTING ACTUARY 
: _ Premiums, Reserves, Surrender 
Cuniing Actuate Values, etc., Calculated. Valuations 
| 29 South La Salle Street, Chicago and Examinations Made Policies 
and all Life Insurance Forms Pre- 
Life Insurance Accountants pared The Law of Insurance a 
Statisticians Specialty 
Colcord Bidz. OKLAHOMA CITY 
H. NITCHIE 
. ACTUARY 
| slam ate oes | Ti AN AGENCY 
re e State 4992 CHICAGO 
| ° ee 
Supervisor’s job 
in a large city Life Insurance 
i ‘HESTER 0. FISCHER 
INDIANA office paying a salary to start CHESTEE 
of 00 per year will be open that the approach is a most important 
AIGHT, DAVIS & HAIGHT, Inc. shortly. If you are a driver, part of the sale and that more cases 
Consulting Actuaries can employ high grade men are won or lost at this stage of the 
| FRANK J. HAIGHT, President on commission without the interview then at any other. ; would 
. . cide to make approach and presen- 
INDIANAPOLIS aid of drawing accounts, and — t a re age roy ot nts 
| eae ° eto oO aS515 ‘ 
| Omaha, Denver, Des Moines have the ability to instruct needs and the saleman’s service. In- 
and lead them to success, an- stead of trying to sell insurance as such, 
swer this; if you just THINK I would ona od - ae 
: » insurance. make my ap- 
you can do these things but ute smeurance ot age is dn 
proach on the basis of offering my 
f have not yoy — of client my services and I would make 
success in oing them, you a thorough knowledge of his situation 
ARR C. snagppsibieats will waste your time in reply- and needs a condition precedent to my 
CONSULTING ACTUARY ing. Applicants must be over prescribing for his case. 
2105 North Meridian St. 30 ; os 
and under 42 years old; no Honest as 
. ’ y an incerity 
INDIANAPOLIS, INDIANA attention paid unless fullest Pay in Long Run 
details are given; replies re- ee ee oe 
ceived in confidence. Address earnest and sincere and helpful in my 
D. M. SKINNER endeavor. I would be natural, assum- 
IOWA Gen. Agent, Aetna Life Insurance Co. ing no false guise Folks like _to do 
410 Rialto Bldg. Kansas City, Mo. business with those who are truthful and 
simple and natural. Then they do not 
| L. MARSHALL must gain a reputation for being re have to be as wary and cautious Henry 
* CONSULTING ACTUARY mate yl Bg ws possessed of the | M. Leland, the great automobile builder, 
“13: rs of human sympathy And I said this some years ago: “Young man, 
Hubbell Building r- * oe & honket re as ¢ with ae | _ if you want to be successful, always re- 
atoning eae ait x 7 gale ' |member one thing: Every young man 
DES MOINES, IOWA are sini reaches a point in his career when he 
, Found Cooperation More has to choose one of two courses. If 
Profitable Than Competition he chooses to be smart and foxy and 
clever, he will meet a lot of competition 
la now prepared to go mto action, ] ] . . . . le trv 
MISSOURI : . . ‘ vecause there are _s0 many peop 
to enter upe n tha determined and con ing to do that If he is just plain, old 
OHN E. HIGDON : ag gga Wat fe SO Re ge a What | fashioned, honest he will be so unique 
pcete , a use to assist me dome the The will be immediately successful.” 
amram the * { possible manner mak Then I would want to be a good citi 
224 Argyle Bidg., Kaneas City, Mo certain detinite progress toward MY | zen and do my share in the upbuilding 
eens — ective ‘ atu age I decide to the home and the church and the 
. oN He ec! lor efort, State realizing that the man who is 
; . 3 ase d far-reaching elfish and not willing to do his part and 
esos iogiarriaie neater RU CRANE j ‘ p ere : a da , cr life |assume his share in those worth-while 
| \ meets Cc. GOOD ‘ wave much thought tO | institutions is not playing square with 
| e! ut t e another his fellow citizens 
CONSULTING ACTUARY | or jp cqghenh naeDnigee Petes Sort Suilding surely and solidly on the 
mMENCeE 3 es with one another, | foundation stones of knowledge, action 
1416 Chemical Building realizing that they were working § t and honesty IT would be practicing good 
bits wethe e miterests of a great mst! citizenship and would earn and gain 
ST. LOUIS tutior They then began to cor sider 4S | those rewards of financial success, satis 
— - - TS ei « petition the other gr at selling faction and happine ss which come in 
Re . ' the commer al ile ol the such full measure to well-trained and 
untry t seems te rie owever that orth life underwriters 





May 15, 


HIS is not a cry for 
help. 

It is an offer. 

We offer to help any 
one who measures up to 
our requirements and who 
is not connected with any 
other company—help him 
to write more business 
and therefore to make 
more money. 


We can’t go out and 
write the business, but 
we can—and do—get 
prospects ready to be 
written. 

We do this by Direct 
Advertising to prospects 
whose names are sent to 
us by agents. 

Our system has been 


praised by authorities— 
and, what is more im- 
portant, it has worked 


with marked success for 
those agents who have 
used it according to direc- 
tions. 


It is composed of let- 
ters and booklets on the 
various needs for Insur- 
ance, so that an agent 
may select the material 
which best suits his pros- 
pect. 


Any one, not now un- 
der contract, who wishes 
to learn more of this mod- 
ern way of writing more 
business, will receive the 
facts if he will put his 
name and address on the 
lines below and_ send 
them to us. (Signing on 
these lines will cost noth- 
ing.) 


Name 


Address 





1927 


Help! Help! 


Great Northern Life 


Insurance Company 


110 S, Dearborn St. 


Chicago 







































































Provident Mutual — = 
Life Insurance Company of Philadelphia THE SOUTHERN STATES LIFE 
Pennsylvania ——_ Founded 1865 INSURANCE COMPANY 
ATLANTA, GEORGIA 
— 
Re 

HE Southern States Life, organ- 
ized in 1906, has an enviable 
The Provident has worked record—21 years of honorable and 
. i. 2 successful relations with agent 

out a sige - by which sna niet. 
the Home f ice, t h j ough During this time the company has 
an Educational Supervisor, is been cultivating and serving well 

a ' its fiel ixie. 
assisting in the development — 
Today there is opportunity in 
of new agents. Dixie—the South is awaking in- 
dustrially. To men who are un- 
attached and to new men the 
FS Southern States has an attractive 
= proposition. e 






































ASK ME ANOTHER 


1. Why do so many life insurance agents lose their renewals? ¥ 
Answer: Because of the General Agency System and unfaw 
agent’s contracts. 

What life insurance company has abolished the General Agency 

System, offers all its agents AN EQUAL OPPORTUNITY and 

plays no favorites? 

Answer: The Columbus Mutual Life Insurance Company. 





A. QO. ELIASON’S Genera! 


Agency renewal income 
alone undoubtedly exceeds 


to 





A. O. ELIASON 





3. Does the Company protect its agents Renewal Interests? . 
Answer: Yes, st gives VESTED NON-FORFEITABLE RE- OPENINGS at the salary of the President of 
NEWALS. Santa Barbara, Calif ° 

4. where — : and 20 ender a! Mg ay ae . if Fresno, Calif. the largest bank In the State 
the insured dies, INSTEAD OF USING THE POLICYHOLDER'S Eureka, Calif. : . 2 
OWN MONEY TO PAY HIS CLAIM? noone Rag of Minnesota—mainly 

Answer: PERFECTED ENDOWMENTS sold by The Colwm Galesburg, Ill because he has stuck eigh- 
bus Mutual return the excess of the endowment premium over Rockford. Ill 
the ordinary life premium in the event of death Vand i ae teen years as Our Strate Man- 
5. Is it possible to purchase insurance at a lower cost if bought in encem, ° 
quantities ? Siow, ager of Minnesota, worked 
Answer: A SPECIAL PREFERRED RISK POLICY issued pringheid, il. Ss 
by The Columbus Mutual sold only nm amounts of $5,000 and over South Bend, Ind. hard and succeeded. 
gives the policyholder the advantage of the reduction m overhead Terre Haute, Ind. 
_and shor sa surprisingly low net cost : Burlington, Ia. , . 

6. Is it seemgcos per - life insurance as oy to pay liberal ae Columbus, Ohio y es, there is a chance for 
to agents and at the same time furnish low cost insurance to policy- Springfield, Ohio . . = 
oo = Yes, but such companies are scarce as “hen’s teeth.” eg = ggg Colo. a yor wer 3 ~ Mr. Elia 

Many companies pay high commissions, quite a number furnish Grand Rapide Mich on S or le ompany s Or- 
ow cost msurance, but the combmation seems almost rm PosswOole Amarillo, ok ‘ ganization if you will write to 


to attain. The Columbus Mutual is an outstanding example of 
such a@ company. 








El Paso, Texas 
se ik Saal ae Cheyenne, Wyo. 
For further information address Charlottesville, Va. 


Roanoke, Va. THE 


The Columbus Mutual Life MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


Insurance Company 
580 E. Broad Street, Columbus, Ohio SAINT PAUL, MINNESOTA 
C. W. Branden, President D. E. Ball, Vice-President and Ses'y. Now a $133,000,000 company 
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WOMEN AND THEIR INVESTMENTS 


Are women less intelligent than men? Doall women waste or lose the money they inherit? 
Is it true that a widow who receives a round amount of insurance money is sure to waste it 
in five or six years or lose it in speculation, or sink it in get-rich-quick swindles? 


No. It is true that the insurance money inherited by many women does not last very long, 
but in such cases these women are seldom to blame. Their husbands are the ones who are to 
blame, because the amount of insurance left by them has been inadequate. Consider the 
case of a man without capital whose income will be cut off at his death, and who could easily 
afford to carry $50,000 of insurance. That amount if safely invested would keep the wolf per- 
manently from the widow’s door. But if this husband had taken only $5,000 of insurance, the 
amount would be insufficient for investment, and the money would necessarily be used for cur- 
rent expenses. And such a widow will exhibit prudence and care if she can support herself 
and her children on a few thousand dollars for five or six years or longer. 


The insurance companies now offer insurance payable in the form of an income. But it 
is not recommended on the ground that women are inferior to men. Wifes are as intelligent 
and often more prudent than their husbands. They are more efficient than men in managing the 
household, in bringing up children, and in caring for the sick. Nor are they more likely to be 
victimized by get-rich-quick sharpers than preachers, artists, doctors, teachers, writers and 


other MEN who lack business training. 


It is because women are usually the beneficiaries under insurance policies that they are 
followed up so closely by get-rich-quick sharpers. But they are quite as diligent in following up 
men who lack business training and have capital to invest. 


Professional men who are expert in their own professions often invest their savings 
foolishly because they are not expert financiers. Successful business men often lose the savings 
that they take out of their business because, although expert merchants or manufacturers, they 


are novices in choosing investments. 


Why, then, do the insurance companies advise those who invest in life insurance for the 
support of their wives and children to stipulate that the money shall be paid to the beneficiary 
in the form of a monthly income for life? It is not because these beneficiaries are women; nor 
because women are extravagant; nor because they are more easily victimized than men. It is 
because they are not experienced financiers. It is because many investments that appear to be 
sound are not. It is because sound investments often deteriorate in value. It is because the 
advice of friends and neighbors is often injudicious. It is because it is hard to refuse to lend 
to relations and neighbors who are in need of money. It is because it is not fair to burden 
a widow with unfamiliar responsibilities at a time when she is perplexed by many new and 


difficult problems. 








THE EQUITABLE LIFE ASSURANCE 
SOCIETY OF THE UNITED STATES 





